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PORTRAIT design — square 





"gue 


RADIANT design 





All Dexter Regal Tie Bolt 
Key-in-Knob Locks are Lifetime 
Guaranteed, available with 

pin or disc tumbler cylinders, 
deadlocking or spring latch. Solid 
brass exterior, cold-rolled steel 

Hel lolol Mercia Mm. Gilels) Met dceleld le Meler e 
steel reinforced, Locks reversible for any 
hand of door without disassembly. 
Requires only 1%" hole through door. 
Standard or two tone finishes. 


Attractive mounted displays available 
in Decorator colors: red, blue, 
green or ivory. 


NO LOCK INSTALLS FASTER THAN A DEXTER 






DEXTER LOCK DIVISION \ ~ 
ee a ee Grand Rapids, Mich. 


In Canada: Dexter Lock Canada Itd., Guelph, Ontario 
In Mexico; Dexter Locks, Plata Elegante, $.A. de C.V., Mexico City 


COLONIAL design 








FOR SALE- 


THE VERSATILE NEW 





WRITE FOR FREE PLANS 


TAYLOR MADE GARA 


Fitz patrick 
Detroit, Michigan 
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GE DOORS, inc. 
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GARAGE DOORS, INC. 
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The only reversible 


alurninum door! 








ALUMINUM 
COMBINATION DOOR 





CRESTLINE’s modern 
aluminum door—so pop- 
ular with builders and do-it- 
yourselfers—is completely 
drilled for hardware, yet it can be hung , 
right or left! Both faces are identical and 
smooth, Hinges are recessed. No screws or 
rivets show. 
Only a screwdriver is needed to install 
~no drilling, cutting, sawing! Modern 
housewives prefer the smart, clean lines. 
Doors are individually carton packed with 
one or two screens. The cost is especially 
low! You know you sell the best with 
CRESTLINE, made by The Silcrest 
Company, one of America’s leading mill- 
work manufacturers. 


gh) 


eh Se at 














CRESTLINE Aluminum Combination Doors are pre-drilled, 
mortised, bored or tapped to receive all hardware and 
parts, Complete package includes Dexter tubular lock 
set, Storm King door closer with safety spring, 3-piece 
Z-bar frame, full mortised hinges anchored to corner 
angles, adjustable door sweep for any pitch sill, 2 glass 
ond | or 2 screen inserts individually carton packed. 
Rigid corners are mitred and fitted with heavy extruded 
aluminum angles. Embossed aluminum kickplate is bed- 
ded in mastic, All extrusions of highest quality 6063-T5 
aluminum alloy! 








none better to build with or to sel/ 


See your distributor or write The Silcrest Company, Dept. AL, Wausau, Wis. 
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from Glas-Kraft... 
AN EFFECTIVE, ACCEPTED 
VAPOR BARRIER and GROUND COVER: 


for slab, split level and crawl space construction 


MEETS VA and FHA MPR Revision 51 and 55 VAPOR BARRIER REQUIREMENTS... 

Now, when your customers need a moisture- and fungus- resistant material for under slab, crawl space 
and split level construction that conforms with FHA and VA requirements, you can sell them new 
ROTBAK NO, 5 with complete confidence. ROTBAR NO. 5 was specifically designed for, tested 
against and accepled as an effective vapor barrier and ground cover material as spec ified ip 


FHA MPR Revisions 51 and 55 


GLASS-REINFORCED, WATERPROOF CONSTRUCTION 

New ROTBAR NO, 5 Gilas-Kraft has amazing all-directional strength, extreme resistance 
to tears and punctures. between its two chemically-treated layers are bonded miles of 
tough, non-deteriorating glass fibres, A special waterproof laminant is used to permanently 


bond the layers under heat and pressure 


FAST, EASY APPLICATION SAVES LABOR COSTS 

Because ROTBAR No. 5 Glas-Kraft is available in widths ranging 
from 18” to 96", in rolls, or in lapped blankets up to 26’ wide 
Inherent strength and these larger sizes n ean easier handling, faster 
installation, fewer man-hours on every job. Write Glus-Kralt tor ay 
for samples, prices and the name of the dealer nearest 

you who stocks ROTBAR. Meet today’s need with modern 


ROTBAR NO. 5 the better vapor barrier 


GLAS-KRAFT 


LONSDALE RHODE ISLAND 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Pattern emerging on new housing bill. 


Nothing really new is anticipated in the new housing bill being 
drafted by the senate committee on housing. "Mostly, says a senator, 
“congress will patch up some of the holes and beef up basic laws now 
on the books." 

Housing for the aged probably is the only item which could be called 
"new." The senate committee would earmark 10,000 to 15,000 public housing 
units for people over 65. The house would prefer private homes for older 
people to be built with special, easier financing. 

Public housing, incidentally, will again be a subiect for heated 
discussions. The senate will probably approve 135,000 units a year; the 
house talks of 45,000 units yearly as a compromise. 

Liberalized repair and remodeling loans on the other hand will breeze 
through both the house and senate. As widely discussed, the ceiling will 
now become $3,500 spread over five years. 














"There must be votes in housing." 


Democratic lawmakers seem to have votes in mind as the new housing bill 
moves through channels. Rep. Rains, and his-subcommittee on housing, have 
been holding hearings across the country for months. From meeting the public 
they feel the program for the old folks has good political possibilities. 
Public housing could be another vote-getter. And still another gem is ultra- 
liberal financing for farm remodeling and repair, touching another sensitive 
group of voters. 





National hardware week observations. 


Recently field observations were in order recently because of a 
rash of similar promotions in the lumber and building materials retailing. 
We visited all sizes of hardware stores and several Sears Roebuck stores. 
At Sears’ State street store, in Chicago, we found their key window devoted 
to the promotion and over 100 banners and displays throughout the store. 
Floor traffic in the hardware department at Sears was tremendous and we 
heard the clerks saying, “it's a good thing this comes only once a year." 
Independent retail hardware stores, by way of contrast, were cooperating 
in a lukewarm manner with the promotion. Identification was limited, few 
Special displays had been built and store traffic was normal—not increased. 








There is no secret for getting store traffic. 


Dealers, associations and manufacturers in this industry can be guided 
by Sears in planning and running a special promotion. It’s easy to prove that 
Store banners alone will not increase either traffic or sales to any significant 
degree. 

Stirring up excitement, making people feel they must buy on impulse 
is helped by store banners, but the vital essential is promoting specific 
merchandise. Sears, for example, last month placed a variety of hand tools 
on perforated hardboard panels with the copy, "any tool on this board, $1.98." 
Similar boards were developed for tools in other price ranges. In addition 
there were about 12 specials on tools promoted individually. Finally, with 
every $2 purchase a inexpensive garden tool was given as a free gift. 











Order 910 on transits balked. 


Shippers have obtained a temporary restraining order from the U.S. 
court in Oregon preventing service order 910 of the Interstate Commerce 
Commission from being inforced. Slow routing of lumber has been rescued 
but it's anyone's guess how long the order will stick. It could be weeks or 
several months. 


(News continued on next page) 
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NEWS 


American Lumberman 


Dealers, Builders Predict 
Sharp Upturn in Home Starts 


The Labor Department reported 
that new house starts in March 
were 15.6% less than the same 
month a year ago, but a nation- 
wide survey reveals nothing but 
growing optimism by both dealers 
and builders. American Lumberman 
prepared this special news round 
up to give readers a cross-the 
country picture of actual condi- 
tions for future buying and plan- 
ning 

Adverse weather was almost 
universally blamed for the poor 
March performance from many 
sections of the country. Given sev- 
eral weeks of sun and mild tem 
peratures builders say they will 
turn in a growing volume of starts, 
in some cases more than in 1955. 

The rumors of a pileup in build 
ing materials was generally de- 
nied. Only plywood was frequently 
mentioned as being in excess sup- 
oly. Shortages in some lines are 
anticipated throughout the year. 

Tight financing was discussed 
but the general impression was 
that builders are learning to live 
and cope with this problem. They 
said that demand for new homes 
was still strong, largely because 
of growing families, which will 
be accommodated by the larger 
homes to be built this year. The 
report by areas follows: 


East Coast 


By Donald Carlson 
Eastern Editor, 
American Lumberman 


New York 

Bad weather in early 1956 which 
continued up until about two weeks 
ago was the only reason for the 
slight decline in house starts in our 
area (Westchester county and en 
virons). But, we believe house 
starts here will be ahead of 1955 
when the year is complete 

We have noticed an increased 
supply of plywood; in fact, the price 
on plywood went down just last 
week in this area. As the weather 
allows more housing starts, plywood 
could easily firm up again. Even 
now, there is no overabundance of 
any other building materials 
Erwin Glauber, secretary, Inter- 
state Building Materials (retailer), 
White Plains, N. ¥ 


Long Island 


There has been a slight decline 
in house starts on Long Island, 
N. Y. during early 1956 because 
of inclement weather. Nevertheless, 
we are very optimistic about 1956 
We believe house starts here in 1956 


8 


will equal if not exceed the figures 
for last year. 

We have heard no reports of an 
over-abundance of any materials 
We think plasterboard will soon be 
in short supply again.—Long Island 
Home Builders Institute, Hemp- 
stead, N. Y. 


Rhode Island 


There has been a definite decline 
in house starts in our area in the 
first quarter because of poor 
weather. For our own particular 
business, we feel our house sales 
in 1956 will be at least identical 
with 1955. We believe that the 
house starts that we lost in the first 
quarter will be regained during the 
remainder of the year, weather per- 
mitting. 

We have heard some reports that 
dealers in Rhode Island are saying 
1956 may not be as good for busi- 
ness as 1955. 

Plywood is plentiful here, but 
there is no over-abundance of other 
materials. We feel that as the year 
progresses and house starts in- 
crease, we may run into the same 
scarcities we had last year in some 
glass products, gypsum products 
and perhaps oak flooring._-Roger 
Sherman, sales manager, Harris 
Lumber Co., Providence, R, 1 


Virginia 


I have just completed a personal 
survey of housing starts for the 
first three months of 1956 in the 
city of Richmond, Va. and in the 
two counties bordering Richmond 
In the first three months of 1955, 


Exclusive 


there were 1,129 house starts in 
this area. In the first three months 
of this year, there were 788 house 
starts. This represents a decline of 
341, or roughly 30% 

There are two major reasons for 
this decline: 1. bad weather during 
January, February and March of 
1956, and 2. a tight market for 
financing. 

We still haven’t had any spring 
down here, so we've just lost four 
months of construction activities. 
Therefore, I don’t see how our 
builders can reach the volume of 
house starts that they attained last 
year. The only possibility for reach- 
ing our 1955 volume would be if 
some large projects get started. 
And, I think we are going to need 
some loosening of finances to ac- 
complish this. 

This I realize is sort of a dim 
report. Nevertheless, we are not 
discouraged. We think there will 
still be a lot of good business in 
1955. And, we intend to enhance 
our services, pare our costs and go 
out and get it.—Craig Ruffin, 
Ruffin and Payne Building Mate- 
rials, Richmond, Va. 


Maryland 


New home starts are decidedly 
down to what they were a year ago 
in this area according to building 
material dealers. However, all of 
the dealers contacted maintained 
that they had more orders than they 
were able to handle, and that only 
unseasonable weather was delaying 
the starts of many more dwelling 
units. Retailers maintained that 
orders for building supplies des- 
tined for new home construction 
have exceeded those of a year ago, 
and that deliveries only await the 
advent of better weather, which 

(continued on page 12) 





“Market Is Solid .. 


By Joseph B. Haverstick 
President 
National Association 
of Home Builders 


The housing starts for the first quarter 
of 1956 at a seasonally adjusted annual 
rate of somewhat under 1.2 million un- 
derscore the readjustment that is going 
on in the housing field. This readjust- 
ment, while certainly not unexpected, is 
uneven and with- 
out question 
painful in some 
areas, perticular- 
ly those where 
the economic 
growth has been 
most spectacular. 

These are the 

areas where much 

of the decline 

from last year's near-record volume now 
seems to be taking place. 





. No Cause for Alarm" 


But the underlying structure of the 
home building market is solid and | see 
no undue cause for alarm. | say this in 
full recognition of the fact that this is 
not going to be an easy year for the 
home building industry. Mortgage money 
is tight; land, labor and material costs 
are rising; the tremendous problem of 
community facilities continues unabated, 
and competition for the consumer dollar 
is keen, 


Nevertheless, the overall economic cli- 
mate is favorable. Consumer incomes are 
rising and consumers generally are opti- 
mistic about their own future. These 
point to a continuing good market for 
good new housing. While the number of 
starts will be down from last year, they 
will well top the one million mark for 
| might add, the eighth consecutive year, 
and dollar volume should be on the 
order of $15 billion. This well may be the 
industry's third best year. 
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WHAT WOULD YOUR OFFICE SAFE DO? 


Hard to believe . . . but there’s a 
lumber yard fire every 4% hours. 
One out of every 14 U.S. lumber 


yards has a fire each year. 


| Would it protect the accounts receiv- 
i 
| able, inventory records and other rec- 


ords you need in business? 


Or would it i7 er them make 


your firm one f > out of LOO 


that go « f i when records 


HERE'S A CLUE: 
A recent survey showed that only 3 out of 10 


lumber yard safes were actually “safe.” 


Find out about your safe! Get this new Mosler booklet, 
FREE to lumber and building supply dealers! 


IT’S AN EYE-OPENER! Twenty-four } to pr de the special protection 
with information cash a 
Building Supply tal bye | booklet 


pages pa ked_ solid 


every Lumber 
dealer ought to 


safe. Tells why hundreds of these fe irgest builder fe lu 
core of 


about his office 


ables need, many other 
iuthents 
ie of the world’s 
ficial data 
lumber 


are actually potential incinerators, hx mad 
! set I ree Opy Ow and 


to tell if yours 


records should get 


& IT'S MOSLER ... IT'S SAFE 


% Mosler Safe “7 


World’s Largest Builders of Safes and Bank Vaults 
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of them, 
“priority” protection 


whicl I 
right away! 


The Mosier Safe Company, Dept. AL-23 


5 320 Fifth Avenue, New York 1, N. Y 
5 I int to test 1 ofthese ife. Please send me a 
4 e f copy ol ir new 24-page booklet, What 
Ever er Dealer Should Know About Office 


] aer ane iO ODligation 
NAMI 
COMPANY 
ADDRI 


CITY 
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Top: Lupton Aluminum 
Casements. Double case 
ment and picture window 
with flanking single cave 
ments 


Kottom: One of a group of 
house in Porstown, Pa 
designed and built by Allen 
K. Davidheiwer, with Lu 

ton Aluminum Resdenrial 
Casements 


Whether the call is for small — windows for a colonial look 


or big-sheet glass for a modern scheme, you can fill it, from the 
Lupton Metal Window line at a price to suit the budget 
quality made to protect your reputation 


Lu ton Windows Experience 1s a good teacher and every Lupton Window has over 
p fifty years metal window manufacturing behind it to tnsure efficient 
operation and satisfactory performance Windows are basic parts 


for of buildings expected to last a lifetume Lupton Windows will 


With Lupton you offer steel and aluminum casements, aluminum 
ranch, jalousie and double-hung windows, aluminum or steel pro- 


variety and jected windows in ruggédly constructed, easily installed styles 


windows that add quality to buildings and become sales features 


price MICHAEL FLYNN MANUFACTURING COMPANY 


Main Othce and Plant: 700 East Godfrey Avenue, Philadelphia 24, Pa 


See next page for list of Lupton 
Distributors and Representatives, 


“LUPTON 


REG. UV. &. PAT. OFF 


METAL WINDOWS 





ie 
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Where to Buy LUPTON Windows 


Partial List of LUPTON Distributors and Representatives 





Lupton Casement 
Steel or Aluminum 


—— 
= 


Lupton Aluminum 
Double Hung Window 


OTHER 
LUPTON 
PRODUCTS 
INCLUDE: 


Lupton Ranch Windows 


Steel Architectural 
Projected Windows 


Steel Commercial 
Projected and 
Security Windows 


Windows for 
glass block walls 


Basement and 
Utility Windows 


ALABAMA 
Birmingham 1} 
Virginia Steel Co., inc 


ARIZONA 
Phoenix 
Wholesalers Inc 


ARKANSAS 


Little Rock 
American Metal Window Co 


CALIFORNIA 
National City 
Nalco Distributors 
Pasadena 
Lee ond Daniel, Inc 


Stockton 
Michael Flynn Mfg. Co 


CONNECTICUT 
W. Hartford 
General Bldg. Products Co 


DELAWARE 
Wilmington 
Jandy, Inc 


DISTRICT OF COLUMBIA 
Washington 11 
Cushwa Brick & Bidg. Sup. Co 


FLORIDA 
Jacksonville 
George C. Griffin Co 


St. Petersburg 
Metal Building Products, Inc 


GEORGIA 
Ationta | 
Henry Taylor & Son 


ILLINOIS 
Chicago 


Van Dame Company 


w.t 


INDIANA 

Fort Wayne 
Moss Engineering Co 

indianapolis 
Barrison & Clark, Inc 


KANSAS 
Topeka & Wichita 


Bubb and Thomson Inc 


KENTUCKY 
Covington 
Tate Builders Supply Co., Inc 
Erlanger 
Tate Builders Supply Co., Inc 
Louisville 
John W. Bishop 


LOUISIANA 
Alexandria 
F. A. Flynn, Building Specialties 


New Orleans 
Favrot and Pierson 





MAINE 
Portiand 
Metal Building Specialties Co 


MARYLAND 
Baltimore 3 
Maryland Stee! Products Co 


MASSACHUSETTS 
Arlington 74 
Boston Screen & Sash Co 
Springfield 
General Building Products Co 
Worcester 
General Building Products Co 


MICHIGAN 
Detroit 
The Clyde Bickel Co 
Grand Rapids 7 
Steele Bros. & Todd 


MINNESOTA 
Minneapolis 
James C. Nystrom 


MISSISSIPPI 
W. Jackson 
C. A. Moorer 


NEBRASKA 
Omoha 
Paxton and Vierling Stee! Co 


NEW JERSEY 
Atlantic City 
Twin Glass Co 
Newark 
Fireproof Products Co., Inc 


NEW YORK 
Elmira 
LeValley Mcleod, Inc 
Farmingdale 
Karpen Stee! Prod 


New York 54 
Fireproof Products Co., Inc 


cts Co 


Syracuse 


Universal Builders Supply Co 


NORTH CAROLINA 


Charlotte 
R. J. Lock Stee! Products Corp 


OHIO 
Cleveland 
Moore & Glass, Inc 
Columbus 
Howard 5. Sterner Co 
Toledo 12 
Mayfair Lumber & Supply Co 
Youngstown 
Abhavu Bidg. Spec. Co 
OKLAHOMA 


Oklahoma City 
Allied Hardware & Supp 


Tulse 
Allied Hardware & Supp 
OREGON 
Portiand 10 


PENNSYLVANIA 
Allentown 
United Materials Co 
Belletonte 
M. L. Closter & Sons, Inc 
Du Boils 
H. Shokespeore & Sons 
Harrisburg 

C.H. Hersheck, Inc 
Lancaster 
Charles E 
New Castle 
Fleming Stee! Co 
Pen Argyl 
Orrin E. Palmer 
Philadelphia 
Peirce Phelps ine 
Pittsburgh 
Tom Brown, Ine 
Reading 
Berks Building Block Corp 
Seranton 2 
Anthracite Bridge ¢ 
Turbotville 
Turbotville Block Co 
Wilkes-Barre 
William H. Pierce 
York 
Atlas Manufacturing Co 
Glen Gery Shale Brick Corp 


RHODE ISLAND 
Providence 
General Building Products Co 
SOUTH CAROLINA 


Columbia 
Kline Iron & Metal Co 


TENNESSEE 
Knoxville 
Dealers Warehouse Corp 
Neshville 
Volunteer Structures, Ine 
TEXAS 


Dalias 
American Metal Window Ce 


El Paso 
Electrical & Mechanical Supply Co 
Houston 
Jim Lunsford Company 
UTAH 
Salt Leke City 
Buehner Block Co 
VIRGINIA 
Bristol 
Central Warehouse Corp 
Richmond 21 
Virginia Steel Co., Ine 
WEST VIRGINIA 


Charleston 28 
Fireproof Products Co 


Martinsburg 
Richard ®. Feller Co 
WISCONSIN 
Wert Allis 


Johnson 


Shreveport 
American Metal Window Company Mercer Steel Co., Ine Victory Steel Supply Co 











MICHAEL FLYNN MANUFACTURING COMPANY 


MAIN OFFICE AND PLANT 700 East Godfrey Ave., Philadelphia 24, Pa 


Sales Offices and Sales Representatives 
STOCKTON 


57 Warehouse and Sales 
Street 


CINCINNATI 

De Sales Building 
1620 Madison Rood 
Cincinnati 6, Obie 


KANSAS CITY 
Herb W. George 
9209 Cherry St 
Kansas City 5, Mo 


mg, 


LOS ANGELES 

Sales Office: 672 S. Lafayette Park Place 
Worehouse: 2009 E. 25th Street 1441] Fremont 
Los Angeles, Cal Stockton, Ca 


‘LUPTON 


fec. VU &. PAT. OFF 


METAL WINDOWS 


NEW YORK 
51 East 42nd Street 
New York 17, N.Y 
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COMPLETELY 
ADJUSTABLE 


Same rail section used “as is” for platform 


quickly and easily adjusts to fit steps of any pitch. 
rressuet 


t ” ’ 445-, 
we eg ee Pe -e 9 
ss 


LOW, LOW, LOW 
INVENTORY 


4 ca 


Simplicity of design permits the construction 
of any railing installation using 


ONLY THREE BASIC PARTS 
1. 4 or 6 foot Adjustable 
Railing Section used “as is’ 
on platforms, slants to pitch 
of steps 

2. Universal Pre-Drilled Newel 
Post used for end, corner, step 
or intermediate post 

3. Adjustable Fitting secures 
railing to posts, walls, columns 
etc, Adjusts to any angle—any 
direction. Bolts furnished 


DO-IT-YOURSEL 




















sells itself 
with this 


FREE DEMONSTRATION DISPLAY 
? This full size Actual 
Installation Display 
sells Versa Railing 
FAST by demonstrat 
ing its 
SIMPLICITY 
ADJUSTABILITY 
RIGIDITY 
BEAUTY 
ECONOMY 
Display is Free with your first order of Versa 
Raiiing, comprising enough railing for approxi 
mately four installations, also complete adver 
tising and merchandising program FREE! 


SEND COUPON FOR COMPLETE DETAILS 


Versa-Products Company 
Ledi 1, Obie 


Gentlemen Pile nplete details of your 


Versa-Railing ate duc ry tfer 
NAME 

ADORESS 

ciry STATE 


eeeeeeeeeeoecoeeoeoeoeoeoeeee 
Cirele Mo. 141 on Coupon, page 172. 
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NEWS 


| (begins on page 8) 





permit construction to com- 
mence 

Official tabulations show that 
| building permits for family dwell- 


ing units in the Baltimore metro- 


| politan area in the first quarter of 


1956 totaled $33,638,749. This fig- 
ure is less by $12,861,251 than the 
corresponding totals of 1955. If, as 
dealers predict, new home starts 
will greatly increase with the com- 
ing of better weather, then the 
| next few weeks should tell the 
| story 
Lumber is reported as plentiful, 
but definitely not in surplus. One 
| building supply dealer maintained 
| that he could use almost twice as 
much lumber as he has; but that 
| he simply can’t get it. Southern 
| pine reportedly is extremely tight, 
| and much difficulty is experienced 
| in getting railroad for this 
| lumber 
The concensus is that new home 
| starts this year will be on a par 
| with 1955, and deviations are not 
expected to exceed 10% either way 
John A Woodfield, American 
| Lumberman's market reporter, Bal 


Md. 


cars 


timore, 


| Washington 


By Robert Y. Kerr 
Washington Editor 


I found the people with whom 
' talked were not highly alarmed 
| over the March housing starts. 
| They think in the main this is a 
| more or less temporary continua 
| tion of the decline that showed up 
| during the late months of 
They expect starts to speed up 
during the spring and summer. 
There are signs of readjustment 
in building patterns, Quite a num- 
| ber of people think the market is 
| getting caught up with demand 
| for little houses; the kind built 
| for immediate emergency shelter. 
| Some of the men, while admitting 
| the usefulness in social terms of 
these little dog-house types of 
| residences, deplored them as in 
vitations to the creation of slums 
within a few years. They are too 
little and too poorly designed to 
have lasting value. That’s the mak 
ing of slums. When the present 
occupants want to leave, no one 
will want to buy or rent save 
those in too limited circumstances 
to keep the buildings up. 
The men with whom I talked are 
afraid of a couple of things 
The first is the bill introduced 
by Congressman Rains to reduce 
permitted discount rate on 
The discount is now 
with service 


tee 
OV, 


Title I loans 
together 
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bring the lender an interest re- 
turn of some 9.4%. Rains appar- 
ently thinks this is an outrageous 
amount. But it seems the prevail- 
ing discount on uninsured loans 
is much higher than 5%. If Con- 
gress passed a law reducing the 
earnings on insured loans the 
private money needed for these 
loans would withdraw from the 
insured market and go into the 
uninsured. In that case the Title 
I program would collapse; unless 
of course the government started 
making direct loans from public 
funds. 

The second scare is that the GI 
loan law may be allowed to ex- 
pire in 1957. Few people in the 
industry doubt the value of this 
legislation, both to the veterans 
and to the industry. And if the law 
isn’t extended the chances are that 
as the expiration date approaches 
swarms of ex-service men will be 
making applications. Such appli- 
cations should be in at least three 
months before the expiration date; 
meaning in any case a hopeless 
jam, not only in the VA offices but 
also in the construction industry. 


Midwest 
Chicago 


setter and bigger homes are be- 
ing built this year according to 
Bell Savings & Loan, Chicago. 
Starts may be off slightly but 
dollar-wise volume is well ahead 
of last year, according to Fred 
erick Doyle, Bell economist. 

For the first three months in 
the city and suburbs, starts totaled 
8,744 with a valuation of $129 mil- 
lion. Last year for the same period, 
starts were 8,820 but the valua- 
tion was only $119 million. 

Soth starts and dollar volume 
were off in the city proper. Starts 
were 1,522 and the value was $15,- 
685,000. Last year the figures were 
1,807 and $18,409,000. In the sub- 
urbs the starts this year were 5,- 
851 valued at $89,902,000. In 1955 
the figures were 5,744 worth $82, 
015,000. Unincorporated towns 
scored a big jump with 1,371 
starts valued at $23,779,000 this 
year compared with 1,269 valued 
at $19,403,000 in 1955 


West Coast 


By Dexter Johnson 

West Coast Editor, 

American Lumberman 
The current status and future 
outlook for building industry men 
in the western states is good. It 
is realized here that depressed 
housing starts in the midwest and 
eastern states may be largely due 
to the hard winter and unseason- 
ably heavy late snows. The severe 
winter is blamed, too, for slower 
(continued on page 17) 
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So many selling points 
...$0 many uses 

... 580 well accepted... 
backed by advertising 


and promotion 


Styrofoam insulation can help make ’56 
your biggest year in sales! 


You can increase your sales in 1956 with Styrofoam® 
a Dow plastic foam). This is the same insulation that 
has won wide acclaim in the low-temperature field. 
Field tests and reports from leading builders prove 
Styrofoam is just as effective, just as economical in 


comfort applications, It has a long list of properties your 


customers want and need, And it’s backed by extensive 
advertising and promotion to builders, architects and 
to home owners. Why not take advantage of this 
lifetime insulation for bigger year-’round sales and 
profits? You'll find more information on the properties 


and applications of Styrofoam on the following pager 





So many selling points 





Just look at 


these outstanding 


sales advantages 


Lightest of all rigid insulations 
Styrofoam weighs only 2.4 ounces per board foot. Reduced 
labor costs result from this lighter weight, since it may be 


handled with greater ease and installed in larger pieces. 


High compressive strength 
Styrofoam boards have an average compressive strength 
of 3000 Ibs./sq. foot. Concrete floors are poured directly 


over it without additional support. 


Surface ideal for bonding and plastering 

Styrofoam is bonded directly to masonry walls with port- 
land cement mortar—eliminates furring. The cellular sur- 
face of Styrofoam provides an excellent key for plaster— 


eliminates lath. 


Excellent vapor barrier 
Styrofoam is unaffected by water or water vapor. Even 
under extended immersion in water, only the open surface 


cells show evidence of moisture. 


Low thermal conductivity 

Stvrofoam has an average “K” factor of 0.25 BTU- 
in./aq./ft.-he I. at a mean temperature of 40°F. It 
retains its original insulating value permanently because 


of its inherent water resistance. 


Durable and permanent 
Styrofoam lasts indefinitely when properly installed. Styro- 
foam won't rot or support fungus growth. Having no food 


value, it does not attract insects or rodents. 


Easy to handle and apply 

Styrofoam is nondusting, nonflaking, and can be cut and 
handled easily. It does not delaminate in service. Styro- 
foam is clean, light weight, and nonirritating to the skin. 


entirely odorless, it cannot contribute odor or taste to foods, 





So many uses 





Look at these 


many 


applications 


Perimeter insulation . . . Styrofoam can be 
used vertically where it's nailed, adhered 
in place or held by back fill, or horizontally 
with the concrete siab poured right over it 


Perimeter heating Styrofoam reduces 
heat loss and high fuel bills caused by the 
large temperature differential between the 
heating ducts and ground 


Insulation plaster base 
bonded to masonry wolls by portiand 


Styrofoam 


cement mortar and then plastered elimi 
nates lathing, furring, cuts construction 
costs and produces a damp-free home 


Slab insulation 
is often used under siab, If maintains 


Styrofoam insulation 


warm and dry conditions, and Styrofoam 
lasts for the life of the home 


Cavity walls Styrofoam in cavity 
walls provides that all-important vapor 
seal, as well as insulating agains! extreme 


temperature differences 


Roofing Styrofoam provides on excel 
lent base for built-up roofs, with normal 
root loads supported easily. it lessens 


dead load, reduces leaking and blistering 
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So well backed by advertising and promotion 





See what a 
power-packed lineup 
supports Styrofoam 


<et1 Ese... i: 


BuiiberR ; ‘ BUSINESS WEEK... Dramatic 


double-page spreads tell the Styro- 


aes — 
foam story to leading architects. 


builders, as well as to business 


TURA ? Macho executives. 
ARCHITECTURAL RECORD . . . Styro- 


oe 
” ,, 


foam advertising all year ‘round 


a 
ot > , including spreads. And a complete 
2 
La 


t-page advertisement telling archi- 


tects about the many advantages 


m * LE of using this Dow insulation. 
, ¥ es 4 ry 
a Le HOUSE & HOME... . To reach the 
oie, ‘ . 


Me residential architect and big 
builder . . . exciting spreads, 4- 
page ads plus '4-page advertise- 
ments throughout the year. 


AMERICAN BUILDER... A year-’round 
campaign ... 14 pages in all to 
more than 100,000 builders .. . 
many of them your customers. 


SWEET’S CATALOGUE ... Dow has 8 
pages in Sweet’s Light Construc- 
tion File... a reference publica- 
tion for thousands of architects 
and builders. 


OVER 4 MILLION ADVERTISING IMPRESSIONS ALONE! 


SHOWS & EXHIBITS .. . Dow has exhibits in leading home — and Building Officials Conference of America. 
builders and architectural shows across the country in- DIRECT MAIL .. . Dow distributors send exciting and in- 


cluding the NAHB Show, many of the ALA Conventions formative direct mail pieces to your builder customers. 


For turther information on handling Styreteam, contact your nearest distributor or write direct to Dow Plastics Sales Department PL 537AA, THE DOW CHEMICAL COMPANY, Midland 
Michigan. Western Foam Products, inc., Colma, Calif. « The Putnam Organization, inc., Chicago, ill. « Seward Sales Corp., Elkhart, Ind. « Styro Products, Inc., Kansas City, Kansas « 
Atlantic Foam Products Co., ipswich, Mass. « Par-Foam, inc., Detroit, Michigan « Floral Foam Products, Midland, Michigan « Edwards Sales Corp., Minneapolis, Minn. » Styro Sales 
Co., New York City + William Summerhays Sons Corp., Rochester, N. Y. ¢ G. & W. H. Corson, inc., Plymouth Meeting, Penn. « The Emerson Co., Houston, Texas « Utah Lumber Co., 
Salt Lake City, Utah + Wiley Bayley & Company, Seattle, Wash. « S & S Sales Corp., Milwaukee, Wis. « Durofoam insulation, Ltd., Kitchener, Ontario, Canada 


atl you can depend on DOW PLASTICS 


wen 





NEWS (begins on page 8) 


construction figures in the west, 
and optimism is not damped by 
data. 

In the western states March 
construction figures show a drop 
of but 1.6% below the levels of 
March a year ago. Home building 
starts were down 18.5% and the 
proposed investment in_ these 
homes was down 12.7% from a 
year ago. In the Pacific northwest 
states of Washington, Oregon and 
Idaho the comparison with a year 
ago is poorer: home building 
starts down 26% and investment 
down 17%. However, in this re- 
gion non-residentia! building was 
up some 4%. It is noted that the 
rise in Pacific northwest building 
from February to March is con- 
siderable—a 61% rise in home 
building investment and a 50% 
rise in total building investment. 

Retail lumber dealers on the 
west coast in most cases are re- 
porting good sales volumes. They 
say they are optimistic for the 
balance of the year, too. Current 
retail volume on the west coast is 
believed to be better now than it 
was a year ago. This is especially 
true for those retailers operating 
in suburban and rural areas. Com- 
petition for new jobs is stiff, but 
is not ruinous, and opportunities 
for sales on remodeling jobs are 
expected to increase as the year 
goes on. It is pointed out that 
in the Washington-Oregon-Idaho 
area there are now approximately 
35 communities which are moving 
forward on their own local Opera- 
tion Home Improvement programs. 


West Coast Lumber 


The outlook for Douglas fir is 
somewhat three-sided, according 
to west coast observers. The rail 
market on random fir dimension 
is strong, in the vicinity of $78- 
$79. Orders in the hands of whole- 
salers are at a reasonably good 
level. Orders from the heavy lum- 
ber consuming areas are not com- 
ing in as yet, but are expected 
within the next 14 days. Mills 
have an order file of about two 
weeks. 

Good sellers currently in fir in- 
clude all grades of 2x10 and 2x12, 
with 2x8 lagging as usual. Green 
utility grade fir is selling well, 
and fir uppers are scarce—as 
usual. Very popular currently are 
straight cars of 16-foot and longer 
dimension, and utility grade 2x4 
and 2x6 are moving well. 

The ponderosa pine market is 
strong, with mills having order 
files of 30-45 days, and up to 60 
days on selects and No. 3. Some 
mills have even turned to sugar 
pine at $10-$15 over ponderosa 
pine prices, so short is the pon- 

(continued on page 18) 
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“LONG STEEL TAPES | 


the brand that 


ee SEH) 


Your customers recognize and prefer Lufkin BANNER 
steel tapes —the brand backed by continuous national advertis 
ing plus known Lufkin quality and service 

Banner tapes are snow white with bold black markings 
and protected with a tough, clear plastic finish. Tempered steel 
lines % wide graduated in feet, inches and 8ths. Choice of 
plain or folding end hook. Lines ore replaceable 

Beautiful maroon vinyl cose with welded steel rust-resist- 
ing liner. Handle folds flat operates smoothly 


PRICED 
TO SELI 


Plain Hook 

Ring Ring Length Price 
W220 = HW220 ’ $4.00 
W223) MW223 ‘ $5.00 
w725 Hw225 ’ $6.00 
W226) 3=— HW726 ‘ $7.00 


PRE 


Individually boxed in 
strong, handy cleor 
plastic reusable box 
on ey@-appeaiing sales 
builder! 


To Help You Sell 
DISPLAY CARTON 


Display carton for each 


tape in brilliant color to 
increase soaies attention 
Free newspaper mots 
and literature 


ADVERTISED IN 


American Weekly Science and Mechanics 

This Week Farm Journal 

Popular Science Sunday Newspapers 

Popular Mechanics American Builder 

Mechanics Illustrated Practical Builder 
The Carpenter 

PBN MOE EE 
> 
order JUFHIN THE ONE COMPLETE LINE OF TAPES * RULES * 


PRECISION TOOLS FROM YOUR HARDWARE WHOLESALER 
THE LUFKIN RULE COMPANY, SAGINAW, MICHIGAN 


New York City Barrie, Ontario 


Circle No. 7 on Coupon, page 172, 





LEGS 


mar RUN 


Away With Competition! 








The ONLY 
COMPLETE 
LINE! 


LOWEST 
PRICES 


Anywhere! 








To Retail at 


98 


FOLDING 


Table & Bench 


Ag 
DEALERS 


Display Boards 








FREE 
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Here ore some of our Franchised Jobbers 

« Anchor Gales Corp + Janney -Semple-Hill 
Hrooklyn y Minneapolis 

* Beek and Greee « Phoenix Haw 
Atlanta, Ge Newar 

+ Belknap Haw +* Van Camp Haw 

uleville, Ky Indianapolis 

oe Wm. L. Blumbers « Wholesale Bvee. Solty 
N.¥.¢ Albany - Hinghamtor 

« Goidberg Whele. Sely N rureth Hochester 


Tarrytowr ba) cuse- Utica 














WRITE POR NAME OF NEAR 
est JsOBBER 


WRITE, WIRE FOR FRANCHISE 
DETAILS 


Dealers: 
Jobbers: 


SHELFMAKER Products Corp. 


NATIONAL SALES AGENTS 


DU BOFF & COMPANY 


1150 BROADWAY, NEW YORK CITY 
Cirele No. 150 on Coupon, page 172. 
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derosa pine supply. 

Production in fir and pine re 
gions is increasing. Logs are high 
priced, but are more plentiful, es 
pecially in the fir regions, as good 
weather permits the use of back 
country logging roads. In the west 
ern and southwestern states the 
fir plywood inventory situation is 
reported to be not as critically 
overstocked as it is said to be in 
the midwest and eastern seaboard 
states. There is plenty here, how 
ever, for current demands, it is 
reported. 


Seattle 


Seattle reports a sharp upturn 
in construction permits for March 
with values only slightly behind 
the record level of last year. Per 
mits numbering 863 for work 
valued at $6,857,290 were issued 


This compares with 829 permits 
for $7,106,560 in March ’55. 

Suburban home building lagged 
in the Seattle area in March. Per 
mits of 604 were taken out for 
$5,702,036 in the county’s unincor 
porated area. This compares with 
901 permits for $9,180,290 in the 
same month of last year. 

From what your correspondent 
could find out there is no lumber 
backing up to the mills some of 
which are not operating due to 
bad roads and difficulty getting 
logs out the woods. Low grade ply- 
wood is plentiful and a competi- 
tive market may develop. Much 
mill production was lost during 
the long cold winter. There is no 
evidence of large _ inventories. 
Most informants look for a year 
almost as good as last year. Claude 
Ritchie, American Lumberman’s 
Seattle corresponde nt 


NRLDA- American Lumberman 
Readies Plans for Model Store 


With a sharp objective of plan- 
ning a model store tailor-made for 
this industry, 30 dealers and man- 
ufacturers met recently at the 
Conrad Hilton hotel in Chicago. 
The store, to be tagged the “Profit 
maker Showroom,” will be ready 
for the National Retail Lumber 
Dealers exposition, December 10 
13, at Chicago. American Lumber 
man is a joint sponsor with 
NRLDA in developing the promo- 
tion. 

Retailers attending the exposi 
tion will see a 35x90’ building with 
a modern front and effective ex 
terior signs. The _ preliminary 
sketch by James N. Lindenberger, 
American Lumberman’s architec 
tural consultant, is shown. The 
final design is now being devel 
oped, incorporating suggestions of 
the dealer-manufacturer commit 
tee, 

Within the store more than 50 
products will be displayed in new 
and interesting ways, many on a 
self-selection basis. The store lay 
out calls for a balanced emphasis 
on consumer, contractor business 
and adequate office facilities. All 
products will be shown on store 
fixtures designed by American 
Lumberman 

Co-chairmen for the store are 
John Cooney, Hines Lumber Co., 
and Gordon J. Lawler, American 
Lumberman, Dealer members of the 
committee include: Ed Mathieu, 
Mathieu Lumber Co., Blue Island, 
Ill.; Bob Rosenthal, Rosenthal Lum 
ber & Coal Co., Crystal Lake, IIL; 
Robert Ebenreiter, Ebenreiter Lum 
ber Co., Sheboygan, Wisc Harry 
Smith, Mohawk Lumber Co., De 
troit; William K. Barr, W. B. Barr 
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FIRST PLANS for the model store were made 
by front row, left to right, John Cooney, 
Hines Lumber Co., James N. Lindenberger, 
architect and back row, Martin C. Dwyer, 
NRLDA exposition director and Gordon J 
Lawler, American Lumberman. 


Lumber Co., Denver; and Bob 
Bailey, Northbrook Lumber Co 
Northbrook, Il. 

Manufacturer committee mem 
bers are: Earl Hadland, Masonite; 
Folke Engstrom, American Cabinet 
Hardware; Gates Ferguson, Celo- 
tex; Frank Arthur, Stanley Works; 
Harvey Creech, E. L. Bruce; Donald 
J. Day, Armstrong Cork; Harold 
Mattlin, Andersen Corp.; M. L 
Palmer, Black & Decker; Carl 
Lynge, Yale & Towne; H. A. Muir, 
Carr, Adams, Collier; Winston Mc- 
Callum, Weyerhaeuser; R. J. Brown, 
U. S. Plywood, and B. G. Pomfret, 
U. 8S. Gypsum. Technical Commit- 
tee members include Paul Ergang, 
Reflector Hardware Corp., and 
James H. Lindenberger, American 
Lumberman’s architectural consult 
ant 
LUMBERMAN AND 
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more and more builders specify MALTA 











oe @ MALT-A-GLIDE 
modern gliding window unit 


This easy-to-install, easy-operating horizontal gliding 

window is ideal for ribbon effects or picture window com- 

binations, Metal weatherstripping seals moisture and drafts 

out—keeps heat in. Sash is easily removed for cleaning, 
Frame takes all types of wood or metal 
storm sash and screens. Available in thirty- 
two sizes. 


® MALT-A-MATIC 


Modular window unit with 
four-point reinforced sill 
and removable sash. It’s a 
cinch to install, paint and 
care for. 


® MALT-A-VENT 


The most versatile window, 
ever, Install as awning, hop- 
per or casement style. Pro- 
vides maximum versatility 
at a modest cost 
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Yes, MALTA windows sell themselves! Little 
wonder, too—for every day more builders are 
discovering how MALTA’s outstanding designs 
and easy installation features add extra sales 
appeal and increased profits to every home they 


build. 


You can cash in on this popular acceptance 
by becoming the MALTA dealer in your area 
Offer your construction customers the finest 
wood window in the field . . . designed for style, 
livability and adaptability to every type of 
architecture — every home price range. 


Stock up on profit-making MALTA windows 
now ... be ready when your customers specify 


MALTA — and they will! 


Phone 

your 

MALTA 

Jobber MANUFACTURING COMPANY 
or write Soles Office: Athens, Ohic 
today! Supreme Quelit 


Circle No. 8 on Coupon, page 172. 
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WATER VAPOR BARRIER 


because of these features 


TS ie al) As 


Tests show it to be an effec- 

tive shield to fungi and mois- 
ture after constant exposure 
equal to years of service. Ie 
means long life protection 

@ Meets all F.H.A. and V.A 
@ Greater tensile strength Gow 


require 
ments 
than 55-lb. roofing. @ Size for every job 

@ Leaves no tacky sur 
@ Resists punc 


reduces number of laps 
faces to slow up following trades 
ture and withstands strains of traffic 
cost membrone capable of meeting moisture, vapor 
and fungi conditions 

Two men can do all the work necessary 
Richkraft 65 costs less laid down than two 
layers of 15-lb, felt or 55-lb. roofing —sizes 
4-4-6-7 and 8B ft, wide 


‘ here > 
ybe ( yin 
Richtt 2 sily 2 
\- and 4» 
nes them 


f AS fox details 


mn 


WHOLE STORY 








THE RICHKRAPFT CO 
$10 N. Dearborn Sireet 
Chicago 10, Hlinois 


a a 


and full details On the 


Please send samples 
Richkraft Line 


NAMI 
ADDKESS 
ZONI 


cry STAIE 
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Cash for Your Ideas! 


Got any good ideas that are work- 
ing for you something that you 
thought up yourself? If #0, why not 
mail them in to The addresa 
is American Lumberman, 189 North 
Clark Street, Chicago 2, Ill. We'll 
pay you $8 for each item used. They 
can be as long as a column or as 
short as a paragraph. The ones used 
on this page will give you an idea 


The Editore 


un? 


Aids Contractors 


We worked with our local banks 
in preparing a book that gives our 
contractors the step-by-step pro- 
cedure for selling financed remodel- 
ing projects. 

The books are essentially folders 
containing transparent pages to 
hold the forms contractors need. 
The forms are arranged in the 
proper sequence to complete a loan; 
and, each page provides space for 
additional forms. The last page 
contains a table of payments. 

The forms are supplied by the 
bank. We split the $2.50 cost of 
each book with the bank. So far, 
we have given out 15 of the books 
to our contractors, and they cer- 
tainly help us sell building mate- 
| rials BE. R. English, manager, 
| English Lumber Co., Altavista, Va 





Ideas from Idaho 


We get young people talking 
|about our products and services by 
| getting together a couple of copies 
of every plan, descriptive folder 
and advertising piece we have in the 

vard and taking it to each school in 
town that has a manual arts class 

Arother idea that works pretty 

well for us is a store meeting every 
two weeks. At each meeting a dif 
ferent employe either gives an edu 
|cational talk on some product or a 
product demonstration Wally 
|Cook, Coleman Builders Supply, 
Inc., Pocatello, Idaho 


| Pound: Labor Supply 

New home construction still is on 
a boom basis in one of the towns 
| where we operate. Finding willing 
|labor for home improvement work 
| presented a problem until our man 
lager hit upon a profitable solution 
He and one of his key men spent 
quite some time canvassing carpen 
ters and painters located in nearby 
small towns, who agreed to handle 
remodeling and repainting jobs. We 
are now cashing in on a backlog of 
home improvement business.—-Tom 
Hope, The Long-Bell Lumber Co., 
North Kansas City 16, Mo 
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Paint Mixer Pays 

(Originally, the writer of this 
Idea-a-Minute item, which appeared 
in the February 20th issue, stated 
that Mr. Bill took over a local paint 
store. This was not true, states Mr. 
Bill, whose corrected version of the 
Idea appears below.) 

We have handled a top grade of 
nationally-advertised paint for 35 
years, but paint sales were not up 
to our expectations. We installed a 
new type of electronic paint mixing 
machine, which another top-grade 
national firm leases for their brand 
of paint. 

We advertised the features of the 
machine, which include mixing in a 
matter of seconds up to 3,000 differ- 
ent color shades of any of the basic 
types of paint and providing an 
exact match for wallpaper or tex- 
tiles. 

The new and unusual aspects of 
the paint machine caught the pub- 
lic’s fancy, our sales of both brands 
increased greatly and our color 
problems are over.—-Edward H. 
Bill, Jr., president, Foxboro Coal 
Company, Foxboro, Mass. 


New Credit Plans 


We have just started four new 
credit plans, which are intended 
to serve the complete credit needs 
of both homeowners and contrac- 
tors. 

For the do-it-yourself enthu- 
siasts, we have straight budget 
accounts with 12 months to pay 
and open budget accounts, which 
offer customers a continuous cred- 
it by permitting them to make 
additional purchases as monthly 
payments are made. 

The home modernization plan 
allows homeowners to do extensive 
remodeling or repairs with credit 
of from 30 to 45 days after the de 
livery of material and 36 months 
to complete payments on their 
purchases. 

A straight charge account plan 
has been started to assist small 
contractors, builders and_ busi 
nessmen in obtaining tools and 
materials.—Ralph K. Madway, ex- 
ecutive vice-president, Main Line 
Lumber and Millwork Company, 
Wayne, Penna 


Study Lighting Needs 

It’s important that a lumber deal 
er study his lighting needs when 
building or remodeling a showroom. 
We didn’t plan our lighting properly 
und had an inexperienced electri- 
cian lay out the job. We found our 
store and offices are overlighted and 
we don’t use some of the fixtures we 
installed Roy Christensen, Car- 
hart Lumber Co., Wayne, Neb. 
1956 
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1. Building .. . to build your business 


Construction has progressed rapidl ince this picture wa 
taken at the new Armstrong plant in Macon, Georgia 
Not only are the girders covered with a roof but machiner 
being installed to produce increased supplies of Armstrong 
Building Products lemlok Roof Deck, Temlok Sheathing 
and Cushiontone are profitable building materials for 
handle. Turn the page for a report on just one of thes 


modern materials that’s in demand by your builder 





PRODUCTION OF TEMLOK SHEATHING 
TO BE INCREASED 


An increased supply of Armstrong Temlok Sheathing will soon be com- 
ing into your wholesaler’s warehouse from the new Armstrong plant in 
Macon. Temlok Sheathing is an asphalt-impregnated and coated 
building material that can cut your “in-yard” costs. And Temlok 
Sheathing saves time and labor on the job for your builder customers. 


CUTS IN-YARD HANDLING 


Temlok is easier and faster to handle than wood 
from the moment it arrives in the yard until you 
drop it off at the job site. One big reason is that 
Temlok comes neatly wrapped in compact pack- 
ages, there’s no fumbling with loose pieces. A 
bundle of 4’ x 8’ x *%2”" Temlok Sheathing, for 
example, contains 128 square feet of material 
That means one load on a fork lift truck is usu- 
ally enough to sheathe the average house. 
Temlok saves unloading time at the job site, 
too. Here’s a man stacking 2’ x 8’ x 42” Tem- 
lok Sheathing. Each bundle will cover 96 square 
feet of wall area. Temlok cuts handling costs 


and helps get your orders out faster, 


4 Faster handling by lift truck 
la llth ...and by hand @# 
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SHEATHING | (Aymstrong TEMLOK-<SHEATHIN 


: } : ; v 
_. DEALER | R. W. HOLLINGER & SON™*/ 


) j PHON Eady ANHEIM a | 


fEMLOK SHEATHING | (AYmstrong TE; 


ER & SONS DEALER R. W. HOLLINGER 
MANHEIM 5-270]! PHONE MA 
NP 


4. EACH TEMLOK BOARD SELLS YOUR YARD 


With each minimum half carload of Temlok Sheathing you order, Armstrong will 
print your company name and address free on every board. Every time a builder 
nails Temlok Sheathing on a house he is really putting up your personal bill 
board. This is powerful local advertising that will help draw customers into 


your yard .. . and it doesn’t cost you a penny extra 


EASIER ON-THE-JOB HANDLING 


Builders can knock a third off their sheathing time with 
Temlok. They can sheathe an average house in one day 
compared to a day and a half with horizontal wood 
sheathing. Not only is Temlok easier to handle off the 
truck and up the scaffold, but carpenters do less sawing 
and fitting pound fewer nails and eliminate build 


ing paper. Temlok is lightweight yet sturdy 


6. WEATHERPROOF INSIDE AND OUT 


Emphasize to builders that Temlok’s surface and interior 
are moisture resistant. The Rain-Shield® finish sheds 
water, allows construction to go ahead right after rain- 
storms. Temlok Sheathing is asphalt-impregnated to 
protect it even after it is cut. For information on Temlok 
Sheathing see your Armstrong wholesaler or write Arm- 
strong Cork Company, 3705 Rieker Ave., Lancaster, Pa 


Make more profits this year with 


Armstrong BUILDING MATERIALS 


Temlok® Roof Deck ° Temlok Sheathing . Temlok Tile ° Cushiontone”™ ( 
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PRODUCTS 


Linoleum Paste 
Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 

Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 





Wood Putty 








Daisy Brush Cleaner 
and many other Products of Merit 


SOLD THROUGH LEADING WHOLESALERS 
EVERYWHERE 


Consumers Glue Company 
1515 Hadley St. 
St. Louis 6, Mo. 
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Structural Strength? 


YOU CAN'T BEAT 


THE STRENGTH OF S-T-E-E-4 PLUS THE 
RUST PROTECTION OF Z-I-N-C COATING! 
Strength . . . rigidity .. . ability 
to withstand rough treatment. 
dependably yours with galvanized 
sheets. For best value, buy sheets 
with a Grade-Marked label that 
shows the weight of zinc coating. 
And for longer, stronger service, 
specify heavy- 
coated sheets 
such as this... 
**Seal of Quality’’.. 


324 Ferry St., Indiana, Dept. ALS 
Civele Ne. 145 on Coupon, page 172. 


Lafayette, 
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Royal Flush 


To catch the eye of passing mo 
torists, whether they’re card play 
ers or not, Rivett Lumber Co., 
Omaha, Neb., has designed a sign 
which promises the customer a 


Uses Back Wall to Sell 


Wall space is put to use for dis 
play purposes with the aid of per- 
forated hardboard at the Drive In 
Lumber Mart, Fort Dodge, Iowa. 
This big section of rose-colored 
hardboard behind the sales count 
er permits an attractive display 
of such items as aluminum thresh 
olds, extension rods, 
wrought iron legs, screen door 
grills and other metal products. 

Sales of these items have picked 
up noticeably since they were 
placed on display, according to 
manager Al Klaus. 


closet 


Product Selection 
Made Easy 


A neat and attractive display 
of doors, plywoods,  roofings, 
moldings and wallboards is a 
part of the recently completed 
building materials department at 
Dolan’s, Sacramento, Calif. The 
various products are mounted on 
brightly painted panels. Spot- 
lights mounted overhead bring 
out details and the general light 
ing in the room illuminates the 
rest of the display 


May ] 4, 


square deal. The royal flush 
dealed out in the 3D sign covers 
the five points stressed in Rivett’s 
customer service program. The 
sign is changed periodically to 
keep motorists interested in its 
sales message. 
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Now... Pittsburgh’s Famous 


CEMENTHIDE 


POLYVINYL EMULSION TYPE 


Cuts Painting Time in Half! 


@ For stucco, brick and cement- eT > @ Quick set withstands 
asbestos surfaces aCe weather hazards 
1 thide' @ Dirt stains can be 


aso easily hosed off 
{ty Paint 


@ Brushes, sprays or rolls a Ma 
quickly and easily 


@ Gives years of 


h 
© No laps or Gruen mare protection and beauty 


@ Dries within a yer ay @ More than a hundred 


few hours beautiful colors 


/ 


ITTSBURGH’S NEW CEMENTHIDE polyviny! that prevents moisture from penetrating. At the 

emulsion type adds years of protection and same time the paint film “breathes’’, permitting 
beauty to exterior and interior masonry surfaces water behind the film to escape in the form of vapor. 
such as stucco, brick, concrete, concrete block and This lessens the possibility of blistering and peeling. 
cement asbestos siding and shingles. Even after heavy rains, surfaces protected with 
This new rubberized CEMENTHIDE cuts painting rubberized CEMENTHIDE will be dry and clean. 
time in half! It is so easy to apply that you brush, © CEMENTHIDE also provides protection against dirt 
roll or spray it on as quickly and effortlessly as you collection and stains. Discoloration can be easily 
paint smooth, interior wall surfaces — without laps or washed off with a garden hose, leaving the surface 
brush marks. Its quick set withstands weather clean and colorful as when first painted 


hazards during the initial drying periods. More than a hundred colors are available in this new 


When thoroughly dry, rubberized CEMENTHIDE rubberized CEMENTHIDE, offering almost un- 
provides an extremely hard water-resistant surface limited possibilities for individual color styling. 


p PITTSBURGH PAINTS 


PAINTS @© GLASS @© CHEMICALS @© BRUSHES © PLASTICS # FIBER GLASS 


IR We y ioe + 8 ee oe CC @m PA Hee 
GENERAL OFFICES; PITTSBURGH 22, PA. IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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HOW TO PACK A KITCHEN 


WITH SALES APPEAL 
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A prime selling feature in this attractive kitchen is window beauty supplied by 
Andersen WINDOWALLS. These Andersen Casements open wide to let in sunshine, 
flood in fresh air and sweep out kitchen odors. Yet they also close tight in an instant 
to form a weatherproof barrier on windy, wet or wintry days. They're both 

windows and walls, They’re Andersen WINDOWALLS, designed to bring 


year ‘round beauty and comfort. 


For further information on how Andersen WINDOWALLS can help build sales for 


you, see your WINDOWALLS distributor or write Andersen. WINDOWALLS are available 


from distributors throughout the country including the Pacific Coast. 


ANDERSEN CORPORATION + BAYPORT, MINNESOTA 
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FOR 
DISTINCTIVE 
QUALITY 

IN 

KILN DRIED 
LUMBER... 


Frost Golden Pine is synonymous 
with uniform high quality in kiln- 
dried lumber. Over the nation, 
lumber dealers are expanding sales 
and strengthening their competitive 
position featuring Frost Golden Pine. 

The kiln-drying facilities at Frost's 
Huttig mill include eight of the latest 
type cross-circulation kilns. This mod- 
ern equipment places the kiln-drying 
of lumber under scientific control 
and enables Frost to produce lumber 
seasoned to specified moisture con- 
tent... with maximum strength . . . 
dimensional stability . . . fine surface 
appearance . . . increased paint- 
ability. Many additional benefits are 
added through careful milling and 
grading, plus careful handling and 
shipping. 

Frost kiln-dried lumber builds sat- 
isfied customers . . . creates new 
business. 


specify — 


Producers of 


FROST GOLDEN PINE 
FLOORING @® HARDWOODS 
TREATED MATERIALS 
OUTDOOR FURNITURE 








SHREVEPORT 


Circle No. 11 on Coupon, page 172. 


LOUISIANA 
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Don't miss these 


BIG PROFIT POINTS 


in your kitchen remodeling program! 


Use NORGE Kitchen Appliances for the best profit margin... 
easiest installation on every job! 


You do the entire job for your customers when you include 
the Norge Appliance Line in your services, Makes it easier 
for them to plan and finance the job, too—easier for you to 
close the sale. And if you have any questions, every Norge 
Distributor has a Builder Consultant ready to help you. So 
call or write today! 


’ [eee 


Cooking-Top mode! £-564-SU 
Compact Stainless Steel Built-ins! New 
Norge Electric Cooking Top fits narrowest of 
standard cabinets —— even one with a drawer 
Roughing-in dimensions are 28%" by 20%" 
just - af deep Matching, full size, automatic 
New Norge Tri-Level Refrigerator oven roughing-in dimensions are 21%” wide, model £-561.W0 


in white, green, yellow or pink, has 13 25%" high, 24” deep. 
cu. ft. storage capacity in space just 
64” high, 30%” wide, 32'%,” deep 

Built-in ovens and surface units * automatic washers + electric and gas 


dryers * full line of refrigerators * home freezers * electric and gas ranges + 


electric and gos water heaters BUILDER DIVISION BW 


WORGE SALES CORPORATION, Subsidiary of BORG-WARWER CORPORATION, MERCHANDISE MART PLAZA, CHICAGO 54, ILL.—Coneda: ADDISON'S LTD., TORONTO 














Refrigerator model 1(6-13 
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Cole Insists It Will Be 1.3 Million Starts in ‘56 
Says Volume Will Pickup . . . Fanny in the Wings 


Housing chief Cole, testifying be- 
fore a House banking subcommittee 
in regard to the government's pro- 
grams for encouraging home re- 
pairs and modification, repeated his 
earlier prediction of 1.3 million new 
housing starts in 1956, notwith- 
standing the comparatively slow 
pace of building in the spring 


x~* 


chairman Rains, not 
long ago, said the Cole prediction 
was “the wildest kind of optimism” ; 
and at thia hearing he noted that 
government figures for March 
showed a lesa than seasonal rise. In 
fact, when seasonally adjusted, the 
March figures indicated a rate of 
1,140,000 for the year 


Committee 


~*~ * * 


Cole said the slow start in early 
1956 was expected, as a carry-over 
of the late '565 slow-down. The pat- 
tern of 1955 began with a high rate 
of housing starts and dropped off 
in the later months. Cole added it 
was his guess the 1956 pattern, be- 
ginning at a low rate, would later 
pick up volume, Employment is 
high, and so also is family forma- 
tion, In general there are ample 
funds for housing 


x~* * * 


Raine doubtful about sup- 
plies of mortgage money if the Fed- 
eral Reserve continues to tighten 
credit, Cole said the Reserve hes 
the duty of maintaining the stabil- 
ity of the general economy; and 
that housing agencies, “working 
within a saound general economic 
atructure,” could help get 1,300,000 
financed this year. Fanny 
May buying government-backed 
mortgages at a good rate; and this 
rate of purchase can be stepped up 
if more mortgage money is needed 


Was 


hou ‘cs 


x * *® 


Norman P. Mason, commissioner, 
Federal Housing Administration, 
testifying before the same subcom- 
mittee, said if Congress votes to in 
crease the maximum amount of 
FHA-insured Title I home repair 
loans from $2,500 to $3,500 and to 
lengthen maturity from three to 
five years, he would favor a lower 
discount rate for the larger loans 


30 


On Title I loans at present the FHA 
permits a $5 per $100 discount rate 
to be charged by lenders. Rains 
said he felt sure there would be 
pressure in congress to reduce this 
rate. However, both Mason and 
Cole warned the committee that dis- 
counts have to be kept high enough 
to attract private capital. Other- 
wise the entire program might be 
defeated, 
«kt 


Michael J. O'Dea, Jr., National 
Association of Real Estate Boards, 
said the 5% discount ia less than 
that prevailing in the non-FHA 
market; and a further change in the 
differential might shift the bulk of 
home improvement financing to the 
higher non-insured rates; with the 
result that many homeowners might 
be kept out of the market because 
they could not meet payments re- 
quired by more expensive financing. 


x * 


The Bureau of Labor Statistics 
has reported a preliminary estimate 
of 96,000 new nonfarm dwelling 
units started in March. This is 
17.800 fewer starts than March 
1955. The preliminary estimate of 
starts for the first quarter of 1956 
is 248000, which is 43300 below 
the same period of 1955... . This 
page heard a noted housing econ- 
omist call attention to the fact that 
home building is a measure of the 
consumers’ buying capacity; not of 
house shortages. Buying capacity 
is in part the buyer’s accumulated 
savings and in part his credit rat- 
ing. Credit is somebody's guess 
that the buyer can meet his obliga- 
tions. 

x** * 


To support the assertion that the 
building industry is making a suc- 
cessful effort to provide homes for 
families in the moderate income 
brackets, President Haverstick, Na- 
tional Association of Home Build- 
ers, presented figures to the Senate 
banking and currency committee 
showing that a third of the new 
homes built last year sold for less 
than $12,000 


x** * 


A number of builders and build- 
ers’ organizations are of the opin- 


ion that in a certain sense the post- 
war housing shortage has been met. 
This does not mean there is no re- 
maining market for houses. It 
means that potential home buyers 
are not driven by a frantic urge to 
get some kind of shelter—almost 
any kind—right now that will get 
the family out of the rain. 


x* tk 


Buyers now have an unhurried 
and a more critical approach. The 
market is more largely controlled by 
the buyer than by the seller. Larger 
families and generally larger in- 
comes have much to do with the 
market. The Women’s Congress on 
Housing, planned by Administrator 
Cole, is characteristic of what the 
industry is doing in its search for 
what the home-buying public wants 
in quality, size, location, design, 
and equipment. 


x~*e* 


There are builders who fear the 
Women’s Congress may let day- 
dreams run ahead of financial ca- 
pacity in the effort to persuade the 
Government to raise housing stand- 
ards. It’s still possible to price 
houses out of the market. The mass 
market can’t afford many frills; but 
the average mass-buyer does want 
a larger and better planned house. 
Following this narrow line is be- 
coming one of the builder’s top 
problems, now that the buyer is 
largely calling the tune. 


ee ae 


The Veterans Administration 
during March received 75% more 
requests to appraise dwelling units 
for GI home loans than it received 
in February. The percentage was 
much below the figure for March 
of '55; but it was 5% above the 
March average for the four preced- 
ing years. 

ee 


The Federal Reserve Board has 
signaled its mild uneasiness over 
possible inflation; the usual signal 
of raising the discount rate, the 
fifth increase within 12 months 
The new rates are the highest since 
mid-1934. There has been a rising 
demand for credits of all kinds, 
although the national economy is 
already operating at near-capacity 
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More value for owners=—more profit for you 











THERE’S EXTRA CUSTOMER APPEAL in these mod 


casements. Silentite case 


EASIEST WINDOWS TO SELL—that’s what dealers say 
about Curtis Silentite windows. For instance, these Silentite ern, single-pane Curtis Silentite 
Convertible wood windows—used here as awning sash— ments give home owners all the beauty and comfort and 
provide plenty of ventilation, yet have special weather- none of the grief often encountered with ordinary casements 


stripping for cold weather. Used in upright position, they 
make efficient casements. New style Zytel nylon hardware. 


STEP UP YOUR WINDOW PROFITS by selling Silentite 
double-hung windows with picture sash. No other double- 
hung window has all the weather-tight features of these 
Curtis units. They open and close at a touch—and their 
streamlined appearance gives them special charm and 
beauty. Easily installed in any kind of wall. Several styles. 


They won’t swing or rattle...lock in any position,..and 
they are superbly weather-tight for year-round comfort, 


INCREASE YOUR WINDOW SALES with these superior 
Curtis Silentite window unita—ready to install. Above is a 


bay arrangement that adds more space—and more charm 


to any home. These windows are installed with minimum 
time and effort. Like all Curtis Silentite windows, they are 
completely guaranteed as to materials and workmanship 


SURTIsS....~.. 


heart of the home 


Curtis Companies Incorporated 


Clinton, lowa 


Clinton, lowa © Wausau, Wis. © Chicago, Ill. © Sioux City, lowe *¢ Lincoln, Nebr, 
Topeka, Kans. © Minneapolis, Minn. « New London, Wis. ¢ Scranton, Pa. © Oconto, Wis. 
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@ FITS-ALL No. 5 


Gracefully designed, yet fully ad- 
justable for nearly all standard size 
screen doors. Easily installed on wood 
or metal combination doors. Each 
grille packed in attractive individual 
carton with complete instructions for 
installing and suggestions on how to 
arrange scrolls. Available in three 
finishes. 


FITS-ALL No. 8 


Another new grille that is selling like 
hot cakes. Features M-D's patented 
flower-pot" style holder which makes 
it easy to install and adjust this pop- 
ular grille on nearly all standard size 
screen doors. Individually packed in 
colorful carton with complete instruc- 
tions and screws. Available in three 
finishes. 





Surface Clamps Included 
Surface clamps are furnished 
FREE with Grilles No. 5, FS, 
8 and 9. These clamps make it 
easy to install grilles on the 
surface rather than between 
stiles. Simply place clamp over 
each scroll as shown at right. 























FITS-ALL No. FS 


Here is a popular grille 
thet provides full protection 
for full-size panel screen 
doors. Fits-All No. FS can 


\@FITS-ALL No. $6 


This striking grille is an All-American 
favorite. Graceful in design and avail 
able in three finishes. Easily installed 
and fully adjustable on standard size 





DEALERS 


screen doors, Packed in individual color- 
ful carton with full instructions and nec- 
essary screws. 


FITS-ALL NO. 9 


This graceful grille adds beauty to any 
screen door, designed to fi all standard 
doors and adjustable to many others. 
Packed in individval, colorful display 
carton with full instructions and neces- 
sory screws, Avoiloble in 3 finishes. 
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be adjusted to fit doors from 
22” to 30” wide, and from 
75" to 55” high between 
stiles. Available in Anodized 
Brass, Anodized Chrome and 
Alachrome finishes. Packed 
6 grilles to a carton, 
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ustable SCREEN DOOR GRILLES 


shes ul A bright, everlasting finish 

ie pitti a : A beautiful soft, 

finish, Will not rust, tar 
or dull 


silvery satin 
nish 


A rich-looking, 


Never rusts, tarnishes © Never rusts, 


FITS-ALL No. 1 


Instantly adjustable to ail screen 
doors, Accordion- like action permits 
expansion from 16” to 30%” in 
width between stiles and from 
40%," to 30%” high. Squared up 
size is 30%" x 30%". Packed 12 
fo carton, screws furnished 


FITS-ALL No. 3 


For lower section of door with 
cross-bor, Fully adjustable from 14” a = 
wide and 321,” high between stiles L 

to 25” wide and 25” high between ~ 1 
stiles. 12 to carton, 


FITS-ALL No. 4 
For upper section of doors. Adjusts FITS-ALL No. 2 M-D NU-WAY GRILLE 


from 19%," wide and 34” high MESH GRILLE oe hd 
p ” " i | 
between stiles to 33%” wide end For doors with Easily installed on 
20%” high between stiles. Packed divided sections Interlaced ribs form doors or as window 
guards. Fits 30” 


j 


Pee ereeesec 


" + 
os 





Pee eresoeces 
+e eee eeeresé 
Pe Pe oeresi as 
Se Pe Se eere re 


HPP oe Pee res 











12 to carton, Each side adjusts strong protection 
from 13° wide and for screen. Avail- and 32”, 36", 42” 


FITS-ALL No. 7 19%” high to able for 32” and doors, Available in 


Adjusts from 14” wide and 334%” 144%," wide and 96” doors. Packed steel black enamel 

high between stiles to 26° wide 17%,” high. Packed 6 o¢ 12 to carton or in aluminum 

and 26 high. Squares up at 26 12 ' ‘ th all 3 finish 

x26”. Packed 12 to carton. pone oe ae — — 
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M-D PUSH GRILLE No.4 M-D PUSH GRILLE No. 15 


An expensive, graceful push grille 4” high A graceful addition to any combination door 
for either 32” or 36” doors, Available in ail —wood or metal, 16° high for either 32” or 
3 finishes, Packed 12 to carton, 36” doors. Packed 12 to carton. 








M-D PUSH GRILLE No.6 M-D PUSH GRILLE No. 16 


Another handsome, low-priced push grille for Made especially for combination doors—wood 
aluminum or wood doors. 6” high for 21”, or metal, 15° high for 21", 23" and 27° 
23” and 27" insert panels and for regulor insert panels and for regular 32” of 36” 
32” of 36” doors. Packed 12 to carton, doors, Packed 12 to a carton, 


MACKLANBURG-DUNCAN CO. 


P.O. BOX 1197- OKLAHOMA CITY 1, OKLAHOMA 
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FINE 
NORTHERN 
HARDWOODS 


z 
va 


Neenah @ 


“ 
t Milwaukee 


Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


*tHoll Hardwood Co, . . « « 6 © © © 6OConto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip. Assembied Biock, Herring- 
bene, Parquetry types: all types Heavy Duty Flooring. 


*+),W. Wells Lumber Co, . . . « » Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kila drying. Upper wotes Hand Maple and Birch lumber, 
rough. 


“Edward Hines Lumber Go, . . . « « « Chicago, Ill, 
Mil' at Bergland, Michigan 
Sales Olfice—77 W. Washington %.—Chicage 2 
Hardwoods, Hemlock and White Pine. Pianing Mill and Dry Kilns. 


“Copeland Lumber Co, . . « « « « « » Ghleago, Ill 
Millse—Marquette and Newberry, Michigan 
Saies Otlice — CHICAGO — 135 S. La Salle St. 
Hardwoods. 
Planing Mills and Dry Kilns. 


tMember Maple Flooring Mire. Assn. 


Marshfield & Park Falls, Wis. 


Ironwood, Mich. 


*Roddis Plywood Corporation . 


Roddis Lumber & Veneer Co. of Mich..... 
Roddis Lbr. 6 Veneer Co., Lid. Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds.. Hemlock, W. Pine, Cedar Prod.. Maple, 
Birch, Fig. Hadwd. Ven'r'd Doors. Plywd. Modern Dry Kiln facilities. 


*tAhonen LumberCo. . . « » «© « « (ronwood, Mich, 


Northern Hardwoods, Hemlock, White Pine, Spruce. Planiag Mill 
—Modern Dry Kilns. “AAA” brand MFMA rdwood Flooring. 
Hardwood and Softwood Pallets. 


*Kimberly-Clark of Michigan, Inc. . . Saice Neenah, Wis. 


Mills at Marenisco, Mich. 
Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


*Goodman Lumber Company . . . . » Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine. Basswood. Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Member Northern Hemlock & Llardwood Mirs. Assn. 
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*No. A603 Humpty-Dumpty 


ookKnobs 


By Amerock 


For furniture for built-ins Story Book 





Knobs add bright spots of color to the home, school, or 
store. Knobs are sturdy steel construction. Baked-on colors 


are durable, washable 


ONLY 


45¢ 


EACH 
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"No, A604 Happy Clown 


spiel APRON a 
Pe cad 


Ny 


*No, A60! Peter Rabbit 


Shown actual size 2/2” diameter 
*Hardware Design Patent Applied For 


Side View 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL. 





Colorful display carton 
FOR COUNTER, WINDOW, AND SHELF 


Display with paints, toys, unpainted 


furniture, housewares, gifts, etc. 


Show all four designs 
for complete 
selection. 














No. 560 Picture Frame Display, list price $3.00; 
Carton HzO 11” high; 13” wide—shipping weight 2% Ibs. 
ond Beautiful Permanent Display for Dealers— 
Builders—Architects. 


RETAIL DESCRIPTION PACKED PER WEIGHT PER 
VALUE a 


| A601 45¢ ea. Peter Rabbit 12 1% Ibs. 
A602 45¢ ea. Choo Choo Train 12 1% Ibs. 
A603 45¢ ea Humpty-Dumpty 12 1% Ibs. 
| A604 45¢ ea. Happy Clown 12 1% Ibs. | 


CAT. NO 





Ask your Amerock Wholesa/er 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL. 








ORANGEBURG 


ee id | od 3 


“| have a Big Demand 
for Orangeburg!’’ 


“Giving customers what they want 
is my bread and butter. They ask 
for Orangeburg Pipe and I make 
sure they gef it. Orangeburg meets 
modern building standards which 
call for speed, quality and low cost. 
Home owners and builders know 
this. They've seen Orangeburg ad- 
vertised nationally and they're con- 
vinced it lives up to its reputation in 
actual use.”’ 


Orangeburg Root-Proof Pipe 
comes in long, 8-foot lengths that 
install fast and cut costs. Its famous 
Taperweld Joints seal root-proof 
with a few hammer taps without ce- 
ment or compounds, The material is 
so tough and resilient it lasts for 
years. Over 200,000,000 feet of 
Orangeburg Pipe are in service from 
Maine to California, some for 50 
years and still operating like new. 


BurtpinG Propucts MERCHANDISI 


Orangeburg Root-Proof Pipe is 
made in 2”, 3”, 4”, 5” and 6” sizes 
for sewer lines from house to street 
main or septic tank, downspout run- 
offs, storm drains and other outside 
non-pressure underground lines. 

Orangeburg Perforated Pipe, in 
i” size, is ideal for septic tank dis 
posal fields, foundation drains and 
for draining wet spots everywhere 


Write Dept. AL-56 for more facts 























EXCLUSIVE 
ORANGEBURG FITTINGS 





Exclusive Orangeburg Fittings featuring 
the famous Orangeburg Taperweld Joint 
which simplifies installation 





ORANGEBURG MANUFACTURING CO., INC. 


ORANGEBURG, NEW YORK 


West Coast Plant; NEWARK, CALIFORNIA 


ORANGEBURG 
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Advertisement 


New Home Improvement 
launched for U.S. Plywood 


NEW NATIONAL ADS 


took a decided up-swing as the United 


AB prese nities for new profits from 
. Operation Home Improvement 
NEW! CLIP FOR YOUR HOME FILE qBy ) : 


Home improvement ideas with be 


autiful Weldwood paneling States Plywood Corporation announced 
a special drive to take the success of 
O.H.1. and give its benefits directly to 
the lumber dealer. And a new Weldwood 
sales plan has been developed to put a 
complete and practical money-making 
program into the hands of any dealer 
who participates. 


Ads play up home improvement. U.S. 
Plywood’s own advertising spearheads 
the start of this drive. During June, full- 
color ads — packed with home improve- 
ment ideas—will carry out that first step 
in the campaign; putting the desire for 
home improvement into the consumer's 
mind. 


Complete dealer-aid program. These 
national magazine ads will be backed up 
by dealer-aid material that takes the 
nationwide Weldwood home inprove 
ment story and puts it to work for each 
individual dealer. Brand-new news 
paper mats envelope stuffers, booklets 


geal Wood PANELING 


and literature, suggestions for TV and 
radio spots are included in a complete 
kit that ties in with Weldwood’s adver- 
tising and O.H.1 

New display plan ready. An entirely 


” 
32 


WELDWOOD’S JUNE ADVERTISEMENT—in full color—will appear in magazines with a 
total readership of 10,000,000, The hone improvement idea ads are designed to start 
readers thinking planning buying new display plan featuring 94” X 





NEWSPAPER MATS like these get the names CATALOGS .. . BOOKLETS pamphlets and ON TOP OF IDEAS for home improvement, U.S 
O.H.1, and Weldwood working for the dealer literature. There'll be dozens of them available Plywood offers an incentive. This display tells 
Mats range from half-page size to small “drop Use them for envelope stuffers or display them customers that division winners in Better Homes 
ins’ dealers can include in their own regulor in a good location in your store & Gardens’ $25,000 Contest will get double their 
newspaper advertising money bock on any Weldwood product used. 
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Drive 
Dealers 


wood panels is also scheduled to make 
its debut in time for this drive. The new 
display will be versatile enough to in- 
clude any number and types of wood 
paneling 
fit the 


Extra merchandising tools are also set to 


and adaptable enough to 


needs and wants of anv dealer. 


help participating dealers 


Movie and dealer meetings scheduled. 
To kick off this drive—and to help deal 
ers get full profit from it—U.S. Plywood 
has produced a 16 minute color movie 
“Profits Preferred,” to be shown at dealer 
meetings. Attending dealers will see how 
Fred Kellogg, 


solved his very real profit problems and 


a real lumber dealer 
how any dealer can be a profit success 
following the same plan. Meetings are 
being SC heduled now 

Dealers interested in taking full ad 
vantage of the Weldwood drive can get 
full information by contacting local U.S. 
Plywood representatives immediately. 
All 87 U.S. Plywood branches are ready 
to explain the drive 
meetings and “Profits Pre- 
and help dealers to highe: 


take reservations 
for dealer 
ferred” 


profits in “’56—the year to fix.” 


Weldwood Plywood 


\ product of 
UNITED STATES PLYWOOD CORPORATION 


ont YOUR HOME 
wr 


, 


Weldwood 


a aa 7 * } 
DEALERS CAN STRING UP pennants like these to 
feature high-profit Weldwood items. All the 
material needed for a complete advertising 
and merchandising program is in a kit you can 


obtain from your U.S. Plywood representative 


BurtLpING Propucts MERCHANDISE! 


HERE’S FRED KELLOGG -Utica, New York, lum 
ber dealer—who “stars” in U.S. Plywood’s new bol of Operation Home improvement. Used 
movie 


in dealer meetings from coast-to-coast. Ask yo magazine stories, this seal 


A 


TAKE YOUR FIRST PEEK at one of US. Plyw 
ings can be effectively di played in a sm irea. You ll see more of thi particular 


Profits Preferred id learn the ¢ iils « « complete display plan at 
vl 


new display otice how many panel 


display in 


your dealer meeting. Get complete representative 


IT ALL STARTED HERE: the already famous syw 


Profits Preferred.’ Movie will be show: yver $80 million of advertising and dozens « 


s the basis of US 


Weldwood representative about it Plywood's dealer tie drive 
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CONSIDER 
the 
SOURCE 


IN REDWOOD, 


Hobbs Wall is a source of 
satisfaction. Hobbs Wall serves 
dealers everywhere with the 

best in Redwood. And has for 


over 90 years 


For the name of your nearest repre 
sentative, write or wire Hobbs Wall 


HOBBS WALL 
LUMBER CO. 


405 Montgomery 51., Sen Francisco if 
Garfield 1.7752 + Teletype SF-761 
Sa vet w 
Hobbs Wall Exclusive Distributor tor 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 
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How’s YOUR 





Report from Canada 


Our business so far this year is 
about 25% better than a year ago 
A good deal of this increase can be 
attributed to the momentum from 
building starts the latter part of 
1955. However, we have just opened 
a new office and showroom which 
we hope will stimulate sales. We 
are using American Lumberman 
fixtures in our new showroom and 
departmentalizing our products 

In addition, we have just added 
an outside salesman to build our 
volume. We provide on-the-job ad 
vice to customers who are doing 
their own building. We also work 
closely with contractors in stimu 
lating all types of remodeling jobs 
and new construction 

Since about 50% of our popula 
tion of 5,000 is of French descent, 
we advertise in both French and 
English language newspapers and 
our salesmen are bi-lingual at least 
in the product field. There are three 
yards in our town. We have five 
employes and operate two trucks 
S. D. Smith, Townsville Building 
Supplies, Ltd., Townsville, Que., 


Canada 


More Handling Equipment 


The drought in our area this past 
fall and winter has made for tight 
er spending. Consequently, busi 
ness is about the same as it was 
last year at this time despite a good 
crop year in 1955 

We have no materials shortages, 
but have had slow deliveries on 
sheetrock and clay brick. We in 
tend to help solve our labor problem 
by switching over to more ma 
chinery Vernon Phillips, Cuth 
hert Coal & Lumber Co., Cuthbert, 


Ga 


Plans Fork Lift Purchase 


A volume increase and a better 
collection record has made business 
better for us so far this year 

Storage is our main problem, but 
we expect to solve this with a fork 
lift. Added rooms and porch en 
closures are the home improvement 
packages we plan to push this year 
We will use newspaper and radio 
advertising to do the job.—Philip 
N. Igou, Central Florida Lumber & 
Supply Co., Orlando, Fla 


Plans OHI Tie-in 


Our business has been fair so 
far this year, but with less new 
construction in our area and drop 
ping farm we'll have more 
competition for the farmer’s dollat 

In anticipation of this competi 
tion we're planning an aggressive 


prices 


Vay 14, 


Business 





campaign to tie-in with Operation 
Home Improvement this spring 
We'll depend on direct mail promo- 
tion and back it up with outside 
salesmen to follow up leads. Each 
salesman will be equipped with 
special kits of manufacturers’ lit- 
erature to present to prospective 
home improvement customers. 

In our area the greatest home 
improvement market seems to be 
kitchens, porch enclosures, roofing 
and siding. We intend to concen- 
trate on these packages. M. O 
Strand, Mead Lumber Co., York, 
Nebr 


Sales Training 

Our aggressive promotion cam 
paign has helped increase our total 
sales volume during the first quar 
ter of this year. We were handi 
capped by a lack of trained sales 
personnel but we’re remedying this 
with a consistent program of sales 
meetings 

As our sales staff improves and 
increases, we're going to use more 
direct mail and newspaper adver 
tising to promote home improve- 
ments, garages, additional rooms 
and kitchen packages. We haven't 
had any materials shortages and it 
looks like we'll be able to fill all 
orders without any trouble this 
year Wes Holmes, Burlington 
(Colo.) Building & Supply Co 


No Change Predicted 

So far this year our business has 
been about the same as last year 
We anticipate housing starts to 
drop a bit and this will mean more 
competition for contractor  busi- 
To offset this, we'll put more 
consumer and 


ness 
emphasis on the 
home improvement market 

We're going to step up our pro 
motion campaign and push home 
remodeling packages for kitchens, 
bathrooms, garages and added 
rooms. Since we're in a corn and 
hog area, a lot of our volume will 
depend upon what happens to the 
farmer this year.—Robert W. Bir- 
hy, Northwest Lumber Co., Daven 
port, lowa 


Needs A Salesman 


Business volume is about the 
same as last year and to increase it 
we plan to put on another outside 
At present, we’re looking 
man to follow up 
leads on recreation rooms, porch 
enclosures, garages and added 
rooms. We intend to develop leads 
for him through stepped up news 
paper and direct mail advertising 

Paul Truitt, Jefaon Lumber Co., 
Fort WW orth, Texas 

(continued on page 98) 


salesman 
for an outside 


ILUMBERMAN AND 


AMERICAN 





NAW. -Dodge offers you 
a complete line of 
tandem-axle models 


New Dodge bogie unit guarantees you 
maximum payload capacities! 


Now you can get Dodge dependability and low operating 
costs in a complete line of rugged, all-new six-wheelers. 





Capacity ratings range from 25,000 to 46,000 G. V. W., 
rear-axle capacities from 22,000 to 38,000 lbs. GET YOUR 


High-power V-8 engines—from 201 to 220 hp.—give you DODGE DEALER’S 


more than enough power to haul the heaviest loads easily, 


speedily, safely. DEAL BEFORE 
"Walking-beam” bogie keeps all eight rear tires in contact 


with ground at all times, minimizes bounce, increases tire you DECIDE 


mileage. 


See these new V-8 Dodge tandems. Check them out against 
any other make and discover why they top the industry. 


DODGE wba TRUCKS 


WITH THE FORWARD LOOK _ > 
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Be ces 
Exclusive 


Decorator Colors in 


LINEN WHITE 
SCULPTURED WHITE 
WILLOW GREEN 
SIERRA ROSE 


PERFORATED WHITE 
Standard Pattern 


PERFORATED WHITE 
Random Pattern 











... for those “special” rooms 
in new-home construction 
or remodeling 
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Sarees 


Spee Installation in 
struction and Remodeling Jobs! 


-» COVERS TWICE THE 
CEILING AREA WITH EACH TILE! 


Celotex Twintex Insulating Tile Board is a prac 
tical interior finish product with selling features 
builders want! Has eye-appeal and construction ad 
vantages that help them make quicker, easier sales 
invite bigger volume and profits for you! For 
attractive, economical finishing of those “special 
areas like TV rooms, recreation rooms, all-family 
all-purpose rooms! Excellent for remodeling jobs, too 
Cross-scored to look like two square tiles, each 
Celotex Twintex Tile goes up in much less time than 
two square units. Builders appreciate cost reduction 
through simpler application (one-trade, one step), 


SE ee er and because all finishes are pre-decorated 


Ideal for interiors of all kind in a wide range of 
attractive colors and textures to meet every job re 
quirement. Combines superior insulation value with 
truly out tanding decorative appeal Now is the time 
to stock and promote Celotex. Twintex Insulating Tile 
Board, Available in new random perforated, standard 
perforated, linen white and sculptured types; or with 


plain surface in choice of smart decorator colors 


GET THE FACTS NOW! 


Contact your Celotex wholesale distributor today, o1 


New, scientifically-designed “E-Z" Joint 
speeds application, conceals staples or 
nailheads. Units join quickly, interlock 
securely. Note tapered tongue for easier 
positioning without forcing, and im 
proved stapling (or nailing) flange, for 
easier alignment and fastening 


write direct, for complete information on how Celotex 
Twintex Insulating Tile Board can help you give 
builders extra selling help on remodeling jobs 

make new homes more saleable while holding 


building costs down! 


Feature the Brand Builders and 
Architects Prefer... 


ELOTEX 


MEG.uUS PAT oF 


PYeT IIe BUILDING PRODUCTS 























SHH HHH HSE SES ESESESESESESEEES ESSE SOS ES ESE EES ESSE SEES ESSE SESS 


‘ 


CELOTEX CORPORATION, 1290 § t{ASALLE STREET, CHICAGO J iLLINOTUS 
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Hasver TO CUT 


This is Mr. Frank W. Sommers. owner of 
Sommers Hardware Store in Beverly Hills 
outside Chicago. This picture was taken 
the day he ran cuts on four well-known, 
but unidentified, brands of single-strength 
window glass in the now-famous “‘blind- 
fold test He picked the LOvl piece as 
easiest to cut. In fact, 28 out of ever ) 
dealers who were tested made the same 
choice L’O'F! Said Mr. Sommers: ‘* This 
one Fey gives you a smoother cut 


with no effort on the cutter 


Easier TO SELL 


This L°OF label identifies quality glass 
wherever it is seen. People know this label 

itis appearing 216 million times in 1956 ad- 
vertising alone! And every time it appears 
it adds to the already strong preference for 
L’O-F glass. This preference means faster, 


easier sales for you 


Easier 
TO MERCHANDISE 


Mail this postal -size card to your custom- 

ers. It reminds them to replace broken or 

cracked window glass. And it reminds 

them to buy it from you. It even suggests 

that they buy glass for furniture tops, too 

Order a quantity of WG-35 from your 

cleore!, Molity Window Gloss Libbey Owens’ Ford Distributor (listed un- 
L-O-F Quel der “‘Glass’’ in the yellow pages ol phone 
; book). Or write to Dept. 6556, Libbey 

Owens‘ Ford Glass Company, 608 Madison 

cul TO SIZE | Avenue, Toledo 3. Ohio 


waver 
pas to UA OP 4 


aa 
eee 


LIBBEY “OWENS: FORD the easy-to-cut WINDOW GLASS 
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DOME DAMPERS—Chain or 
poker control, Sizes: 28” 
through 48” fireplace open- 
ings. 


FOR PROFITS SAKE... 


GABRIEL 
is the line to sell! 





ASH PIT DOORS~—Designed 4 DUMPS — Devile lool. 


with anchors to imbed u 0" opening. AB welded 


steel construction, Leaves 
securely in masonry. Closes 


air tight. Sizes: 8” x 8”, 
a ee’, 


cannot become disengaged 
and drop into ash pit. 


If you want continuing high-volume sales and a long 
list of steady, satisfied customers, then you qualify as 
a Gabriel Dealer! When you supply Gabriel Home 
Building Products, you supply quality—in both fune- 
tional design and construction the kind of quality 
contractors and builders have long recognized! Thou- 
sands of dealers across the nation are handling Gabriel 
Home Building Products—and there's a good reason! 
Find out about the complete Gabriel line, and the 


SCAFFOLD BRACKETS - ‘ . 
many outstanding Gabriel features. For profit’s sake, 


Angle construction with 
automatic locking fea- you'll be glad you did! 
ture. Available with : 

either hook-on or nail-on 

brackets. Brass washers 

on all parts. 


END FOR YOUR GABRIEL CATALOGI 


JOIST HANGERS — For ABRIR 
Ps, 20,2 s 
10”, 2” x 12”, 4” x 8”, STEEL 

4” x 10”, 4” x 12” jolets COMPANY 


13704 SHERWOOD AVENUE ° DETROIT 12, MICHIGAN 
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1100 CU, YDS. WAS ONE DAY'S POUR: Non-stop pour 
and placement of 195 Jaeger truck mixer loads, totalling 
1100 cu. yds. in 13 hours 
foundation problem on Buffalo’s new $4 million branch 


of the Bank of New York 


Water table only 10° below ground level necessitated a 4’ 


helped to meet an unusual 
Federal Reserve 


thick pressure slab which had to be poured monolithically 


Tey 
Ten? 
4 sii?’ 


ores: 
seis 
aiins' 


a ayy preisiee 
LLL 


and quickly in the sub-cellar excavation 

Two 40’ portable conveyor belts were used to carry mate- 
rial to center area of pour where chutes could not reach 
As many as eight of Gravel Products ¢ orporation’s Jaeger 
William L. 
reported 
handling costs were only $1 per yd. by this method. 


mixers maintained a steady flow of concrete 


(.row Construction Co... contractor concrete 


Your Jaeger payload keeps growing 


every yeat 


Trhore ready mixed concrete is produced in 
Jaeger truck mixers than by any other method, The mat 
gin of advantage to Jaeger owners is even greater in this 
Ve ar’s new 1) mode Is Shorter center of gravity, reduced 
we ight ) peed transmission and faster charging and 
enable the 


bigger daily 


discharging 1956 Jaegers to produce con 


sistently yardage, The perfecting of struc 
tural and mechanical elements further insures that your 
new Jaeger will average less maintenance time, and cost, 


than any mixers you have ope rated to date 


3s to 8 yd. units, to meet any need 


As the industry's leader, Jaeger offers the widest range 
of choice in mixer types and in optional equipment to fit 
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individual plant requirements, operating practices and 
load limitations. Your Jaeger distributor knows your own 
local conditions thoroughly and how Jaeger mixers can 
be equipped for the most efhicient operation with your 
set-up. Check with him — or 
complete information. 


write us for Catalog and 


THE JAEGER 
MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 
Air Compressors © Pumps ® Loaders © Concrete Mixers * Paving Machines 
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MODERN PAYLOAD PRODUCERS: Every advanced feature is 
shown in these latest type agitators of Samson Block & Supply Co 
Media, Pa., including 4-axle mounting, radio-telephone equipped 
cab and hydrauli fingertip control of 13 ft. chute. Only Jaeger 
as the industry's leader builds this top-loading agitator with 
complete ly sealed drum for maximum payload production 
y 
oN 





HELPING TO RELIEVE THE CEMENT SHORTAGE: To 


increase the capacity of one of the South large cement 


90000 cu vds ol sper ification concrete bein 


I ished lor the high speed construction of four dation an 








yes indeed... 


we re always ready 
with a good supply 
of Trinity White 


The use of Trinity White Cement is a constantly 

expanding source of sales for material dealers. 

It is the whitest white cement... whitest in the 

bag... whitest in the mix... whitest in the 

completed job. Sell Trinity White for architec- 

THE WHITEST tural concrete units; stucco; terrazzo; cement 
WHITE CEMENT paints; and to homeowners for white concrete 
around the home. For information write Trinity 


White Cement, 111 W. Monroe St., Chicago. 


“aman meacnetsgs: 


oukl 4g 
« 





@ product of GENERAL PORTLAND CEMENT CO. DEALERS! 


Send for your copy of this new 


DALLAS + CHATTANOOGA + TAMPA + LOS ANGELES popular booklet for consumers. 
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NO. 23 RANGE WITH 


HINGED ALUMI 
NUM COVER 
directs smoke to 


wn monvtom OUTDOOR 


soot will not 


rust F 
REMOVABLE IREPLACE 
GRATES four 
cast-iron sections t | Pp M E N T 
eaty to handle 
and clean 
Today's tremendous do-it-your 
self market and the growing 
trend to outdoor living and cook 
ing make Donley fireplace equip 
ment a big customer attraction, 
rhis “sure-fired appeal for out 
door fireplace equipment 
will help fill your store 
with potential buyers for 
Donley metal parts and the 


necessary masonry materials 
Donley manufactures the com 


ple te line of fireplace equipment 
designed and built for quick and 


ALUMINUM FIRE profitable sales for years of 
D R light . 

weight pes trouble-free operation Stock 

free retains display and sell these nation 
attractive appear : 
ance ally advertised products Watch 


ASH PIT DOOR the crowds come in to buy! 
shovel sized for 
easy ath removal 





FREE TO ALL DEALERS 
a sample copy of this 
50¢ book telling all about 


outdoor fireplaces 





BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 5, Ohio 











Other Donley Barbecue 


units available. The portable Barbecart 36” is 


compact lightweight has large 


6274-DB cooking surface (12 x 20” 
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Answers to Wage-Hour Questions 


This series of articles is based on questions dealers are 


asking about the new federal Wage-Hour Act. Answers have 


been checked and approved by NRLDA’s counsel. 


Part 2 


This series of questions and 
answers was prepared by Edward 
H. Libbey, secretary of the Na 
tional Retail Lumber Dealers Asso 
ciation. Many of the questions are 
those asked Mr. Libbey in his re- 
cent convention talks on this sub 
ject. The answers have been checked 
and approved by NRLDA’s counsel, 
MacLeish, Spray, Price and Under. 
wood, Chicago. This is the conclud- 
ing article in this series. The first 
article appeared in the April 16th 
issue of American Lumberman 


12. Q. Speaking of contracting, 
I notice on this Exemption Check- 
List that we should enter the 
amount of our sales to contractors 
for “other than residential or farm 
construction, repair or mainte- 
nance” as “wholesale sales.” We 
have always considered sales to 
contractors building or repairing 
a church playroom, a store front, 
a filling station or a barber shop, 
for example, as retail sales. Why 
do you now say we should classify 
them as wholesale sales? 


A. You are not the first dealer 
astounded to learn that the Wage- 
Hour Division has reversed its for 
mer interpretation on this point. 
The reason we show such sales in 
the wholesale category is because 
the Division has stated in its In 
terpretative Bulletin, Part 779, 
that they will be classed as whole- 
sale sales for enforcement pur 
poses 

It is our opinion that this type 
of sale is for use and consumption, 
and we believe the Administrator's 
ruling is wrong because such sales 
are recognized as retail in the in 
dustry. 

We have pointed out to the Divi 
sion that their ruling is not based 
on custom and usage, industry 
recognition or former rulings and 
interpretations—in fact, it is con- 
trary to all of these. 

However, until the courts rule 
on this question a dealer’s only 
alternatives are (1) to follow the 
Administrator’s classification of 
such sales as “wholesale”, or (2) 
to run the risk of violation and 
possible liability for wages if the 
Administrator's position ultimate- 
ly is sustained in the courts. Here 
again is a point on which guidance 


50 





by your attorney is desirable. In 
this, the discussion of the problem 
in the Appendix A of the Status 
tooklet may be helpful. 


13. Q. Suppose I sell building 
materials directly to the church or 
department store or the fire sta- 
tion for use in construction, re- 
pair or maintenance—how would 
you classify such sales? 


A. Such sales are for use and 
consumption regardless of the 
type of consumer involved, Gen- 
erally speaking, sales of building 
materials made directly in the nor- 
mal course of retail trading to 
such consumers for their own use 
and consumption, whether the con- 
sumer be a private individual, a 
commercial establishment, a pub 
lic utility, a transportation com 
pany or a church, will be recog 
nized as retail sales under the ex 
emption. 

It should be noted, however, that 
the Administrator takes the posi- 
tion that sales for such use under 
some circumstances might not 
qualify under the industry retail 
recognition test, i.e. sales for use 
on large projects involving direct 
carload shipments where the deal- 
er merely performs a “jobber” 
function. If you have a substan 
tial amount of such sales you and 
your attorney may wish to review 
the discussion of this point at 
pages 13 and 14 and Appendix B 
of the Status Booklet. 


14. Q. What about my sales to 
speculative contractors or build- 
ers for residential construction? 


A. Such sales which have been 
traditionally considered for use 
and consumption in the industry 
are now classed by law as retail 
sales. 

A new section 3(n) was added 
to the Fair Labor Standards Act 
by the 1949 amendments reading 
as follows: 

“3 (n)—Resale shall not include 
the sale of goods to be used in 
residential or farm building con 
struction, repair or mainte- 
nance: Provided, that the sale 
is recognized as a bona fide re- 
tail sale in the industry.” 

This means that such sales are 
retail sales when they are recog- 


nized in the building materials in- 
dustry as such; i.e. they are sub- 
ject to the “industry recognition” 
tests as sales to other classes of 
consumers 


15. Q. I am sure my sales pat- 
tern definitely establishes the fact 
that my yard qualifies under the 
13 (a)(2) exemption. Are all my 
employes exempt? 


A. The basic test under this ex- 
emption is the nature of the estab 
lishment and not the work of the 
particular employes in it. If the 
establishment is exempt then all 
of its employes whose work re 
lates exclusively to the business of 
that establishment are exempt no 
matter what they do. 


16. Q. Suppose my operation is 
such that the establishment can 
not qualify for the retail exemp- 
tion. Would any of my individual 
employes be exempt? 


A. Some of them may be able 
to qualify under one of the gso- 
called “individual” or “white-col- 
lar” employe exemptions, if they 
are employed in an executive, ad 
ministrative or professional ca- 
pacity or in a local retailing 
capacity or as an outside sales- 
man. The Division has issued bul 
letins defining these terms and 
listing the tests which must be 
met in each category to qualify 
for exemptions. 

In determining the application 
of these exemptions the work of 
each employe must be analyzed on 
an individual basis. It is the ac 
tual work performed and the re 
sponsibilities (and in the case of 
executive, administrative and pro 
fessional employes—the salary) of 
the individual employe which de- 
termines whether he qualifies for 
exemption. 


17. Q. All I have heard is that 
the new minimum wage is $1 per 
hour for non-exempt employes. I 
pay my employes on a_ salary 
basis. Have any minimums been 
established for salaried employes? 


A. Yes. For a 40-hour work- 
week, the minimum for salaried 
employes is now $40 a week or 
$80 every two weeks. The Adminis 
trator has also ruled that $86.67 
semi-monthly or $173.33 a month 
paid salaried employes will meet 
the minimum criteria. 

It should be noted, however, that 
this minimum does not satisfy the 
overtime requirements of the law. 
In any week in which an employe 
works more than 40 hours his 
regular hourly rate of pay must 
be computed and he must be paid 


(continued on page 52) 
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hit pay dirt! 


FULL PAGE BIRD ROOFING ADS IN 


LOCAL SUNDAY PAPERS 
BRING INCREASED SALES 
TO DEALERS PARTICIPATING 


BIRD 


Never before has a major roofing manufacturer brought so 
much advertising power to bear in the immediate neighbor- 
hoods of its dealers. Never before has that power been so 
closely tied to the needs of individual dealers 

First reports from dealers who have participated in Bird's 
campaign show that those ads are paying off in sales, right now, 

Not only have hundreds of individual roofing and re-roofing 
jobs been sold as a result of this advertising, but many com- 
plete development projects have ordered Bird roofing, too 

Get on the Bird band-wagon and get your share of the extra 
sales that come from selling the most complete, quality roofing 
line on the market the line that pioneered in color roofs and 
gives you more promotional suppert than any other outfit in 
the industry. See your distributor, now. Ask him how you, too, 
can qualify to be in the coming Bird full page advertising in 
your local Sunday paper. Bird & Son, inc., East Walpole, Mass. 


CoatY~) BIRD & SON, INC, EAST WALPOLE, MASS. - CHICAGO, ILLINOIS . SHREVEPORT, LOUISIANA . CHARLESTON, SO. CAROLINA 


3UILDING PropucTs MERCHANDISER 
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one and a half times that rate for 
the overtime work 


14. Q. I pay several of my em- 
ployes a monthly salary and bonus 
which amounts to considerably 
more than that minimum. Doesn't 
that fact make them exempt? 


A. As stated in the preceding 
answer, the fact that an employe’s 
salary is more than the minimum 
does not relieve his employer from 


paying overtime. A salaried em 
ploye may be exempt as a “white- 
collar” worker, but not because he 
is paid a salary alone. He must 
meet the rather strict require 
ments prescribed for the white 
collar exemptions 


19. Q. I have a man in charge 
of my hardware department that 
I pay $400 a month, plus a bonus. 
He has two men working for him; 
does his own hiring and firing and 
does his own ordering and pricing. 
Would he qualify for one of these 
white-collar exemptions? 


A. This job description sounds 
like the man would qualify unde: 


Surest Way To Satisfy Customers 


ott 


4 ‘ : 
a SELL MID STATES: 


“GALVANNEALED” BARBED WIRE 
Stays on the job long after ordinary galva 
nized wire must be replaced. Made of copper 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 
spaced on evenly twisted cables. Types and 
weights available for all needs 


a 
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MID-STATES STEEL WIRE NAILS 
Made from full-gauge, open hearth, copper 
bearing steel. They're strong, well pointed 
uniform and have well-centered heads that 
won't fly off or break. Bright, blued, cement 
coated or galvanized finishes, packed in 100 
pound cartons 


i 


“GALVANNEALED” FARM FENCE — Noth 
ing can touch Mid-States Galvannealed for 
long life, ability to last. It’s triple-wrapped 
heavily-crimped—built to resist expansion 
and contraction. Through a special heat proc 
ess, the copper-bearing wire has a thick 
coating of protective zinc fused into the steel! 


‘| CURVED-FACE “T” RAIL 

STEEL POSTS — Designed in a 
curved shape so line wires do 
not touch face of post. There is 
no shearing action, nothing to 
snag wires while stretching 
Made of durable rail steel. Ex 
tremely rigid, very strong. Large 
anchor plate holds post tightly 
in any soil. Two protective coats 
of paint seal out air, moisture 








MID-STATES STEEL AND WIRE COMPANY 


CRAWFORDSVILLE, INDIANA 


JACKSONVILLE, FLORIDA 
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the executive exemption. He is 
paid more than the $55 per week 
minimum; he hires and directs the 
work of two other employes; he 
exercises discretionary powers in 
buying and selling and super 
visory duties. Therefore, he would 
be exempt if he meets the last 
test; namely, he does not devote 
more than 20% of his time to 
work not directly essential to his 
supervisory, purchasing and sell 
ing work. 

A common mistake in applying 
these ‘“white-collared” exemptions 
is to assume that the salary test 
controlling. This is er 
roneous. The Wage-Hour Division 
has insisted on substantial wage 
restitutions in numerous cases be 
cause (despite high salary) other 
tests were not met. 


alone is 


20. Q. I have two salesmen who 
are outside calling on the trade, 
selling builders and contractors 
on a straight commission basis. 
What would their status be? 


A. They would qualify under 
the outside salesman exemption 
unless they spend more than 20% 
of their time in the office or else 
where on work not directly re- 
lated to their outside sales work. 


21. Q. I have several employes 
who do nothing but handle the 
sales at my retail counter. They 
wait on customers who come in, 
and others who call up. They make 
out their own tickets and do their 
own wrapping and weighing when 
necessary. They have a_ small 
pick-up truck, and they take turns 
delivering locally some of their re- 
tail orders. Where do they stand 
under this Wage-Hour Law? 


A. They would exempt 
from the minimum wage and over 
time provisions of the Wage-Hour 
Law under the same “white-col 
lar’ exemptions. They would 
qualify as employes in a “local 
retailing capacity.” 

This would be true even though 
the yard itself did not qualify as 
a “retail establishment” under 
Section 13 (a) (2 


also be 


22. Q. My yard definitely quali- 
fies as a retail establishment un- 
der the Section 13 (a)(2) exemp- 
tion. Is there any special form of 
records I have to keep? 


A. The regulations do not pre 
scribe any set form in which rec 
ords must be kept. If your em 
ployes are totally exempt from the 
minimum wage and overtime pro 
visions, the only information you 
are required to keep concerning 
each employe is 

1. Name in full as it appears on 

Social Security records 
(continued on page 54) 
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CECO-STERLING 


ALUMINUM FIN-TRIM 


~ SLIDING 
WINDOWS 


AMERICA’S WIDEST LINE OF STEEL 
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Double-Hung Windows 
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builders . and recomme! 


you the trends... tell 3 
We can 


facts show you ft 


ur 


future order n ve 
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windows coast ndow 
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turnover in mind 0 Ca 


designed with 


AND ALUMINUM WINDOWS AND SCREENS 


CECO STEEL PRODUCTS CORPORATION 
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Sliding Windows Basement Windows 








Awning Windows 
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Picture Windows 
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Casements 





Hopper-Vent Windows 
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Home address 

Employe’s occupation 

Date of birth, if under 19 
places where the 
employed 


Place or 

worker is 
In view of the fact that you claim 
exemption under Section 13 (a) (2) 
you will, of course, need to have 
figures on your sales volume and 
tickets or invoices, which show the 
breakdown by type of transaction 
(j.e. wholesale or retail). It is, of 
classify all 


course, possible to 


calder 


OVERHEAD SECTIONAL 
GARAGE DOORS 


COMMERCIAL 


STURDY 


ee ee eee a a z 
TRILINE ‘ 


at we 








LEVELINE 


sales. In the usual operation, how- 
ever, it is unnecessary to classify 
all sales. 

Since there are relatively few 
“Wholesale” sales (as described in 
the Status Booklet Check-List) 
many dealers find it convenient 
just to keep a running record of 
such sales. The total volume of 
such wholesale sales can not ex 
ceed 25% of total sales of the es 
tablishment for the period in ques 
tion. 


23. Q. Suppose I consider my 
operation to be covered, what 
then? 





) Every Calder door 
con be equipped 
with extension or 
torsion springs and 
can be electrically 
operated ond radio 

) controlled 

- 


MANUFACTURING CO., Lancaster 4, Pa, 
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A. There is much more involved 
in full compliance, when this is 
necessary because the establish- 
ment is under statutory coverage. 
It is for this reason that all deal- 
ers should analyze their sales pat- 
terns. 

The fact that a dealer is volun 
tarily complying with some of the 
requirements of the Act does not 
lose him the right to claim the re- 
tail exemption should he ever run 
into trouble as a result of a com- 
pliance check. 

An establishment that is ac- 
tually subject to the law, because 
it can not qualify for the exemp 
tion, must keep much more elab 
orate records and follow compli 
cated formulae for determining 
regular rates of pay and comput 
ing the proper overtime due each 
employe 

An exempt dealer’s ready abil 
ity to prove his qualification for 
exemption could prevent a lot of 
detailed examination of time and 
payroll records and in some in 
stances might even avoid unwar 
ranted claims for overtime and 
other penalties against him 


24. Q. I have always paid more 
than the minimum wage rate just 
to be on the safe side, although I 
think my operation is exempt. Isn't 
that all right? 


A. As I have 
plained, an exempt dealer can, of 
course, comply with any or all of 
the statutory provisions on a 
voluntary basis without waiving 
the right to claim exemption if o« 
casion arises. However, the dealer 


previously ex 


who is legally subject to the Act 
faces an entirely different prob 
lem. He must comply strictly with 
the many substantive and techni 
cal requirements of the law, regu 
lations and interpretations 


25. Q. I have never carefully 
analyzed the sales of my yard and 
have pretty much assumed that 
the yard is exempt. Isn't there 
time enough to correct the situa 
tion if a Wage-Hour inspector 
finds I am subject to the Act? 


\. It is too late then. Overtime 
and other wage liability is retro 
active for two years and can be 
doubled as a_ penalty A short 
time ago a medium-sized dealer 
paid wage restitutions of approxi 
mately $25,000 bec ause of a mi 
taken view that he was exempt 

The questions of coverage or ex 
emption for all yards and of com 
pliance for non-exempt yards are 
essentially legal problems and a 
mistake or error of judgment can 


be most costly. Therefore, in any 


] | 
borderline situation We stronyiys 


msult 


recommend that dealers c« 


their legal counsel i resolving 


these basi 





Hones beauti}ul news | 
New Flittwood "32! 


... the only 32” asbestos siding 





in eye-filling two-tone colors . with 
Wrap-Around Dura-Shield" S 


You've got to se it to believe 
wood “32” offer your customer 


pr 
j 


Let's take the last-named advant 


j 


tone, surlace protec tion and 


builder and applicator customer 
acro two studs which are norn 
t over insulation sheathing 


oints nailed into the studs 


And that’s not all! 
width (as available 
required per square 
If vour customer 

allable now in tl 


square 


And « 
Siding l complet 
Around” 


corners 





FLINTKOTE 


Style aud Colm Leadon since 190) 





fox spring and summer demang 


* i 
| JUST OUT-in time 


New 
‘ boty to Min ond APP 


® 
Veldwood Weldwoo 


F ’ 
ATERPROO! i Waterproof 


ESORCINO 
GLUE 


Prywood Lv" y) Resorcinol Glue 





Now there are 4 
\ ' WELDWOOD WIZARDS... 
Jomes warm er, everyone's in the market for a foolproof outdoor | specialized glues for each type of job! 
glue. Meet this demand with Weldwood’s newest an absolutely water : = 
proof glue that’s twice as easy to sell, because (1) it has the magi Na) Weldwood Plastic Resin Glue 


Weldwood name, and it comes in handy home sizes + pints 
pints, quarts, gallon 
Waterproof” isn't a strong enough word for this latest Wizard. It’s 
waterproof it actually exceeds government specifications for marine 
And by waterproof we mean it positively withstands boiling hot 
iter, cold water, salt water, moisture, steam... as well as cold, mold, 
fungus, mild acids, alkalies, any climate, any weather 
Easy to mix and apply. '4 pints, pints, quarts, gallons, Order from 


your wholesaler today 


4 BIG MARKETS FOR THIS NEW WIZARD! 


1. BOAT FANS! Recommended for 3. HOME HANDYMEN! Vital for any 
both tough and easy marine jobs lay job exposed to dampness work in 
ing planking, watertight seams between basements, etc 


deck and cabin, installing shelves, et 


4. DO -1T-YOURSELFERS! Essential 
2. SPORTSMEN! For fixing all equip for mending or making outdoor fur 
ment that must stand up outdoors niture. Great for hobby work model 
tennis rackets, golf clubs, fishing rods, et< airplanes, toys, etc 


UNITED STATES PLYWOOD CORPORATION 
World's Largest Plywood Organization 
Dept.AL5-6G + 55 West 44th Street, New York 36, N. Y. 


Branches in principal cities distributing units in Chief Trading Areas 
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America's fastest-selling 
wood glue. Makes a joint 
that's stronger than the 
wood itself. For use where 
a water-resistant bond of 
great strength is desired 


Weldwood Contact Cement 
Permanently bonds, instantly 
on contact, any combination 
of wood, leather, paper, 
cloth. Fast way to install 
laminates like Micarta; and 
to put up plywood wall 
paneis—without nails, 
clamps or presses! 


Weldwood Presto-Set® Glue 
The ‘‘all-purpose”’ white glue 
every household needs 
Ready-to-use. Fast-set. No 
sticky hands. Bonds paper, 
wood, leather, cloth, etc 
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IF YOU'RE NOT USING WEISER LOCKS 
TALK TO THE BUILDER WHO IS! 


The best way to judge any product to talk | 
omeone who presently ising that product 
Talk to any builder now using Weiser Lock Ask 
him about the quality, the wide choice of finishe 
ill at the same price), the guarantee. Ask hin 


» ha iny trouble with Weiser Lock after 


WEISER L0C HS 


WV E ER C¢ 








EDITORIAL 





Where Do You Stand on House Bill Markups? 


Lhe first of two editorials on this subject. 


With ri 


hrinking gro 


ng cost of doing business and 
margins, markups must 


rise, too, in profit-making establishments 


More than 1600 dealers in every part of 
the United States and Canada were asked 
to vive tne markups on cost of goods for 
estimating house bills. The averages are 
reported below, department by depart 
ment. The second column gives the average 
“highs” in different groups, which were 


urveved 


These markups are before contractor 
discounts or any concessions to meet com- 


petition Ihe are applied to carload costs 


where a dealer buys that way, LCL other 
Mat of these dealers yet a 10 to 

yher markup on “jag lots” oY 

truck load And piece-pricing 

another 10 to 15% from the 

f customer where the cost 

ny the sale often approaches the 


e price 


Average 


PERCENTAGES Average Highs 





Lumber 30.75 47.50 
Masonry Items 28.61 43.50 
Plywood 37.18 51.87 
Metal Products 41.08 61.25 
Millwork 38.16 54.35 
Paints 46.06 65.87 
Hardwars 46.37 71.45 
Glass 47.06 73.33 
Electric Supplies 44.33 56.66 
Board Products 39.00 49.00 
Floors, Floor Coverings 38.13 54.37 
Roofing 32.87 47.66 
Insulation 36.08 50.00 
Nails 39.69 54.40 
Moldings 51.98 100.00 
Finish 35.12 58.00 


Average 


PERCENTAGES Average Highs 





Heating, Plumbing 42.50 53.50 
Lawn and Garden 43.83 53.30 
Garages 35.70 50.00 
Clay and Tile 29.20 46.60 
Tools 45.50 50.00 
Kitchens, Baths 42.10 55.00 


The average cost of doing business is 
in the neighborhood of 22%, requiring a 
markup of 29% just to break even and a 
markup of 50 to make 10% net profit 
It is obvious that on that 40% of the aver 
age dealer’s business, which is lumber, he 


is about breaking even 


econd column represents the mark 

oyed by many dealer who are 
making a net profit of 10 or more on 
ales and 20 or more on net worth be 


When the | ighet mark 


up t ecured, it is i ual pased on a 


fore income taxes 


controlled consume}! contractor 


ile where the dealer control tne lot up 


ply or the source of financing 


lo make a atistactor profit, most 
dealet will nave to yet neare}l he right 
in markups. Th easier 

imer trade that ntractor 


ise of competitive re ities 


Moral: Sell the consumer and 


on a well a make 


editorial we w omment 


discounts 





Still time to earn valuable prizes in 


EXCITING J 
Dumolion 


CONTEST ENDS JUNE 30 


LOOK AT THESE PRIZES! 


You know these beautic the kind vou've always wanted—the 
extra tools you need—made by America’s outstanding tool mak 
ers. Just to whet your appetite here are a few; Stanley Veneer 
Trimmer, Porter Cable Bayonet Saw, Porter Cable Belt Sander 
Stanley Router, Stanley Drill Kit ind many, many more, Plus 
such valuable “leisure” prizes as flyrods, reels, cameras, shot 
guns golt clubs picnic et 

As a Panelyte dealer, you buy beautiful, long-lasting Panelyte 
Get it in any of its wide range of patterns, including authentic 
wood grain. It's the finest in laminated plastics and every square 
foot you will have bought between April 1 and June 30 brings 


you Closer to a host of valuable prize 


COMPLETE MERCHANDISING HELP 


You get a whole raft of “bring-em-in, sell-em” sale help that 
will make your job « isle! nd help you ell more Panelyte than 
ever. Folders, stuffers, mailing piece id mats, sign displays 


all are yours free tor the asking! 


“TOOL UP” NOW FOR SALES 


Contact your local Panelyte distributor If you re not already a 


Panelyte dealer ou can be Someone oing to get these 


wondertul prize Why not you? Panel Division, St. Regis 


Paper Company, 230 Park Avenue 


ST. REGIS 


PANELYTE 
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CALKING COMPOUND is applied to window panels to a 


Exterior plywood Texture One-Eleven | used to heath 


windows are installed 


this particular home 


The Ind an fahy 
deacribed in th 


cating plant 
article 4 one of 


veveral new development to pro 


vide Lu-Re-Co units to dealer ‘ who 


do not have the facilities or man 
fo do the joh themaelwve 
Lumberman for 


powe? 
v atch 


another 


American 
tory on th frend 


For midwest lumber dealers 
merchandising the Lu-Re-Co home 
package, but lacking manpower o1 
facilities to fabricate the com 
ponents, Em-Me-Co Corp., Milford, 


60 


ure a tight joint wher 


Ind., offers a unique mail-orde} 
and delivery service tailored to 
the dealers’ needs 

Franchised by the Lumber Deal 
ers Research Council to build Lu 
Re-Co components, Em-Me-Co pro 
vides job-site delivery service for 
trusses and panels for dealers in 
Ohio, Illinois, Michigan, Indiana 
and Wisconsin 

“We maintain an engineering 
department to help franchised Lu 
Re-Co dealers,” says Em-Me-Co 
general manager L. S. Emmert 
“Our registered architect and en 


— | 


24-FOOT glued-nail truss is 
fabricated in 10 minute 

After glue is applied with a 
special roller, gussets are po 
itioned with a small staple 
Heavy applied 


with an air-operated staple: 


taples are 


New Service for Dealers 





Factory 


gineer will provide panel and truss 
takeoffs from any plan submitted 
by the dealer at no extra charge 
We don’t draw basic plans as we're 
not in competition with local archi 
tects.” 


Catalog of components. Of the 
385 franchised Lu-Re-Co dealers 
in the five-state area, 310 have re- 
quested a copy of Em-Me-Co’s 
comprehensive catalog. This loose 
leaf book contains specifications 
and prices for all Lu-Re-Co house 
components. These include trusses, 
gable ends, panels, window and 


MBERMAN AND 





ENGINEERING SERVICE provided by the firm 
(jeorze M 1, left, and general 
t et of plans for 


BRICK VENEER has helped upgrade the sale of several Lu-Re-Co 
home packages handled by Charle Higgin Home Lumber Co Here engineer 


Goshen, Ind. Panels used in this home were built by Em-Me-Co igel nmert ¢ 


Indiana firm’s catalog offers trusses, panels and 


other units to mid-west dealers on matl-ordé } basis 


Benefits: fast delivery, custom service and man 


power savings. 


This is how the plan works. 


door units. Also provided is ; Em-Me-Co customer ver time 


complete list of all materials re Em-Me-Co’s delivery 
quired for the complete line of others prefer to have 
Lu-Re-Co home packages. A sup trucks make the pickup 
plement is provided which con Oia tala tee tee of = Dealers enthusiastic Our fur 
tains all available literature perti weeks.” Emmert sa\ r} thnerest a er Wit ue mith 
nent to Lu-Re-Co construction us ample time to schedule fab Lumber f Barne ible Ohio 
Through frequent mailings the tion and delivery on the d: and weve shipped several pack 
firm keeps dealers informed of the lected. We can shave thia time if i Joseph Lumber Co, in 
latest developments in this system required.” Cage Emmert say ' everal 
of panelized construction. Every Gea Ger usses Trom u 
oo shown in the book is price Em ‘Me ( operates a er tra P j ‘ "a ent faciliti« te 
marked, f.o.b., Milford, Ind ve ieee sah os for deli : : ‘ , abv! t I ze tne want 

site delivery charge 


om the 


Package sales growing In any 


On-site delivery. About 20 mid loaded mile with 
west dealers have become regular charge of $15. Thi (continued on next page) 
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CHAIN HOIST is used to handle 


floor of the former furniture factory now 
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given area, the lumber dealer has 
much more to offer his customers 
than the prefab builder,” Emmert 
says. “It been proved that an 
active Lu-Re-Co promotion = pro 
gram makes it virtually impossible 
for the prefabber to survive, Afte 
all, the dealer has a complete line 
of building materials and services 
to offer while the prefabber has 
only one. Lu-Re-Co construction 
is just gaining momentum and 
where dealers have taken an active 
part in promoting it, their sales 
have mushroomed.” 


Specialized services. “We in no 
way compete with the local lum 
ber dealer,” Emmert adds. “All we 
do is provide him with the trusses 
and panels he desires. We have 
no erection crews or retail outlets 
In several cases we've helped deal 
ers set up Lu-Re-Co programs in 
their area. After their crews had 
erected the packages we furnish, 
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a 


packages of trusses stockpiled in the upper 
used to turn out Lu-Re-Co homes 


the dealers began fabricating the 
components in their own yards. 

“Lumber dealers using the Lu 
Re-Co system have to pass through 
a transition stage,” Emmert says. 
“Over a period of years the lum- 
berman has developed into a mer 
chandiser rather than a fabricator 
and now he has to readapt himself 
to using his yard to manufacture 
components. 

“Some dealers don’t have the 
volume sales to justify setting up 
a Lu-Re-Co jig for panels and 
trusses. On the other hand, con- 
tractors may want Lu-Re-Co com 
ponents and other building mate 
rials at a time when the dealer 
can’t spare the manpower to han 
dle his normal yard operations and 
also turn out panels. That’s where 
we come in to furnish the dealer 
a complete engineering, fabrica 
tion and delivery service to fll his 
immediate needs.’ 

Home Lumber Co., Goshen, Ind., 
is only one of the dealers within a 
50-mile radius of the Em-Me-Co 
plant to take advantage of the 
firm’s services. Last year Charles 
Higgins, manager of the Home 
Lumber, erected 11 homes with 
Lu-Re-Co panels and trusses. He 
says the outlook for more homes 
of this type looks good in his trad- 
ing area. 

“We had some success with a 
lake cottage based on the Lu-Re- 
Co panel system,” Higgins says, 
“and this year we expect to push 
them on a build-it-yourself basis.” 

Higgins has found the Lu-Re-Co 
system can be adapted readily to 
any home plan and he’s talked 
several prospects into using panel 
construction to get their homes 
under roof faster. 

“Several contractors in the area 
have learned the economies and 
speedy erection when they use 
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trusses,” Higgins says, “and as a 
by-product of our Lu-Re-Co pro- 
motion we've developed a profit 
able market for roof trusses.” 


Union shop. One of the bottle 
necks to the Lu-Re-Co system has 
been jurisdictional labor disputes 
among various carpenter and mill 
work unions. Em-Me-Co panels 
are made by union carpenters and 
the firm’s catalog contains an affi 
davit signed by the shop steward 
attesting to this fact. 

Since last summer Em-Me-Co 
has been producing Lu-Re-Co com 
ponents in a former furniture fac 
tory on the outskirts of Milford 
Still in its infancy, the firm has 
been turning out home packages 
at the rate of one a day. The plant 
has a capacity of 25 homes daily 
when in full operation. 

“Our production will 
the Lu-Re-Co program gathers 
momentum,” Emmert says. “Deal 
ers in the area are just becoming 
aware of what we have to offer to 
help them use the Lu-Re-Co sys 
tem to merchandise home _ pack 
ages 
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Home No.1... 


OH! CHAIRMAN ERWIN GLAUBER, left, and owner Sil 
vio Volpe discu the remodeling of Volpe’s house, back 
ground, one of the two houses in White Plains, N. Y., to be 
remodeled by OHI and later opened to the publie 


Pilot OHI City of the East 


Home No.2... 


SECOND HOUSE, this one built about 1914, to be remod 
eled by OHI. About $30,000 will be spent modernizing the 
two house Manufacturers will donate material 


White Plains Shoots for $5,000,000 


That's the '56 home improvement goal set by this New York 
suburb. Here are the details of a dealer-directed campaign 
which revolves around two homes being remodeled free for two 


young couples. 


Home improvement sales will be $5,000,000 higher 
in the White Plains, N. Y., area this year if the goal 
set by the Westchester County OHI committee is 
reine hed 

Erwin Glauber, secretary of the Interstate Build- 
ing Material Corp., and chairman of the local OHI 
committee, estimates this increase would be a 20° 
gain over 1955. To reach this goal, his committee is 
budgeting $20,000 for advertising and promotion 

Another $30,000 will be spent remodeling two 
houses in White Plains. Two young couples, winners 
of an essay contest, “Why I Would Like to Have 
My Home Remodeled,” were awarded free remodel 
ing projects as prizes. Their remodeled houses will 
be open for publi inspection from June 15 to Octo 
ber 15 

Big promotional drive. Just before the houses are 
opened, the local press will carry a big promotional 
section on the two projects. Newspaper ads, feature 
articles, radio, r\ and billboard will also be used 
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to attract visitors. The prize-winning couples will 
stay at home to meet and discuss their remodeled 
homes with visitors. The two wives will receive free 
beauty service and baby sitters during this period, 
courtesy OHI 

Because White Plains was selected as the eastern 
OHI pilot city, three consumer magazines and a tele 
vision network have announced tentative plans to 
publicize the promotion. 

Some 53 manufacturers have promised to donate 
materials for the two projects. Every material used 
in the projects will be identified, credited and priced 
Specialized information like financing will be avail 
able from guides, who will assist the couples in 
showing their homes. 

Located on opposite sides of the town, the homes 
to be remodeled are typical of millions of similar 
dwellings throughout the nation. Cost of the two 
projects will be around $30,000 

One house, built around 1902, is a good example 
MBERMAN AND 
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Back view... 


REAR VIEW of the Volpe house, built about 1902, before 
remodeling This house will be modernized inside and 
outside and an extra bedroom added 


of a structure that needs a top-to-bottom remodeling 
job. It will be modernized inside and out and an 
extra bedroom added to the first floor 

The second house, built around 1914, is in bette 
condition. It needs no major structural changes, 
but it will be modernized. 

Experts in the remodeling and building field have 
been selected to do the work. A well-known local 
architect, Millard Whiteside, will supervise the jobs 
and the staff will include an interior decorator and 
a landscape engineer 


Program details. A special effort will be made to 
educate the public to deal only with legitimate sup 
pliers and contractors when buying remodeling jobs 
Various financing methods, especially FHA Title I, 
will be explained 

This is how the OHI movement started in White 
Plains: Ivan Goldberg, secretary, Goldberg Whole 
sale Supply Corp., Tarrytown, N. Y., called Glauber 
to advise him that OHI needed an eastern pilot city 
Glauber in turn interested the local Chamber of 
Commerce in forming an OHI committee. On Janu 
ary 16, the mayor of White Plains issued the OHI 
proclamation. Originally, the OHI committee planned 
to buy a house and remodel it, but this idea proved 
too costly. 

Because of its pilot city designation, the White 
Plains committee worked closely with national OHI 
officers. Around February 15, the national OHI office 
suggested remodeling existing homes and volun- 
teered to solicit the participation of manufacturers 
$y March 15, the essay contest was finished, the 
houses selected, the materials lined up and the pro 
gram finalized. On March 21, a kickoff meeting was 
held in the high school auditorium with Albert Cole 
HHFA administrator and Jack Doscher, national OHI 
director, as featured speakers 

In addition to lumber dealer Glauber, the OHI 
committee includes several other lumber dealers: the 
newspaper editor; a bank vice-president; a plumb 
ing contractor; a painting contractor; an architect 
members of the home builders association and the 
trade craft unions 
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Kitchen remodeling anes 


VOLPE’'S KITCHEN 
Glauber pose vith Volpe 


OHI lif i bab tte 





Invitation to White Plains 


Retail building materials dealers are invited to 
see the houses remodeled by OHI in White Plains 
N. Y.. after June 15. Street addresses of the two 
houses are 157 Holland Avenue and 60 Soundview 
Avenue. The office of Erwin Glauber, retail dealer 
and OHI chairman, is located at 122 Westmoreland 
Avenue. 

Movies of these remodeling projects will be taken 
and will be available for showing before dealer 


groups 
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SLIDING WINDOWS AND JALOUSIES 


May 14, 1956, AMERICAN LUMBERMAN AND 














Valuable franchises are available for aggressive distributors that 
can handle the famous Winter Seal prime windows and jalousies 
in volume. Winter Seal products are unmatched in value and ease 


of installation. They can be shipped KD for easy local assembly, 


saving time, money and warehousing space. Winter Seal national 


advertising creates consumer demand that means volume sales 


and profits. Write today! 


WINTER SEAL CORPORATION 
14575 Meyers Road 
Detroit, Michigan 


1 am interested in learning more about a Winter Seal 


franchise on Sliding Windows and Jalousies 


LEADING 
EXTRUDERS 
MANUFACTURERS 


WINTER SEAL CORP. 
14575 Meyers Road «¢ Detroit, Michigan 
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HARRY ROBINSON, office manage! 
of McWilliams & Ramsey, point to 
a typical pile of easy-to-inventory 


easy-to-handle banded units of lumber 





i 
i 2 en 
KERMIT HAUSER, yard foreman 
uses one of the firm’s three fork lift 
trucks to load a unit package for a 
house job 


More Profits with Lumber Packages 


dealer the advantages. First, of course, otherwise the mills might have 

i : is the advantage of price. Since difficulty in moving 

tells you how unit packaging it costs us less to handle the lum , ; 
ber in units. we can afford to sell Sold without regrade. Ramsey’s 

can turn construction lum- jt for jess, Builders appreciate 

that.” 


This California 


lumber is sold by him as it comes 
from the mill. By dealing only 
with certain mills he is able to 
purchase the lengths he wishes 
Also, his lumber units are made 
up in the quantities he can handle 


ber into a profitable item. 
Three units per house. Ramsey 

has worked out his lumber units 

“There are important cost sav © that three of them will build 
ing advantages for you in selling the average 1,250-1,500 square “We are able to sell our lumber 
lumber by the unit,” according to foot house currently popular in his at a price without resorting to re 
Arnold Ramsey, managing part market area. The house will need grade,” Ramsey said, “because the 
McWilliams & Ramsey, a unit of 2x4 random length, a mills give us what we order. It 


ner of 
2x4—8 for studs and a costs us too much to regrade the 


Modesto, Calif Ramsey's main unit of 
stock in trade is construction lum unit of 2x6. There are about 300 units for the possible increase in 
ber. He handles this normally un tuds in the stud unit. In the other sales value we might get out of 
profitable material in units and units there are between 2,000 and the operation 

makes money out of the operatior 2,500 feet of lumber. These, plus “There’s another advantage in 
a few special lengths, will st the unit sales polic y, too,” he con 
about build a house. Part of a tinued. “It’s easy to handle. If vou 
Ix8 unit plus some Ix4s for roof sell half a unit, it is easy to slip 
ind floor sheathing completes it the forks of vour lift truck into 
the pile and restrap the resulting 


“It takes some educating of your 
builders to get them to buy in 
units,” Ramsey said, “but it can 
be done 


“We did it by showing builders Price-wise, the lumber is sold 
to the builder on a basis which half-unit 


does not make him critical of oc “Inventory is easy. It takes us 


5 Advantages casional off-grade pieces. Thus, only about three minutes to count 


Ramsey does not have the prob ‘ it without tearing it apart 
P ged Lumber a oun ithou aring apa 
of acka " be lem of having to go out to the job You do this by squaring up the 
1, Costs less to handle—build- to pick up left-over lumbe1 unit. You multiply the most com 
ers can for less The lumber units are purchased mon length by the pieces it con 
I 

2. No regrading necessary from a carefully selected group of tains, then subtract the shorts 
Eesi {| mills with which Ramsey has “Unit selling of lumber is worth 
» vod se ne worked for a number of years. He while. It permits you to compete 
4. Easier to inventory maintains a heavy hauling rig with the truckers, who maintain 
5. Captures business from lum- which permit him to visit the no established place of business 


mills in person. In this way he is and you can do so on a money 


ber truckers ; 2 
able to pick up bargains which making basis 
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OF THE HOME IMPROVEMENT 
BUSINESS... 


APPLIES OVER 
OLDER WALLS 


CHOICE OF 12 
SALEABLE COLORS 


fete} S] -)S mg iied ¢.) £3 Bl.) 
ADDED PROTECTION 


END-LAPPED FOR A 
WEATHER-TIGHT FIT 





SELL Shakertown 


GLUMAC 


UNITS 


4 
yf FACTORY LAMINATED 
Carton-packed GLUMAC UNITS are easily han 


died and go up in record time. That means money 


yf FACTORY STAINED... 


saved and profit earned to both builder and home 
owner. MOST IMPORTANT, IT MEANS BIG VOL 
UME AND BIG PROFIT to Shakertown DEALERS 
What a product! Lots of color, economy, adapta 
bility to complete sidewalls or in combination with 
other materials your GLUMAC sales potential 
is as big as the building and remodeling market 


in your area 

@ CARTON PACKED 
for easy handling, 

storage and delivery THE PERMA PRODUCTS COMPANY 


20310 KINSMAN ROAD . CLEVELAND 22, OHIO 


Call your Shakertown Distributor 


Sprirst NAME IN CEDAR SHAKES 
AN 
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NAIL-ON 
BRICK... 


. + « Interest grows 
in new, lightweight 
brick which can be 
applied to any nail- 


able surface. 


REAL BRICK, applied with nails and mortared afterwards, is one of the new 
est building products developed to save time, money, materials, and labor 
Introduced late last fall, the brick may be used for both remodeling and 
new homes. With sales jumping each month, the manufacturer is now 
setting up national distribution through established wholesalers 

The product looks and wears like regular brick and is made from select 
juality clay, which is hardburned. It will not stain or discolor and cleans 
as easily as floor or wall tile. Two sizes are being made, 215” x 8” and 
2! x 111%", to meet the demands for both a regular and a Roman brick 
size. Color is a rich dark red-brown through light reds. Other colors are 
available on request. The surface is either smooth or textured. Corner 
and half-size bricks are available in either size. 

The material can be applied to plywood. wood siding, asbestos siding 
stucco and on certain types of concrete blocks. Two, 4d aluminum ring 
nails are required, which supnort the entire weight of each brick. Any 
stacked or running bond possible for regular brick can be made with the 
nailed-on brick. Each course of brick is overlapped by the lip of the brick 
above, almost hiding the nailheads. The joint is the usual %” and it may 
be filled with mortar by using either a mason’s hawk and tuckpointer’s 


trowel or with a calking gun 

No foundation is required for the product because the weight is 75% 
ess than ordinary brick. A %” plywood panel amply supports the brick 
On the finished wall, the brick weighs only nine pounds per square foot 
It is just 1” thick—one-fourth that of ordinary brick. Overlapping top and 
bottom flanges make the brick self-aligning, and automatically provide an 


exact mortar joint. To lay true, level courses, it is necessary to check only 
occasionally with a chalk line 

The cost of the product is comparable with conventional face brick 
Present estimates for material only is about 55¢ to 65¢ per square foot 
Applied cost would be from 90¢ to $1.15, depending on labor costs in the 


locality 


Manufacturer: Ludowici-Celadon Co., 75 E. Wacker Drive, Chicago 1, II 
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AFTER THE FIRST COURSE is ap WORK PROGRESSES rapidly due to MORTAR IS APPLIED with a tuck 


jlied, succeeding courses are auto the lightweight convenient dimer winter's trowel and hawk, or a call 
I 


matically aligned Only occasional sions of the brick. A chalk line and ing gun. Modified dovetail of joint 
checking is necessary level may be used to lay a true course locks mortar in place as it dries, Mini 
mum scaffolding is required 


Because the new brick is self-supporting, with all 
weight borne on two nails, the opportunities for a 
variety of applications is almost limitless, Obvious! 
it will be widely used for the exterior of older homes 
but nev tore tronts are also suggested. Inside t 
can be specified for fireplaces, interior walls, re 
modeling of all kinds. In a kitchen remodeling job 
it would be perfect for a greaseproof wall. On the 
interior applications, it can be waxed to a high glo 


INTERIOR APPLICATIONS, as on this televi- 
ion wall, offer new beauty in the older home 


ee . 


+ eg 


a 
NAIL-ON BRICK Is specified for the new pre 


fabricated churches being offered for sale by BRICK APPLICATION on a conventional frame home. Manufa 
United States Steel Homes. Brick is also used turer believes the product has a good potential with do-it-yourself 
for the church interiors custome! 


package his brick conveniently with th mind 
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1. APPLICATION for an FHA Title I Loan is easy to complete. 2, PROMISSORY NOTE 
for the loan is endorsed without recourse by the dealer. 3. COMPLETION CERTIFICATE 


igned by the customer and the dealet 


Take a Fresh Look gt Title 1 Loans 





Now is the time to use Are you getting your share of tween the borrower, the dealer, the 
home improvement business? lender and the FHA because Title 

; ; | 
this home improvement tool. The FHA Title I program is I loans are not secured by a mort 


ee : Tel. . ‘ perfect tool for that purpose gvage 
Here’s FHA Title I in a nut- Figures, however, indicate that Private funds—not government 


at . » me » shamiiown , money—is used for the improve 
shell: what it is, how it works —->ui!ding materials dealers are not teat T | ei 
using this tool as effectively ment loans to citizens le lender 


a 
and how you can profit by it. they mtght. That is why American loans his money to the borrower, 
Lumberman restates the purpose of and, under Title I provisions, FHA 
Title | and how you can take ad insures it. 

vantage of it Who can use it? Just about any 
What it is. FHA Title I simply prope’? owner ge an income 
represents an insurance contract can Dorrow money for improve 
id it FHA : te seater a lender and the Federal ments under Title I. Here are four 

e Gather ye Housing Administration. The lend classifications 
er pays a small premium to FHA 1 Homeowners can borrow up 
on improvement loans for which * to $2,500 with no down pay 
FHA insures 90% of the loan ment. Repayment is made from in- 
The entire program is based on come to the lender in monthly in 
cooperation and good faith be (continued on page 74) 
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“WAFERWOOD” 
FLAKES OF WOOD ARTFULLY BLENDED 
TO FORM ROOM PANELING OF 


DISTINCTIVELY DIFFERENT BEAUTY 








Oi 
ly 








PRICED TO SELL 


WAFERWOOD BRINGS YOU THE BEAUTY OF FINE INTERIOR 
PANELING—AT A COST LESS THAN 4” FIR PLYWOOD! 


Low material cost and simplicity of working, with the result 
ant appearance of ease and grace desired in modern living, 
put WAFERWOOD in a class where the ingenuity of the 
“Do-It-Yourselfer,” as well as the enterprise of the Multiple 
Homes Builder, may achieve excellent results through its use 


. Ask us about price 
WAFERWOOD is available at you'll be amazed 
present in 14” thicknesses of that WAFER 
1x8’ panels (Special ives to 1b’ WOOD vith its 
long) It is guaranteed solid durable beauty 
with enormous strength and ex costs no more than 
cellent nail holding qualitie et V4" exterior fir ply- 
is light enough for ease of han wood! Available in 
dling and is packaged for con iL, LTL, Cl 
venience. WAFERWOOD mai LCL lots from out 

of stock aT direct 


be finished in any of a_ wide Mt shit , 

“il wp ai 

HTON variety of standard methods, o1 P woe 
1D wee VENEER ( lett unfinished 


id 


~ WAREHOUSE 
d. © Chicago 7, Ill. * TAylor 9-0800 


“Sastoe 
i 
, mony CES” Sle 
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There’s more protit for 


you ...wWwith lumber 
like this 





This untreated lumber shows the effect 
of attack by blue-stain fungus. 


This lumber, treated with “Lignasan” 


remained clean and bright. 


For Clean, Bright Lumber...Specify 
Stock Treated with Du Pont 


or MELSAN 


for stain control for stain and mold 


YOU PROFIT when you handle lumber that’s clean and bright. 
You get a better price for it, there’s no downgrading, and no 
wastage because of trimming 

When lumber is cut, it’s subject to blue-stain and mold attack. . . 
the mills you buy from can prevent this damage, even under diffi- 


cult seasoning conditions, by treating with Du Pont ‘Lignasan”’ 
or “‘Melsan 

So, to eliminate rejects, and downgrading caused by blue stain 
and mold, to speed up selection and customer good will, always 
specify lumber treated with ‘“‘Lignasan”’ or ‘‘Melsan.”’ 
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| TITLE I 
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stallments. Maximum length of 
time for a loan to run is three 
years. (There actually is no mini- 
mum figure for loans, but lenders, 
of course, set their own economi- 
cally feasible minimums.) Money 
can be borrowed for “.. . anything 
that adds to the basic utility and 
livability of the house.” This in- 
cludes such things as porch steps, 
furnace, kitchen sink and literally 
hundreds of other improvements 
and repairs. 


2 Farmers can borrow under 
* FHA Title I for home im- 
provements and for construction 
of new farm buildings, such as 
barns, silos, machine sheds, milk- 
ing parlors and others. A farmer 
can borrow up to $3,000 with no 
down payment and he can have up 
to seven years to repay. Farmers 
can make repayment in seasonal 
installments if they desire. 


3 Businessmen (retailers, 
* wholesalers and manufac- 
turers) can borrow up to $2,500 
for repairs and improvements for 
their establishments. A main street 
shop owner, for example, can bor- 
row for a new store front. No down 
payment is required and payments 
can be made in monthly install- 
ments from earnings. Time limit 
for loans is three years. ‘ 


4 Apartment owners can bor- 

* row up to $10,000 for repairs, 
improvement or conversions for 
two, four and six-unit dwellings. 
Repayment is made with monthly 
installments with up to seven 
years to pay. 


How it works. If a homeowner 
decides on making a home improve- 
ment, his first contact is generally 
with a contractor or a dealer. For 
the dealer, the ideal situation is 
for him to arrange for the loan 
for the customer with the lender. 


There is little red tape in filing 
for a Title I loan. Only three forms 
are used: 


1. The application for the im 
provement loan. 


2. The note, which states the 
amount and the repayment sched- 
ule. 


3. The completion certificate. 
This certificate is signed by the 
customer when the job is complete, 
and the lender then pays the dealer 
(or contractor) for the project. 


The paper work is so simple that 

a nine-year-old girl of average in- 

telligence recently filled out the 

three Title I papers with no diffi- 
culty. 

(continued on page 76) 





ty OR aE 
IOV. 
POWER STEERING 


NEW, HEAVY-DUTY 


INTERNATIONAL 300 UTILITY TRACTOR 


“a 


1H power steering blocks kickbacks from the front 
wheels, even on rough construction sites, leaving one 
hand free to control the fork lift on the go. 


See Your 


Steer single-handed, maneuver in cramped quar- 
ters... keep the other hand free to control equip 
ment! The new International 300 Utility with 
power steering gives the operator finger control of 
the wheel—even with a two-ton load on a rear 
mounted fork lift, or with heaped half-yard bucket 
on a heavy-duty, front end loader 


300 Utility design saves you money. ‘The power 
steering unit operates from the tractor’s regular 
Hydra-Touch system, eliminating cost of a sepa 
rate pump. Similarly, if you want 5 speeds in re 
verse for fork lift operation, your LH dealer can 
quickly “‘flop’’ the tractor’s regular differential 
no costly, special gear units needed! 


Your IH Dealer will demonstrate! look in the 
classified directory, phone him today. For free specifi 
cation folder, write International Harvester Company 
AL-5, P. O. Box 7333, Chicago 80, Illinois 


International Harvester products pay for themselves in use — McCormick Farm Equipment 
and Farmall Tractors Motor Trucks Crawler and Utility Tractors and Power Unit D a A L E fe 


General Office Chicago ] 


Winois 
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Your operation, too, 


aia Pellet Poke § 


When it comes to oak strip and blok flooring, many 
lumber dealers in all parts of the country are pro- 
fiting by using Delfair PALLET-PAK. PALLET- 
PAK not only reduces your costs in unloading, 
warehouse handling, and loading but it also enables 
you to check your inventory of stock fast and ac- 
curately. With Delfair PALLET-PAK, too, less time 
is required in tallying. For greater operating effi- 
ciency and economy, be sure to specify Delfair 


PALLET-PAK. Write today for descriptive folder. 


D. L. FAIR LUMBER COMPANY 


LOUISVILLE, MISSISSIPPI 
Member NOFMA, SPA, SPIB and MPMA 
OAKSTRIP OAKBLOK [| OAKPLANK 


(Finished or Unfinished) 


MULTI-WOOD BLOK (Finished Only) 


DELFAL 
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The dealer endorses the note 
without recourse (which means 
that the lender can not make the 
dealer pay if the customer re- 
fuses). 

The lender approves the loan; 
the FHA has no direct part in ap- 
proving it. The lender pays a 
premium of .65% of the total 
amount of the loan to FHA for 
which FHA insures 90% of the 
loan. The lender makes a gross 
earning of about 4.45% as his 
profit for making and servicing the 
loan. The dealer makes his profit 
on the sale of the materials or ma 
terials and labor. 

The average of all FHA Title I 
loans is $612. Lenders say it costs 
them from $8 to $13 to enter a loan 
on their books and to service it. In 
practice, most lenders will take the 
smaller, less profitable loans if the 
dealer also sends in the larger, 
more profitable loans. 

In connection with Title I loans, 
the FHA does not inspect the job, 
nor guarantee workmanship or ma 
terials. Many homeowners do not 
understand this. It is up to legiti 
mate dealers to warn the public to 
choose carefully when selecting a 
dealer or contractor to repair o1 
improve property. 


Who lends the money? A]! loans 
for improvements and_ repairs 
under FHA Title I are made by 
private lending institutions. These 
include banks, savings and loan 
associations, finance companies, 
credit unions and mortgage com 
panies. More than 12,000 lending 
institutions have made loans unde} 
the program. 

FHA Title I division is currently 
striving to add more lenders to the 
program. Lenders are now joining 
in ever increasing numbers. If 
lenders in your town do not par- 
ticipate in the Title I program, you 
can urge them to file an applica 
tion 

Applications for participation 
are filed with the Federal Housing 
Administration, Title | Div., Wash- 
ington 25, D. C. If approved, the 
lender gets a certificate empower- 
ing him to grant FHA insured 
Title I loans. The lender periodi 
cally reports the amount he loans 
under Title | and FHA bills him 
for the insurance premiums. FHA 
limits the amount of interest that 
the lender can make on Title | 
loans. 


What about losses? Since the 
Title I loans are insured for 90‘ 
of the amount, the lender takes a 
calculated risk in the event of de 
fault by a borrower. The deale: 
takes no risk, other than normal 

(continued on page 80) 
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are you 

getting the most 
from 
your 
paint 


department 


PAINTS 


JOHN LUCAS & COMPANY, INC. 


1617 PENNA. BLVD., PHILADELPHIA 3, PA. 


QUALITY PAINTS FOR OVER 100 YEARS 
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Your operation, too, 


ani Pallet Pak | 


When it comes to oak strip and blok flooring, many 
lumber dealers in all parts of the country are pro- 
fiting by using Delfair PALLET-PAK. PALLET- 
PAK not only reduces your costs in unloading, 
warehouse handling, and loading but it also enables 
you to check your inventory of stock fast and ac- 
curately. With Delfair PALLET-PAK, too, less time 
is required in tallying. For greater operating effi- 
ciency and economy, be sure to specify Delfair 
PALLET-PAK. Write today for descriptive folder. 


D. L. FAIR LUMBER COMPANY 


LOUISVILLE, MISSISSIPPI 
Member NOFMA, SPA, SPIB and MPMA 
OAKSTRIP OAKBLOK OAKPLANK 


(Finished or Unfinished) 


MULTI WOOD BLOK (Finished Only) 


DELFAL 


Circle No, 34 on Coupon, page 172. 
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The dealer endorses the note 
without recourse (which means 
that the lender can not make the 
dealer pay if the customer re- 
fuses). 

The lender approves the loan; 
the FHA has no direct part in ap- 
proving it. The lender pays a 
premium of .65% of the total 
amount of the loan to FHA for 
which FHA insures 90% of the 
loan. The lender makes a gross 
earning of about 4.45% as his 
profit for making and servicing the 
loan. The dealer makes his profit 
on the sale of the materials or ma 
terials and labor. 

The average of all FHA Title I 
loans is $612. Lenders say it costs 
them from $8 to $13 to enter a loan 
on their books and to service it. In 
practice, most lenders will take the 
smaller, less profitable loans if the 
dealer also sends in the larger, 
more profitable loans. 

In connection with Title I loans, 
the FHA does not inspect the job, 
nor guarantee workmanship or ma 
terials. Many homeowners do not 
understand this. It is up to legiti 
mate dealers to warn the public to 
choose carefully when selecting a 
dealer or contractor to repair o1 
improve property. 


Who lends the money? A]! loans 
for improvements and_ repairs 
under FHA Title I are made by 
private lending institutions. These 
include banks, savings and loan 
associations, finance companies, 
credit unions and mortgage com 
panies. More than 12,000 lending 
institutions have made loans under 
the program 

FHA Title I division is currently 
striving to add more lenders to the 
program. Lenders are now joining 
in ever increasing numbers. If 
lenders in your town do not par- 
ticipate in the Title I program, you 
can urge them to file an applica 
tion 

Applications for participation 
are filed with the Federal Housing 
Administration, Title | Div., Wash- 
ington 25, D. C. If approved, the 
lender gets a certificate empower- 
ing him to grant FHA insured 
Title I loans. The lender periodi- 
cally reports the amount he loans 
under Title I and FHA bills him 
for the insurance premiums. FHA 
limits the amount of interest that 
the lender can make on Title | 
loans 


What about losses? Since the 
Title I loans are insured for 90° 
of the amount, the lender takes a 
calculated risk in the event of de 
fault by a borrower. The deale: 
takes no risk, other than normal 

(continued on page 80) 
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getting the most 
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paint 
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PAINTS 


JOHN LUCAS & COMPANY, INC. 


1617 PENNA. BLVD., PHILADELPHIA 3, PA, 


QUALITY PAINTS FOR OVER 100 YEARS 
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Everything they want... 





Suppose a painting contractor wants a self- 
cleaning white. Or a fume-resistant white. Or 


a masonry white. 


Your full-line “Dutch Boy” dealer can sup- 
ply each one. What’s more, he has available 
five other exterior whites: the “Dutch Boy” 
sees to it that his dealers never have to say 


*No” to painters, 


Suppose a homeowner wants one of today’s 
most-wanted colors in House Paint. Or Shake 
Paint. Or Porch & Fioor Enamel. Or Stucco 
Paint. Or Sash & Trim Paint. 


... that’s why 
in the Dutch Boy 


Your full-line “Dutch Boy” dealer has them. 
He has today’s most-wanted colors in paints 
for every exterior surface: the “Dutch Boy” 
sees toit that his dealers never have to say “No” 


to anyone, homeowner or painting contractor, 


They have the goods, 
the color aids, the advertising 


In the famous blue-and-white exterior line, 
‘Dutch Boy” dealers have everything painters 
want. Everything homeowners want. 


They’ve got the goods — in white or color — 


Vay 14, 1956, AMERICAN [LUMBERMAN AND 





there’s big volume 
line of Exterior Paints! 


for every outside painting need. Fast-selling 
“Dutch Boy” goods! 
At point of sale, 
they’ve got the color 
aids — wonderful 
“Dutch Boy” color 
cards and the even 
more wonderful Color Gallery — 
to dramatize these goods, 
And to pre-sell this exterior line, to pull 
customers into “Dutch Boy” stores, they’ ve got 
full-color national advertising in Saturday 


BuILpDING Propucts MERCHANDISER 


Evening Post, Look, Better Homes & Gardens. 
Throughout the year! 


To dealers everywhere: The famous blue-and- 
white exterior line is only one of many “strings” 
to the “Dutch Boy” dealer’s big-volume “bow.” 


That’s why a “Dutch Boy” franchise is such a 
sure-fire profit-maker. 


Made by the Makers of 
“Dutch Boy” Paints 


National Lead Company 


General Offices: 111 Broadway, New York 6, New York 


Circle No. 44 on Coupon, page 172, 





TITLE I 
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(begins on page 72) 


responsibility for proper perform- 
ance. 

In the history of the program, 
gross losses paid to lenders by 
FHA have been only 2% of the 
total of loans made. Once the FHA 
gets a default case from a lender, 
FHA starts its own collection pro- 
cedure, FHA enjoys a .500 batting 
average on collection so net loss to 
the government has been only 
about 1%. Cost of collection by 
FHA is now 23¢ on the dollar or 
three cents less than it was 1!» 
years ago. 


Who polices it? FHA officials 
and employes make sure the Title 
I loans are properly handled. FHA 
has 77 regional offices around the 
nation. Each office has a Title I 
representative, who handles collec- 
tions, when necessary, and admin- 
istration. Each state has an FHA 
director. 

If a contractor or dealer is con- 
ducting business improperly under 
Title I, the FHA state di:eoctor 
calls the offender in for a hearing. 
The state director can recommend 
that a contractor or dealer be put 
on the precautionary measures list. 
This means the lender must exer 
cise certain precautions in making 
loans for projects sold by the of- 
fender. This does not, in fact, put 
the offender out of business—it 
just makes it difficult for him to 
get Title I loans for his customers. 
More than 2,000 questionable ap 
plicators, dealers, or contractors 
are on the precautionary measures 
list. 

If lenders send in an unreason 
able number of loans to Washing- 
ton for collection, the Title I divi- 
sion takes corrective action. 

More than 20 million Americans 
have improved their homes and 
properties to the tune of $19 bil 
lion using FHA insured Title | 
loans. In 1955 alone, 1,024,785 
people improved their properties 
with a total expenditure of $19, 
096,577 under Title I. What was 
your share? 





Good Record 


Since it was established 24 
years ago, more than 20 million 


Ey loans totaling $19 billion have 

McKINN I; Y been successfully insured. Net 
losses have been only 1°. FHA 

Since 1665 Title | division has amassed a 


MANUFACTURING COMPANY surplus of $97 million from 
premium payments, 


1715 Liverpool Street ° Pittsburgh 33, Pa. | Enacted originally as a tem- 


in Canada —Skilleraft Ltd., St. Catharines, Ontario porary measure, Title | will ex- 
pire next September 30 if not 


renewed. 
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Now BIG loads handled efficiently 


by ONE MAN with ONE machine 
Baker Tnavelonden. 


The labor, time and money-saving role played by deck, 
industrial trucks throughout industry has long two axles and six wheels. In this position, it can 
been recognized. But until now, there were no deliver the load any distance to its destination 
available methods or equipment for satisfac- over inside-the-plant aisles, improved or semi 
torily applying them to extremely long, bulky improved roadways, or over highways at speeds 
or awkward loads. Now comes the Baker up to 30 MPH. And it can load, unload or stack 
TRAVELOADER, designed for just this purpose. loads—regardless of their length—to a height of 
The TRAVELOADER is essentially a fork truck 12 feet, from aisles no wider than 10 feet. Iv 1s 
that lifts loads from the side. But that’s not all. THE ONLY ONE MACHINE THAT DOES ALL THIS 
It also places the load securely on the truck wItH ONE operator! 


Write for Descriptive Bulletin No. 1360 


where weight of load is distributed over 


Stocks 
like a 


Delivers 


ONLY a Picks up an 


like a N \ like a 


TRAVELOADER... straddle truck Beem | highway truck f - . fork truck 


y 


See Baker Trucks in action at the MHI Show June 5-8 


THE BAKER-RAULANG COMPANY 
1200 WEST 80th STREET * CLEVELAND 2,O0HI0 





ha ndling equipment A subsidiary of Otis Elevator Company 
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first in fast turnover... 


BRAND 


Say “tence"’—and the tarmer thinks of 
RED BRAND! What’s in a name? P-l-e-n-t-y! The 
name of RED BRAND, through years of hard-selling 
advertising, has become the first name that pops to 
mind when the farmer thinks about fence. And when 
you say “fence post,’ he immediately thinks of RED 
TOP” Steel Posts. 


RED BRAND is identified everywhere. The 
famous marks of RED BRAND and RED TOP—top 
red wire in woven wire fence, red barbs on barbed 
wire and red tops on RED TOP" Steel Posts—make 
RED BRAND Fence and RED TOP Steel Posts the 
first-identified items on anybody’s farm. In Farm- 
land, U.S.A., RED BRAND and RED TOP are every- 


where! They are your best advertising 


Only RED BRAND is Gaivannealed against 
rust. Farmers know the name of RED BRAND 
means a top-quality production tool that costs less 
because it lasts longer. Only RED BRAND Fence ts 
Galvannealed” against rust—that means it has zine so 
deeply anchored into the steel wire that it won't come 
off... keeps rust out years longer. They know, too, that 
makers of RED BRAND are always “on their toes’ 
to keep RED BRAND reputation first in fence value 


We help you sell. Powerful advertising in na 
tional and state farm magazines and on radio and tele 
vision keeps the name out in front and brings custom 
ers to your place of business. Helpful merchandising 
pieces are put at your disposal. Keystone itself reaches 


many thousands of farmers through direct mail 


Today’s trend in farming is towards better managed, 
better equipped farms. That calls for more fence. Let us 
show you how the first name in fence will bring you 


faster turnover in this growing market. 


the only fence line that sells on sight! 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


Makers of Red Brand” Fence: Red Brand” Barbed Wire 
Red Top” Stee! Posts - Gates + Keyline Poultry Netting 
Bale Ties + Nails - Non-Climbable and Ornamental Fence. 


BUILDING Propucts MERCHANDISER Circle No. 37 on Coupon, page 172 
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Browsin BROWSING is encouraged. Student Demonstration 
srowsing have an opportunity to inspect the 
showroom and the building materials 
displays No sales are made during 


the evening sessions 





Rain or Snow 





‘ 


No Truants At This Dealer's School 


- 


Using its showroom for class sessions, this Hoosier A wind-driven March rain _peit- 
ed the windows of Wright-Bach 
man Lumber Co. as the first mem 
bers of the home handyman ciass 
splashed across the parking lot 
learn more about how to make home improvements. ee eee ee SNe 
“This is one class no one wants 
to miss,” commented Maurice But 
ler, sales manager of the Indian 
School For Homeowners apolis yard, when asked if he 
thought it necessary to postpone 
mprenensive classes Cover home ¢ on trom the class. “Two weeks ago the 
entire class of 200 showed up in a 
sleet storm. These people are in 
; , : a terested in building a new home 
Site selection and what to look for in buying a lot. or improving an old one and a lit 
Excavation, foundations, footing, drainage and erection. tle weather won't stop them.” 


Exterior siding, roofing and insulation. How to select and apply Butler was right. When the 
class session began at 7 p.m. all 


these products. “ , im th ; 

: a 200 chairs in the showroom were 
Use of Lu-Re-Co panels for new construction and home remodeling. occupied by dripping, but enthu- 
Application of gypsum board, plastering and interior trim. siastic men and women who paid 


Application of floor, wall and acoustical tile. Installation and as- OS Sor & six-week course in home 
construction. 


sembly of kd kitchen cabinets. 
“We got the idea for these 


yard has to turn away home handymen willing to pay to 





re ssummary ¢ + the ubject 


which began ear n Februar 
y y 
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MULTI-PURPOSE POWER TOOL 
latter 
time 
ma 


was demonstrated during the 


part of one session to show the 
savings possible with this type 


chine 





classes two years ago when we 
found it took a lot of time to an- 
swer each individual customer’s 
questions. Since most of them 
asked the same questions we de 
cided to hold a clinic of some 
kind,” Butler said. “We held our 
first class session early in 1955 
and it proved successful. 

“To bring in really interested 
people, we set a registration fee 
of $5. Last year this fee was re 
deemable in merchandise, but this 
year we’re using it to help pay the 
cost of the classes.” 


Quotas Set. “We use newspaper 
ads to promote the classes and 
specify that we’re limiting the size 
of the classes. This gives people 
the incentive to register early,” 
Butler says. “Last year our quota 
was 150. Three days after the an 
nouncement we were turning down 
applicants. This year we upped 
the quota to 200 and still had to 
turn some students away. 

“For a while we considered hold 
ing the sessions in a hall or audi 
torium,” Butler adds, “but we felt 
it would be better to limit the 
class to people really interested 
in home building and improve 
ments. By bringing the people into 
the showroom, we give them an 
opportunity to meet our staff and 
browse through the displays. 

“We make no sales pitch during 
the classes and ask manufactur- 
ers’ representatives to refrain 
from product promotion. We fee! 
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it isn’t fair to charge someone ti 
listen to a sales talk for any spe 
cific products.” 

Showroom Converted. Wright 
Bachman’s showroom is converted 
into a classroom in about an hour 
by the force Displays 
mounted on casters, are shoved 
aside to make room for 200 folding 
chairs, which are arranged in a 
semi-circle around a small speak 
ers’ rostrum. So everyone in the 
class can hear what’s going on 
the firm uses a portable publi 
address system. If required, a 16 
mm. sound motion picture projec 
tor and screen are set up 


sales 


Curriculum. The comprehensive 
course covers everything from 
site selection to finishing off a 
kitchen. 

“We don’t teach the 
how to use tools or become car 
penters,” Butler says, “but we do 
show them the mary steps re 
quired to build a home.” 

During the six-week session, an 
actual section of a house is built 
in the showroom to demonstrate 
home construction Manufactur 
ers’ representatives or Wright 
Bachman employes demonstrate 
and explain each step in simple, 
understandable terms. During the 
sessions, students are encouraged 
to ask cuestions at any time if 
they don’t understand what’s go 
ing on. 

At one session, Butler intro 
duced the class to the Lu-Re-C« 


students 


Lu-Re-Co 











PANEL CONSTRUCTION ing 
Rhe-Co panel was also demonstrates 
The cla va hown how pan 
could be used for ipid ‘ 


ew home 0 for 





panel system of construction with 
a motion picture and a demonstra 
tion of how the panels could be 


used to either build or add a room 
to a home The tudent 
an interest in this type construc 


howed 


tion and fired many questions at 
Butler, who explained how the 
could use the panel system them 
selve 

Sweat-Equity Homes lo ef 
courage people to build their own 
homes, Wright-Bachman offers 


three alternative methods of hom« 
building 
1. The 
building and 


buyer can do all the 
Wright-Bach 
man furnishes the material! 


Z A contractor erect and fin 


hes the exterior of a home 
built with material fur 
nished by the firm; the own 
er finishes off the interior 
Wright-Bachman home 
planning department’ will 
draw up the plans and ree 
ommend a contractor to 


build the home all ready for 
the owner to move in 


Classes Pay Off. “Checking bach 
on the 150 students we had in ou) 
first class last year, I found we 
sold 10 house jobs to the group 


and several home improvement 
jobs These session have helped 
us develop a hard core of faithfu 
customers who realize we are here 
to help them build or improve 


their homes Butler said 
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BROWSING is encouraged. Students 


. 
Browsing . 
have an opportunity to inspect the 


showroom and the building materials 
displays No sales are made during 
the evening session 


Rain or Snow 





Demonstration 





No Truants At This Dealer’s School | 


Using its showroom for class sessions, this Hoosier 


yard has to turn away home handymen willing to pay to 


learn more about how to make home improvements. 





School For Homeowners 


me renen Ve ¢ ) es cover fr truction from 


re a summary of the subject vered in the six. tw 
~ which beaan early in February 

Site selection and what to look for in buying a lot. 

Excavation, foundations, footing, drainage and erection. 

Exterior siding, roofing and insulation. How to select and apply 
these products. 

Use of Lu-Re-Co panels for new construction and home remodeling. 
Application of gypsum board, plastering and interior trim. 
Application of floor, wall and acoustical tile. Installation and as- 
sembly of kd kitchen cabinets. 











A wind-driven March rain pelt- 
ed the windows of Wright-Bach 
man Lumber Co. as the first mem 
bers of the home handyman class 
splashed across the parking lot 
and into the brightly lit show- 
room. 

“This is one class no one wants 
to miss,”” commented Maurice But 
ler, sales manager of the Indian 
apolis yard, when asked if he 
thought it necessary to postpone 
the class. “Two weeks ago the 
entire class of 200 showed up in a 
sleet storm. These people are in 
terested in building a new home 
or improving an old one and a lit 
tle weather won’t stop them.” 

Sutler was right. When the 
class session began at 7 p.m. all 
200 chairs in the showroom were 
occupied by dripping, but enthu- 
siastic men and women who paid 
$5 for a six-week course in home 
construction. 

“We got the idea for these 
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one 


possible 


two years ago when we 
took a lot of time to an 
individual customer’s 
Since most of them 
asked the same questions we de 
cided to hold a clinic of some 
kind,” Butler said. “We held our 
first class early in 1955 
and it proved successful. 

“To bring in really interested 
people, we set a registration fee 
of $5. Last year this fee was re 
deemable in merchandise, but this 
year we're using it to help pay the 
cost of the classes.” 


classes 
found it 
swer each 
questions. 


session 


Quotas Set. “We use newspaper 
ads to promote the and 
specify that we’re limiting the size 
of the classes. This gives people 
the incentive to register early,” 
Butler says. “Last year our quota 
was 150. Three days after the an 
nouncement we were turning down 
applicants. This year we upped 
the quota to 200 and still had to 
turn some students away. 

“For a while we considered hold 
ing the sessions in a hall or audi 
torium,” Butler adds, “but we felt 
it would be better to limit the 
class to people really interested 
in home building and improve 
ments. By bringing the people into 
the showroom, we give them an 
opportunity to meet our staff and 
browse through the displays 

“We make no sales pitch during 
the classes and ask manufactur- 
ers’ representatives to refrain 
from product nromotion. We fee! 


classes 
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cific products.’ 
Showroom Converted. 
Bachman’s showroom is 
into a classroom in about an hour 
by the force Display 
mounted on casters, are shoved 
aside to make room for 200 folding 
chairs, which are arranged in a 
semi-circle around a small speak 
rostrum. So everyone in the 
hear what’s going 
uses a portable publi 
address system. If required, a 16 
mm. sound motion picture projec 
tor and screen are set up 
Curriculum, The comprehensive 
everything from 
finishing off a 


sales 
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actual section of a 
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home construction Manufactur 
ers’ representatives or Wright 
Bachman employes demonstrate 
and explain each step in simple 
understandable terms. During the 
sessions, students are encouraged 
to ask cuestions at any time if 
they don’t understand what's go 
ing on. 

At one 
duced the 


don't 
use 


S10On, al 
house is Dulilt 
demonstrate 


Butler intro 


the Lu-Re-Ce 


Session, 
class to 





PANEL CONSTRUCTION using 
Re-Co panel it also 


rhe cla 


eould = he 


demon 


hown he 


home 


panel system of construction with 
a motion picture and a demonstra 
the panel 
build or add a 
The student 
an interest in this type 
tion and fired many 
Butler, who explained 
could use the panel system 


tion of how 
ised to either 


to a home 


room 
howed 

truc 
question at 
how they 
them 


con 


selves 

i en 
their own 
offers 
home 


Sweat-Equity Homes 
courage people to build 
homes, Wright-Bachman 
three alternative methods of 
building 

l. The 

building and 
furnishe 


buyer can do all the 
Wright-Bach 
man the materials 
A contractor erects and fin 
hes the exterior of a home 
built with material fur 
nished by the firm; the own 
er finishes off the interior 
Wright-Bachman’ 
planning department 
draw up the plans 


home 
will 
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ommend it contractor to 
build the home all ready for 
the owner 


Classes Pay Off. “Checking back 
on the 150 students we had in our 
first class last year, I found 
old 10 house jobs to the group 
and several home improvement 
jobs. Th ‘sions have helped 

slop a hard core of faithtf 
who realize We 
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PEELED POLES sunk 


tructural strength of this 


— 
| “a 


i ol ; 


in the ground, their ends preservative-treated, form the basi« 
low-cost lumber storage shed 


Pole Sheds for Efficient Storage 


Northwest dealer builds lumber storage 
and shingle sheds for materials handling ef- 


ficiency. 


FORK TRUCK makes short work of getting out of storage 
a pallet-load of asphalt shingles needed to fill a customer 


86 


Modern materials handling equipment and farm- 
style pole-type construction go together like bread 
and butter in the yard of Knecht Lumber Co., Rapid 
City, 8. D. The pole-type construction has been used 
there in recent months to give basic structure for 
two different sheds: one of these affords special 
weather protection for asphalt shingles; the other is 
a lumber storage shed. Each shed was designed to 
be worked with a fork truck. 

The lumber storage shed was built with 10-inch 
poles. The butt end of each pole was treated by a 
modern wood treating method, using a well-known 
preservative material. The poles were sunk into the 
ground at intervals determined by the length of lum 
ber to be stored in each bay. The greatest distance 
between poles is 26 feet. Over the tops of the poles 
a continuous lintel beam was laid. This lintel was 
made of laminated 2x12’s. Depending on the span 
between poles, the number of 2x12 pieces varied. 
Five of them bolted together spanned the 26-foot 
gap. 

The roof of the lumber shed was made with yard 
fabricated roof trusses. Every second roof truss was 
tied down firmly to the lintel beams with steel strap- 
ping. 

The sides of the shed were left open so that the 
firm’s fork trucks could set lumber where desired 
between the poles. Stiffness was given the shed by 
means of cross-bracing between poles 


Asphalt Shingles Palletized 


The butt-ends of the poles used as support in the 
asphalt shingle shed were treated with the same 
preservative material and method used successfully 

(continued on page 168) 
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Minnesota 


PAINTS 


Means MERCHANDISING 


Now ready to help you sell... the 
hottest new colors of 1956 


enamels, plus the Minnhue Color System of 294 


e What are the ten most popular colors for 1956? 
easy-to-prepare colors, you’re ready to do busi- 


The ten most asked for? The ten easiest to use? 


The ten most talked about? 

Minnesota Paints’ merchandising for 1956 
capitalizes on color to the “‘nth’’ degree . . . gives 
you individual campaigns based on each of the 
questions asked above . . . campaigns designed 
to bring color-conscious customers into your 
store ready to buy. With Minnesota’s complete 
line of interior and exterior paints, varnishes and 


2 he 


ness with the products and service they want. 

Minnesota’s complete merchandising program 
includes everything from colorful direct mail 
pieces to special promotions and a Color Plan 
ning Studio equipped and ready to give a cus- 
tom planning service. 

Here’s a program that means action! Step 
number one: mail the coupon below! 


Displays of all v¥ 
types are ready to 
work for you- . 
to catch the eye, < 


to start the sale = Com We 
LE SAWYER & SOM HOWE 


This mail program features “colors 
for '56". Each folder contains ten 
favorite colors based on consumer 


Big, dramatic signs for highway, for 
store are included in Minnesota's 
complete merchandising show 


Big, colorful posters tie-in at point of 
sale. For window or in-store display 
Various sizes. 


survey 





294 consumer 
preferred colors 
in @ compact, in 
dexed color chip 
cabinet—for in 
teriors, exteriors. 


PLUS- 


@ Color Planning Studio 

© Architects, Contractors Promotions 
@ industrial Promotions 

@ School Boord Promotions 

© Farm Promotions 

© Special Promotions 





Newspaper mats, radio scripts, product 
WWterature of all kinds keep selling in 
many woys 


can be used in a variety of woys, 
take little space 











MINNESOTA PAINTS, INC. 
FORT WAYNE ATLANTA 1101 THIRD STREET SOUTH 
\ 4 MINNEAPOLIS 15, MINNESOTA 


MINNEAPOLIS 





4 @ Please send me the Minnesota Paints 


Lalatcete) a2, MERCHANDISING atory. 


PAINTS 
tN —44\ 


OKLAHOMA CITY 


Name_ 


Address__ 





 — State 


ee  F 
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PLYWOOD MARTS, which are springing up from 
coast-to-coast, are usually located in small shopping 
center where drop-in trade comes easy 


PLYWOOD MARTS: 
Another Sharp Competitor 





A new breed of lumber merchants—plywood mart 
operators—are providing sharp competition and woo 
ing a substantial volume of profitable sales from 
long-established yards in many areas. Their success 
is based upon the failure of many lumber dealers to 
fully exploit their market and merchandise plywood 
and other products to the handyman trade 


Basically, the merchandising tactics used by the 
plywood marts are the same used by many successful 
lumber dealers. 


Here’s what the plywood mart operators do that 
many building materials firms fail to do effectively 


Promote plywood to the handyman market, espe 
cially quality hardwoods as the material most 
widely used to finish off new homes and improve 
old ones. 


Take time to explain the relative merits and ad 
vantages of the wide variety of plywoods avail 
able to their customers 


Cut plywood to the customer’s specifications. 
Few handymen need a full 4x8 sheet for a small 
project 


Gear their business to the homeowner market 
and stay open one or two nights a week and 
extra hours on weekends 


Make their store a headquarters for the do-it 
yourself trade 


By hiring competent salesmen, who can help a 
handyman lay out a job and provide him with advice; 
by renting power tools and stocking products aimed 
at the do-it-yourself market, the plymarts are selling 
their customers a substantial volume of repeat 
business. 





Plymart operators differ as to whether an ordinary 
retail yard can adequately provide the same kind of 
personal service they thrive on. Some mart operators 
feel that except in isolated cases, lumber dealers are 
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SELF-SERVICE IS ENCOURAGED by price chart at 
the Plywood Ranch, Belmont, Mass., which frequently 
buys lots of odd-sized pieces to promote at a price 


PERSONAL ATTENTION helps keep custome! 
coming back Seymour Reichlin at U-Do-lt 
Products shop, Niles, Ill., shows prospect how a 
room paneled with cherry plywood will look 
with contrasting ceiling and floor tile 


failing to serve the do-it-yourself market effectively. 


Competent salesmen needed. According to some of 
the plymart operators, the lack of well-trained, com 
petent salesmen is one of the reasons lumberyards 
fail to attract the do-it-yourself trade. 

A plymart calls for a special breed of salesman 
with a flair for merchandising and personalized serv 
ice. This requires a man with patience enough to 
give customers detailed explanations and, where 
necessary, planning assistance. This is the philos 
ophy of the plymarts which are parlaying goodwill 
and an interest in the customer’s problem into a 
stable business based on small, repeat sales 


Personal service pays off. The backbone of the ply 
wood marts’ merchandising policy is the ability to 
offer personal service whether the order is large or 
small. 

For example, a young couple dropped into a ply- 
mart one Sunday morning and chatted amiably with 
a salesman for 45 minutes. Before leaving they 
browsed around and picked up some $40 worth of 
plywood, perforated hardboard, wrought iron legs 
and finishing materials for a cabinet they intended 
building 

In a similar case, a busy lumber dealer muffed a 
sale by not following up an inquiry on a paneling 
job. A young couple visited the yard for an estimate 
and the harried dealer failed to keep his promise and 
mail it to them. 

Visiting a plywood mart, the couple received cour 
teous, personal attention which added up to a $350 
basement paneling package. While at the mart, the 
wife became interested in a $300 power tool as a gift 
for her husband. Following up the paneling, the 
mart operator visited the couple to advise them how 
to handle the installation. 


Wide selection. An excellent example of a success 
ful plywood spec ialty shop Is the Plywood Ranc h in 
Belmont, a suburb of Boston. Products are displayed 
so customers can help themselves. Every conceivable 
type of plywood has been handled by the firm 


Co-owners Charles Rosen and Fred Stiles, with a 


(continued on page 92) 
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Marts Widen Their Lines 


Plywood marts are gradually expanding their 
lines so that they are encroaching more and more 
upon the materials and services offered by the more 


progressive retail lumber dealers 


Some plywood marts are even offering to handle 
complete remodeling jobs. One mart advertised 
these services: custom kitchens, porch enclosures, 
recreation rooms, added rooms, attic remodeling 


and patio packages. 














The famous R-O-W lift-out 
window is now better than ever. 
An entirely new principle of win- 
dow balancing — LIF-T-LOX — 
serves to make these pressure- 
tight windows easier to raise and 
lower. The exclusive new balance 
also makes removal easier, since 
it is now necessary to have only 
enough side pressure to insure a 
good weather seal. The entirely 
self-contained balance works inde- 
pendently, does not attach to the 
sash—does not interfere with im- 
mediate removal. 





WINDOW BALANCE 





R-O-W and LIF-T-LOX are the registered 
trade marks of the K*O-W Bales Company 


R°O-W SALES COMPANY, 1342 ACADEMY AVE. ° FERNDALE, MICHIGAN 
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Any window with wood frame and 
sash provides better insulation 
against heat and cold than a metal 
window. So too, any operating 
window is more practical than 
fixed glass. Fresh air is pleasant, 
the year around —it’s a must dur- 
ing the seasons between heating 
and cooling. Of all operating win- 
dows, none are so trouble-free, 
so economical and so architectur- 
ally versatile as the double-hung 
style. Among double-hung win- 
dows, only R-O-W has the lift- 
out feature, plus the exclusive, 
new LIF-T-LOX balance. 


G@ Lox. 
Nee eee 


R-O-W and LIF-T-LOX are the regtetered 
trade marks of the R-O-W Bales Company 





R-O°-W SALES COMPANY, 1342 ACADEMY AVE. ° FERNDALE, MICHIGAN 
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Vari-Pitch 


..» the Louvers that FIT 
Modern Building Best! 


THEY’RE ADJUSTABLE! 


yf Patented design allows each mod 
sme el to be adjusted to fit several roof 
4 2s mmcmaaiias pitches by lengthening or shorten 
ing baffles. Cuts fitting time to a 
le . minimum makes installation 
“ } fast and simple 


THEY’RE ALL ALUMINUM! 


Rugged heavy gauge aluminum 
construction provides maximum 
strength prevents rusting, 
eliminates maintenance problems 
& x & mesh inside bug screens 
furnished 


THEY’RE ATTRACTIVELY DESIGNED! 


Construction-tested design com 
bines ventilating efficiency with 
attractiveness. Smooth surfaces of 
baffles and frames may be painted 
to match siding. 

Vari-Pitch Louvers are econom- 
ical too. Records show they actual 
ly cost less than the building ma 
terials they replace 


THEY PROVIDE MAXIMUM VENTILATION 


Vari-Pitch adjustable louvers af 
ford the kind of ventilation re 
quired in modern building . to 
meet FHA requirements—to com 
liment air conditioning. See chart 
Clow for the free area of venti 
lation provided by each model. 


10 Vari-Pitch MODELS AVAILABLE 


ay 


| Aaremmypmmmmmmmmmannes cama 


Free Area of 
Ventilation Provided 
(sq. inches) 


26,5” At 6” pitch 
60.0” At 6” pitch 
33.6” At 12” pitch 
437" At 12” pitch 
63.8" At 12” pitch 
76.0" At 7” pitch 
62.0" At 7” pitch 
132” At 7” pitch 
256” At 7” pitch 
343” At 7” pitch 


Variable Pitch 
Min, & Mox 


rise per ft.) 


Model 
Ne 





OL 
63.0" 
49.6" 
767” 
109.2” 
147” 
196” 
348” 
500” 
667” 


6” 2 pitch 
é " pitch 
12° ” pitch 
| 


A338 a” 
A44B 4" 
A506 6” + 
A568 ' y " pitch 
Abes ' 2 ” pitch 
10-4 to 7 " pitch 

' " pitch 

' 

' 

' 


” pitch 


38.5 
46-6 
54.7 

62-6 








o/7 ” pitch 
o 7 ” pitch 











See your jobber or write for information on the complete 
Lo Man Co line of ventilating equipment 


Nation's Largest Exclusive Louver Manufacturer 


Louve "a MFG. & SUPPLY 


COMPANY 
3603 WOODDALE AVENUE «¢ 


MINNEAPOLIS, MINNESOTA 
Circle No. 40 on Coupon, page 172. 
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PLYWOOD MARTS 


(begins on page 88) 





background gained as salesmen for a plywood manu- 
facturer, opened the Ranch in November, 1954. Their 
natural flair for merchandising and promotion has 
built their store into a headquarters for do-it-yourself 
fans in the Boston area. 


Promote the unusual. “We constantly look for new 
materials and plywood by-products to promote,” 
Rosen says. “In fact, we spend as much time looking 
for unusual lots and different types of plywoods as 
we do selling them. If a mill has materials it can’t 
get rid of—odd sizes and thicknesses, rejects or any- 
thing else we can promote, we pick it up and sell it 
at a fair profit.” 

To cut down on its delivery overhead, the Plywood 
Ranch lends customers a cartop carrier free of charge 

at a $5 deposit. This pickup system is gaining 
popularity and taking some of the load off the firm’s 
delivery truck. 


Advertise bargains. All plymarts advertise regu- 
larly and their newspaper ads feature bargains. 
These are usually plywood or some other items on 
which the operator is willing to cut his profit margin 
to build store traffic. These are often odd lots or dis- 
continued lines. 

However, most stock in a plymart bears the same 
price ticket as that found in a lumberyard. The low 
priced special is merely used to entice customers into 
the store and enable the operator to sell them a better 
product—-at a higher price. 

Another reason for featuring low prices is to com- 
bat the idea that because the plywood mart is a 
specialty shop it’s high priced. 


Use special promotion. In addition to advertising 
bargains, the plymarts offer some promotional idea 
regularly. One mart offers a monthly prize to en- 
courage customers to enter their best home workshop 
project. Several plymarts conduct regular do-it-your- 
self demonstrations with their own salesmen or by 
manufacturers’ representatives. 


Promote hardwoods. Mart operators agree that 
hardwood plywood forms the core of their business. 
This material is fast catching on with home workshop 
enthusiasts, who want to achieve the professional 
touch possible only with hardwoods. These handy- 
men are also learning how to improve their home 
interiors with hardwood plywoods. 

Realizing that the average handyman doesn't fully 
appreciate the advantages of different plywoods, the 
mart operators have found it profitable to take time 
to help him select the best type for the job. After 
he’s made his choice, they’ll cut it to size for him 
and give him tips on how to use it properly. 


Marts expanding. From their modest beginnings, 
the plywood marts are expanding. They are taking 
on power tools, paints, floor and ceiling tile, plastic 
laminates, KD lines of furniture, doors, windows, 
awnings and practically every building material with 
the exception of dimension lumber, 

On Chicago’s south side, a plymart sells complete 
kitchen remodeling jobs featuring custom-built cabi 
nets. It advertises for attic finishing jobs, basement 
rooms and porch enclosures. 

Through sharp, aggressive merchandising, the ply- 
wood mart operators are making inroads into the 
lumber dealers’ market and they’re doing it by using 
the same weapons the dealer has available, but in 
too many cases fails to use. 
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More people buy 
Super Kem-Tone 

and Kem-Glo 

than any other paints 


Popular KEM 
They're presold by COLORS 
more consumer adver- and easy 


TINTING 
a so simple 


to Use 
ou than any other With be% work 
esi both Alkyd ang 


paints ..- 1956 bigger Latex Paints! 


than ever! 





| 
...no wonder Super Kem-Tone and — 
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looks P ; —a a j 
sind Washes Like Baked ™ 


eal 


Made and Distributed by the Allied Paint Leaders of the World 


The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit « John Lucas & Co., Philadelphia 
W. W. Lawrence & Co., Pittsburgh « The Martin-Senour Co., Chicago 


The Lowe Brothers Co., Dayton « Rogers Paint Products, Detroit 


Kem-Glo make more money for dealers! 
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REDWOOD, gla and metal are featured on the exterior of Lowry Lumber Co., cleanly-designed new showroom. The build 


ing Is brilllantly floodlighted at night. Customer parking is in the yard area 


Forced Moving Proves “Blessing in Disguise” 


When asked to move, the Lowry Lumber Co., Minne- 
apolis, built a striking new showroom and warehouse that 
increased sales, stimulated merchandising ideas. 


Back in 1951, the Lowry Lum and the Mississippi river,” Roy 
ber Co., Minneapolis, was con Hickson, president and manager 
fronted with a problem of the company, recalls, “and 

The industrial plant, from were left with the choice of clos- 
which the lumber company leased ing down or moving. As it turned 
its land, wanted to expand, out, the forced move was a bless 

“We were between the plant ing in disguise.” 


LABELED storage racks encourage self service by the do-it-yourself customer 
The labeling also helps Lowry salesmen locate merchandise without effort 


96 May 14, 


“In the old location,” says 
Hickson, “the yard was in a lim- 
ited area and much of our inven 
tory was scattered. For example, 
our millwork was in a warehouse 
six blocks away. We had stock 
our customers didn’t know about.” 

The fact the yard was on the 
river’s edge and was “out of 
sight” of potential customers was 
uppermost in Hickson’s thinking 
when the decision to move was 
finally made 

The company bought a 600 x 
300 lot, four blocks east of the old 
location on a well-traveled street 
and Hickson, himself, drew up 
the yard plans and did the pre- 
liminary drawings for the build- 
ings 


Uses Floodlights 

The large open yard area is 
planned for ease of operation and 
free movement that is of prime 
importance to Hickson. A_ 600’ 
spur railroad track runs along 
one side of the yard 

“We only have to handle our 
lumber once,” Hickson points out 
“We unload from cars directly 
onto the lumber piles adjacent to 
the spur or run conveyors to take 
it across to the second row.” 

There are 60’ alleys between 
the rows of lumber—space enough 
to handle semi-trailer trucks 
when necessary. 


Advertising Program 
The company carries on a 
planned advertising campaign 
aimed at the do-it-yourself trade 
(continued on page 98) 
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DU-8 Sander — Fastest 
cutting machine in the 
rental field 


C-5 Edger — Perfect for sand 
ing hard-to-reach spots 


That's right, the profits pour in endlessly. Just ask the man 
who has a Clarke rental department. He'll tell you that in 
practically no time at all, the Clarke machines pay for them 
selves in rental fees alone. From then on, it’s pure profit. And 
right from the start, you'll profit handsomely from sales of re 
lated do-it-yourself items including sandpaper, filler, wax and P-12RS Rug Sham- 
steelwool. You'll be surprised how a Clarke rental department poo Machine—For 
» . . » easy, thorough 
increases store traffic, brings in new customers for everything shampooing of ell 
you have to sell, steps up profit with no increase in overhead. rugs and carpets 
The Renta Clarke Profit Plan offers you the most complete 
selection of promotional aids in the rental field — window 
streamers, posters, shelf strips, postcards, newspaper mats, 
flasher sign, instruction booklet — to establish your store as a 
Clarke rental equipment headquarters. It’s a complete mer- 
chandising plan, pioneer of the do-it-yourself rental field, 
P-12 Floor Main- 


designed to build big, endless profits for you. Clip coupon for cotestenttnnia 
polishes, waxes, 


full details. 
and steel wools 





! "I 
im «GET SMART — REN ARKE [oe 


- 
Send me a FREE copy of your 16 page booklet i ; 
about the Renta Clarke Profit Plan. Dept. 465 vy 


wt = 
~~ Name i 

c 54 

: 





larke 


SANDING MACHINE COMPANY 


465 East Clay Avenue, Muskegon, Mich. 
Authorized Sales Representatives and Service 
Branches and Distributors in Principal Cities 


Store 


In Canada: Street 


Clarke Sanding Machine Co, (Canada) Ltd 
21 Advance Road, Toronto 18, Ont 


I 
| 
I 
| 
| 
| 
| 
| 
| 
| 
| 
{ 


City 
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FORCED MOVING 


(begins on page 96) 





and stresses home 
financing. That 
cludes: 

1. Billboards, 16x10’, erected 
at major highway intersections. 


2. Three one-minute radio 
spots daily during the “Game of 
the Day” sports broadcast which 
emphasize repairs, fences and ga- 
rages. 

3. Three 


scattered 
newspaper. 


improvement 
campaign in- 


or four Sunday ads 
throughout the local 
They use a 2 x 8” ad 


on package garages; a 1 x 3” ad 
on a package cottage and a 1x 4 
or 5 inch ad on lumber. They also 
run an occasional ad on plastic 
tile. 

Although the firm's advertising 
budget is large, Hickson feels it’s 
worth it. “There’s no point in put- 
ting merchandise away on the 
shelves to gather dust. You have 
to tell ’em what you’ve got if you 
expect them to come in and buy 
it.”’ 

Encourages Self-Service 

“IT suppose it’s as close to a 
self-service idea as you can get in 
this business,” he laughs, point- 
ing to the well-labeled racks. 





- edioie 
$49 Profit Per Sq. Ft. 


of floor space! 


(Based on 2'/ times turnover per year) 


> The ROPE RETAILER 


with Famous WATERBURY 
“BLUE MARKER” Manila Rope 


* Takes up only 3'/ sq. ft. of floor space... 
attractively displays the six sizes which 
sell — '4", Vis”, *%", 


y 
mS 


a PBURY 


FOUNDED 
.. 1816 


Display Stand at 
NO CHARGE 
with Initial Order! 


Vy", 4”, 3/4", 


| %* The only customer packaged manila rope on patented 
a continuous reels, ready to sell in packaged and cut lengths. 


* Eliminates coil rope — reduces handling to a minimum. 
* Saves valuable storage space — six '/ coils require 


4 times as much space. 


BIGGER TURNOVER + STEADY REPEAT BUSINESS 
SMALLER INVESTMENT 


Sells MORE Rope! Makes Higher Profits! 


Ask Your Wholesaler About the WATERBURY 
ROPE RETAILER or Write Direct for Nearest Distributor. 


| WATERBURY COMPANY : 


88 WALLABOUT STREET 


BROOKLYN 11, 


Circle No. 45 on Coupon, page 172, 
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Customers can walk into the 
shed, locate what they want, and 
see what they’re getting as far as 
quality and price is concerned. 
Having everything well marked 
also helps the staff locate mer- 
chandise without effort. 

“We have more lines now and 
can get at it and show it to best 
advantage,” the firm manager 
says. 





HOW’S YOUR BUSINESS 
(begins on page 40) 





Weather Halts Building 


Though adverse weather has 
hampered all construction activity 
in this area for the past three 
months, we expect this year to be 
as good, if not better, than 1955. 
There’s a backlog of orders and we 
haven’t felt any materials short- 
ages. We’ve had some trouble with 
financing. 

A stepped-up newspaper cam- 
paign and outside salesmen will be 
used to build sales volume of home 
improvement packages. This should 
take up some of the slack in the 
annual sales volume created by the 
bad weather earlier.—L. H. Land- 
graf Lumber Co., Cape Girardeau, 


Mo. 
Shortages Hurt 


One reason that business is bet- 
ter for us so far this year is be- 
cause of more building at a nearby 
military installation, which has 
been placed on a permanent status. 

We have shortages of sheetrock 
and the better grades of lumber. 
Smith Bros. Lumber Co., Enter- 
prise, Ala. 


Branch Yard Pays Off 


Opening a branch yard for the 
convenience of contractor custom- 
ers last December has helped im- 
prove our business and our sales 
figures are ahead of last year’s. 
We're still having trouble keeping 
our stocks of gypsum products 
ahead of demands, but there’s noth- 
ing we can do about it. 

To increase sales of home im- 
provement and remodeling pack- 
ages we’re using more direct mail 
and newspaper advertising to de 
velop leads.—J. B. Blanton Co., Inc., 
Frankfort, Ky. 


Salesman's Commission 


For all financed sales to contrac- 
tors and consumers, we give the 
salesman a 2!%% commission. This 
incentive for bigger sales costs us 
no more because we would normally 
give cash customers a 214% dis- 
count John M. Mason, manager, 
A. Mason & Sons, Inc., Plattsburg, 
i 
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Another 


Area of Condensation © 2% 


banished forever! 


* THESE 

ROOFING PANELS 

* DRY THEMSELVES 

BY WEATHER AIR 
VENTILATION 





In the last large area of condensation — in and under the roofing — 
vapor barriers have failed to give anything but a partial answer 
Wilson Air-cor Roof Decking now gives the final, complete answer 
with a scientific method of removing moisture from the decking 
itself — by weather air ventilation. 

Architects and builders are no longer limited — by local condi- 
tions of climate — in their selection of the finished roofing material 
For any type of structure and any pitch of roof, Wilson Air-cor pro- 
vides the dependable roof decking 

126 days of testing by the Engineering Research Department of 
a leading State University demonstrated “the feasibility of actually 
drying a wet roof of the Air-cor type by weather air ventilation,” 
The published report recognizes the impracticality of a pertect vapor 
barrier. With Wilson Air-cor, there is no need for a perfect barrier 
The revolutionary principle of ventilation embodied in Wilson 
Air-cor Roof Decking overcomes the severest conditions of humidity 
and temperature. Extensive research and actual use prove that Wilson 
Air-cor makes condensation a problem of the past 

The description of this remarkable product in the Homasote 
Handbook begins: “The panel consists of 2 x 2 wood members 12” 
o.c. nailed and glued between two pieces of '49” Homasote. On the 
lower inside of the Wilson Air-cor Panel there is %” of batt type 
insulation, with a vapor barrier on the bottom side, and a ventilated 


15/32 OR 5/4 
HOMASOTE 


WILSON 

AIR-COR 
ROOFING 

PANELS 


15/32” HOMASOTE — WITH LINEN, 
STRIATED OR WOOD-TEXTURED 
SURFACE OR SOTE ASBESTOS BOARD 


HOMASOTE conrany 


At each end there are two small wood blocks 
to support the Homasote. With only these two small blocks, there is a 
Air en 
blocks over 
and insect-free air circulates the length of the roofing 
The Handbook 


ing instruction 


paper on the toy ile 
width of 16” at each end for air to flow from panel to panel 
ters at the roof edges—where a rake mold is nailed on 
screen witt 
continues with specifications, test data, and build 
For example, you may be surprised to learn that the 
and filler has been taken care of with the Wilson 


Air-cor Ridge Panel. You will be happy to find that Wilson Air-cor 


problem of ridge 


is actually a finished ceiling—with three beautiful under-surfaces to 


Asbestos Board). Accurate tables and 
complete diagrams give the right information, from width of ridge 


choose from (or even Sote 
required for any number of courses, even to pre-drilled nail holes 
just one more example of the knew-hew of the Homasote Handbook 
The new 68-page Homasote Handbook has the right answers to 
99 other building problems—answers backed by 46 years’ experience 
in the making of quality materials. We are proud of this book, and 
have confidence in its basi 
value to every architect, 
May we 
Kindly 


iddre Department k-/ 


builder, and dealer 


* Homasote 
la lelile]eYotey 7 


send you a copy 


WEATHERPROOF 


HOMASOTE 


INSULATING - BUILDING 
BOARDS 
in 5iZES UP TO 
/ 
8'x 14 


a, 


BATT TYPE INSULATION 
ENCASED IN 
VAPOR BARRIER PAPER 
IN A WIDE VaRieTy 
OF FORMS AND THICKNESSES 


MOMASOTE ¢ 
TRENTON 3 ise any 


Poreterte-ory ot Qretty Pretec, Vmes — 


TRENTON 3, NEW JERSEY 


SUILDING PRODUCTS MERCHANDISER 


Circle No, 43 on Coupon, page 172. 
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INDIANA DISTRIBUTOR J. F. Dona- 
hue poses before the Incentive Center 
which he developed as part of a sales 
training program for retail dealers in 


the area 


Besides furnishing 
ficient ervice inspiring 
building materials’ dealers to do a 
better consumer selling job is 
building good will and working to 
the mutual advantage of an Indi 
and the yards he 


prompt, ef 
retail 


ana distributor 


services 


Believing that proper education 
is the basis of good selling tech 
niques, J. F. Donahue, president 
of the board, Great Lakes Distrib 
uting Corp., South Bend, developed 
a concentrated training program 
for retail yard employes 


“As we see it,” Donahue say 
“the distributor's job is more than 
just selling, delivering and collect 
ing. A distributor can do a lot to 
help a dealer improve his sales 
staff so it can do a more effective 
consumer selling job. This train 
ing will directly affect, not only 
the retailer's sales and profits but 
the manufacturers’ and distribu 
tors’ as well,” 

Donahue started the rctail sales 
training program at Great Lakes 
about five vears ago. At a sales 
meeting one of the firm’s repre 
sentatives suggested that it would 
help the whole chain of distribu 
tion, from manufacturer to con 
sumer, if employes at the point of 


sale could do a better selling job 


Eventually, after several false 
starts, Donahue, a convincing 
speaker, developed a training pro 
gram around the theme, “You 
Can't Win With a Loser.” The 
sales meeting squeezes the equiva 
lent of many hours of training 
into a 90-minute session The 
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Distributor Inspires 


Better Retail Merchandising 





Read how these three guideposts aid a Master 


Wholesaler in the midwest: 


1. Special classes for retail employes 


2. Careful selection of new lines 


3. Compensation based on incentive 


Great Lakes name and its products 
aren't mentioned during this pe 
riod. The emphasis is on demon 
strating how to best serve the cus 
tomer no matter what product is 
sold 

“We tell the dealer’s employes 
just what the dealer himself would 
tell them,” Donahue says. “If the 
dealer spoke of profits and incen 
tives it might sound selfish coming 
from him. As a third party, we 
can reach the truck drivers, office 
girls and yard crews in a manner 
the boss never could.” 


Donahue and three other Great 


Lakes officials have presented the 
program to 45 different groups in 
18 months. Some of the meetings 
were held in the dealers’ show 
rooms, some in the Incentive Cen- 
ter behind Great Lakes’ main office 
in South Bend. 

The building formerly was the 
firm’s retail outlet before it went 
100% wholesale. Equipped to seat 
65 people comfortably, the meeting 
room is air conditioned and 
equipped with a large screen, pro 
jector and a film library. A kitchen 
makes refreshments possible. For 
regular dinner meetings, a caterer 





men to be treated. 


to salesmen. 


sary. 





A Statement to Salesmen 


An indication of the attitude Great Lakes Wholesale Distributing 
Corporation has toward salesmen is reflected by this statement, which 
hangs in its offices at South Bend, Logansport and Fort Wayne. 


Our buyers will treat you as we would like our sales- 


This firm has no restricted hours in which to talk 
Your time is valuable—your calling on 
us indicates your interest in our merchandising. 


We ask that you take no more time than is neces- 
That we shall appreciate. 
available to you for forwarding mail, the use of a desk 
while waiting, road information or local telephone 
service. We are glad to be helpful. 


Our facilities are 
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J. F. Donahue, right, have cut admin 


MODERN ACCOUNTING METHODS installed by 
product 


ales of specific 


] irea el ced 


istrative costs and help pinpoint 


food prep 


handles the details of 
the 


aration. As an example of 
care that went into equipping the 
Center, Donahue spent 


Incentive 
selecting comfortable, 


some time 
upholstered folding chairs for the 
Center 

Donahue’s_ incentive plan 
based upon showing the dealers’ 
employes that it’s wisely selfish to 
do a better job every day because, 
in the long run, they’ll be helping 
themselves and their families as 
well as their employer. His talk, 
“You Can’t Win With a Loser,” 


stresses that the employe’s success 
the success and 


1s 


is based upon 
growth of the firm he is working 
for. 

Generates enthusiasm. In his 
meetings, Donahue encourages his 
listeners to be good salesmen by 
making people like them. 

“Cooperation, honesty and ap 
pearance,” he says, “help make 
people like you. And when they 
like you, they like to do business 
with you. 

“Strive to be better than aver 
age,” he urges, “and don’t get dis 


There may be times 
PLASTIC LAM!NATES are a fast-moving item I 
x at Fort 


This photo shows part of its stoc) 
) inve of th product 


inventor 


the Great Lake 
At the South Bend warehou 


couraged. 
when it seems your efforts are un 


noticed, but rest assured, if you 
(continued on next page) 


the firm maintains a $50,0( tory 
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Burtpinc Propucts MERCHANDISER 








DIAGONAL STACKING opens aisle space for 


maximum use of floor area for 


mechanical handling of palletized materials at the firm’s Fort Wayne yard 


times and 


keep abreast of the 
rewarded 


alert, you'll always be 
for merit.” 


Glamorize products. Emphasiz 


ing that building materials can be 

glamorized into a part of a pack 

age called home, Donahue says: 
“No product has the appeal of 


ours—the American home. Tell 
me, if you can, any other subject, 
around which you can build a 
greater sales story. Do you know 
of any other subject that can gen- 
erate as strong a desire as owning 
your own home? We haven't appre- 
ciated the fact that we control the 
products around which we can 
build something with real sales 
appeal.” 


Closing the sale. “When closing 
a sale,” Donahue says, “remember 
the last impression is as important 
as the first. Don’t hesitate to tell 
a customer how nice it was to 
serve him. Show how anxious you 
are to please. Be free with your 
thanks, but don’t be abrupt. Some 
times salesmen say thank you too 
abruptly and create the wrong im 
pression.” 


Keep abreast. Donahue urges 
his listeners to take periodical re- 
fresher courses and keep abreast 
of the industry through trade jour 
nals, 

“Our industry is blessed with 
some wonderful journals,” Dona- 
hue says, “and I feel employers 
should have copies sent to their 
employes’ homes. From the edi 
torial matter and the advertising 
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pages you can find a wealth of 
useful information. 

Besides its retai! sales training 
program, Great Lakes prides itself 
on its fast, efficient service made 
possible by two branch yards in 
Fort Wayne and Logansport. 

Founded in South Bend in 1940 
the firm is still expanding. To 
service more than 1,000 retail 
establishments, Great Lakes has 
14 salesmen who cover eastern 
Illinois, southern Michigan, west 
ern Ohio and northern Indiana. 


Sales analyzed. Salesmen send 
daily reports, along with their or- 
ders from retailers. The reports 
list calls made and products or- 
dered. This information is used 
to analyze sales by city, county 
and state. Salesmen who are tardy 
making their daily reports receive 
collect telegrams. 

The data from these report 
sheets is entered on IBM cards for 
mechanical tabulating and sorting. 
Running the cards through the 
machine makes it possible to get 
a sales breakdown for any county 
or city for any given period, and 
the total sales of specific products 
by each salesman. Great Lakes 
also uses an accounting machine, 
which coordinates several billing 
operations and helps cut adminis 
tractive costs. All billing for the 
main yard and the Fort Wayne and 
Logansport branches are handled 
in South Bend. 


Stock lists. Each week Great 


Lakes mails out an eight-page 
stock and price list to more than 
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1,000 retail dealers. Each list is 
imprinted with the address of the 
branch yard nearest the dealer. 
To centralize distribution and 
minimize costs, catalogs, specifica- 
tion sheets and other direct mail 
material are sent from the South 
tend office. A special mimeograph 
and mailing department handles 
all this work. 


Selecting products. “With so 
many diversified building mate- 
rials products on the market we 
have to be selective about the lines 
we handle,” Donahue says. “We 
feel if we can’t conscientiously 
promote a product we shouldn't 
stock it. 

“In choosing new products we 
seldom add a line the first time a 
salesman calls. It takes about six 
weeks before we make a final de- 
cision. 

“First we discuss the product 
with our salesmen after they have 
inspected it and studied its possi- 
bilities. Then our salesmen make 
informal inquiries among their 
customers to learn if there is a 
possible market for it. At a later 
sales meeting we make a final de- 
cision. Since our sales force had 
a hand in picking the product, 
there’s no excuse for not promot- 
ing it.” 

Salesmen’s compensation. “We 
have developed a plan of paying 
our salesmen on a gross profit 
basis,” Donahue says. “This plan 
is bound to bring out the best in 
every man because he is actually 
in business for himself. It may not 
be of much interest to a poor sales 
man, but an ambitious one who is 
planning for his future sees in this 
pattern of payment an opportunity 
to make full use of his time and 
talents. 

“This plan stimulates our men 
to sell those products on which we 
realize better profits, but in no 
way deters him from selling what 
might be known as bread-and-but- 
ter items with a small profit mar- 
gin. 

“This plan has been so success- 
ful that two years ago we put into 
effect an incentive plan for our 
warehouse foremen and_ their 
crews. This plan has cut our han- 
dling costs and reduced warehouse 
overhead besides simplifying ac- 
counting and encouraging our men 
to greater efforts.” 

ty maintaining adequate inven- 
tories, prompt deliveries and com- 
petitive pricing, the firm has ex- 
panded continually since 1940 and 
further additions are planned. 
Last year the firm opened a new 
warehouse in Fort Wayne, which 
is a model of efficient materials 
handling methods. The main ware- 
house in South Bend maintains a 
product inventory of more than $1 
million. 
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‘FOR CONCRETE SLABS AND 
FLOORS! Lay Ger-Pak flat, over- 
lapping edges six inches to pro- 
tect against cement-water loss. 
After pouring concrete atop Ger- 
Pak and levelling, cover lightly 
with water, then cover entire slab 
with Ger-Pak, No further water- 
ing needed, you get perfect cures 
every time, After cure is complete, 
strip off Ger-Pak and re-use. it 
never rots. 


OVER STUDDING OR SUB-FLOOR- 
ING! Staple Ger-Pak over studs 
on warm side of room, or lay flot 
over sub-flooring. Blocks passage 
of vapor, and moisture, protects 
against fungus. So easy to handle 
one man can do the job! Ger-Pak 
is available up to 20 feet wide... 
covers with fewer laps. So costs 
less to install than any other 
vapor berrier! 


PROTECTS TOOLS, MACHINERY, 
CONSTRUCTION. Rain, humidity 
afd dew sealed out when any- 
a 
Ger-Pak polyethylene film. So 
tough it stands up to heavy winds. 
Get all the facts today! 


Pioneers in modern plastics for over 30 years! 


Burping Propucts MERCHANDISER 


Here’s a big new high- 
profit seller for you! 
Low in cost—better and 
longer lasting than any 
other vapor barrier 





known. 


Ger-Pak, the film with so 

many amazing new uses. Ger-Pak 
polyethylene film gives complete 
moisture and vapor protection... 
permanently! Goes up quick and 

easy! Costs less to install than any 
other type of vapor barrier — even 

the cheapest! Stays tough and flexible 
in all climatic conditions down to 


minus 70° F, Completely dustproof 


Created by Gering, manufacturers of 
high-quality plastics for over 30 years, 
Ger-Pak comes up to twenty feet wide 

in rolls of 100 feet or more. Easily handled 
too —one man carries two or three 

rolls with ease. Available transparent or 
black color. For complete details 

and free sample, mail this coupon. 


Don't delay — mail now. 


Look for our ads in 
HOUSE & HOME + AMERICAN BUILDER 
ARCHITECTURAL RECORD 
MAIL COUPON 
FOR FREE SAMPLE! 


GERING PRODUCTS INC. 
Kenilworth, N. J. Dept. AL 


POLYETHYLENE FILM For complete details and free sample, fill out coupon 


GERING prooucts, Inc. 


KENILWORTH, WN. J. 


and attach to Company letterhead. 

———— 

Company — ensikat sonitiiaess | 
Address —— \" 
City . Zone___ State — 
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YOUR AD OF THE WEEK 





No. 59 of a Series 


‘56, the Year to Fix (and to Advertise) 


Operation Home Improvement brings to our indus 
try not only its first big group effort, but also probably 
the only year long promotion of this type ever spon- 


sored by any industry! 


National magazines, newspapers, and manufacturers’ 
advertising are providing tremendous support—urg 
ing homeowners in every community to put home im 
provements at the top of their buying lists. Tie-in 
ads like these will help you reap the benefits of this 
yreat campaign 


1 - col x 12” ad 
using ADservice 


mats Nos. 3, 102, 2-col, x 12” ad using ADservice 


15 mats Nos. 114, 90, 93, 81, 187. 
| 

| We'll help you ‘| SIGNATURE CUT HERE 
‘REMODEL 


Barn, 


what this seal means to YOU 


“g: 
iy) 


"a 


Ow Home improvement! sxperts will help you with 
idees ... evtimetes ... errengements for facncing nd constrection 


* NO MONEY DOWN 





© SMALL MONTHLY 
PAYMENTS 


Faas 
{ = @ 
MODERN KITCHEN 
LOW AS ‘00 PER MO. 


14 x 22’ GARAGE 
LOW AS 00 PER MO. 


PORCH ENCLOSED 
LOW AS ‘00 PER MO 





BATHROOM TILED 
LOW AS ‘00 PER MO. 








A NEW ROOF 


ATTIC FINISHED LOW AS ‘00 PER MO. 


LOW AS ‘00 PER MO 





YOUR NAME YOUR NAME 


ipicmdiiebedll 


(FOR YOUR AD-IDEA FILE) 


It’s easy to make up attractive, interesting ads 
like these with ADservice mats. Your newspaper will 
set type. Write American Lumberman for free book 
showing 254 mat illustrations available, plus layout 
and copy ideas 


3-col. x 15” ad using ADservice 
mats Nos. 114, 117, 90, 136, 138, 93, 
81. 


YOUR NAME OR SIGNATURE CUT HERE 


what this seal means to YOU 


Operation Home Improvement is « nation 
wide effort .. . organized to help home owners 
protect their investment and increase their 
enjoyment of home through high stand 
ards of maintenance and modernization 
Our use of this official seal is our pledge to 
assist and advise you in every practical way 
on your home unprovement projects m 
choice of materials, methods of financing 


and construction 


Our Home Improvement experts will help you with 
ideas... estimates... arrangements for financing and construction 


BATHROOM TILED ADD A ROOM 
LOW AS *00 PER MO. LOW AS ‘00 PER MO. 


ATTIC FINISHED RECREATION ROOM 
LOW AS °00 PER MO. LOW AS ‘00 PER MO. 


NO MONEY DOWN! 


Easy Payment Plan | 
Your Rents | Weal | 
| Purchose | P ments 


= 14’ x 27’ GARAGE 
LOW AS ‘00 PER MO. | LOW AS ‘00 PER MO. 








YOUR NAME 
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DUALINE Eis a 


stipine CACMME) BI-RAIL” SERIES 8900 


DOOR 
HARDWARE with Interchangeable Hangers for both 3/," and 134,” Doors 


Maximum Door Weight 60 Ibs 


DUAL PURPOSE HARDWARE loaded with quality features 
for your customers — and every profit feature for you. The inter 
changeable series 8900 hangers fit two different door thicknesses 
Permits you to reduce inventory by carrying just one size set 
in stock to fit both %4” and 1%” doors 

HANGER 89° 

ON FRONT LOW HEADROOM - Only 1%" required between door and header. 

ele) e) Mae) me)” 

NSTALLATION SOLID ALUMINUM JUMP-PROOF TRACK — High strength 
extruded aluminum provides smooth, straight, rustproof surface 
for extra quiet, fingertip operation 


EASY INSTALLATION ~ Doors lift in or out of track without 


removing hangers 


NYLON WHEELS Permanently lubricated for quiet, efficient, 


ai | N NYLON WHE 


cia salted i SIDE MOUNT HANGERS — are adjustable; made of zinc Lusteron 


Or REAR 
‘ plated steel. 
[ele] mae) | 


“ALL-IN-ONE” 


Opening Track Set 

Width Length No. 

PACKAGED SETS For two 2°0” By-Passing Doors 47” 461," 8948 
For two 2'6” By-Passing Doors 59” 58," 8960 
AVAILABLE IN For two 3'0” By-Passing Doors 71” 70," 8972 
THE FOLLOWING SIZES: For two wider By-Passing Doors 96" 8996 


Extra hangers and floor guides also available separately for three and four door installations 


Get full details from your jobber. Ask him about Sales Displays, or write. . 


ACME APPLIANCE MANUFACTURING CO. 


® 35 SOUTH RAYMOND AVE. ©* PASADENA 1, CALIF. 


SUILDING Propucts MERCHANDISER Circle No. 47 on Coupon, page 172. 





Manufacturer News— 


Boom in Expansion Programs 


CELOTEX CORP. 


The Celotex Corporation has em 
barked on a $22 million expan 
sion program, It is acquiring from 
the Ford Motor Company and the 
Ford Motor Company Fund 242,- 
000 acres of timber rights and 
timberland and a 176-acre plant 
site in the L’Anse area of Michi 
gan'’s Upper Peninsula 

The purchase agreement put the 
price at $6,850,000, Celotex plans 
to build a $6,100,000 plant at 
L’Anse which will increase its 
fiberboard capacity by more than 
20 per cent. 

The expansion program also in 
cludes a new gypsum board plant 
and plaster mill near Fort Dodge, 
lowa, at a cost of $6 million and 
a $3 million mineral fiber acoustical 
tile plant near Pittston, Penna. 


WHITING & KUTCH LUMBER CO. 


With the purchase of the Oak 
Creek Lumber Co. in Flagstaff, 
Ariz., the Whiting & Kutch Lum 
ber Co. is stepping up operations 
both in Flagstaff and Holbrook. 
Whiting & Kutch bought the Oak 
Creek facilities recently for the 
sum of $250,000 


UNITED STATES GYPSUM CO. 


Plans for a 40% increase in the 
production capacity of its Lisbon 
Falls, Maine, insulation board 
plant are announced by U. 5. 
Gypsum of Chicago. The Lisbon 
Falls plant produces insulation 
board tile, plank, building board 
and sheathing for residential and 
commercial! structures, as well as 
insulation formboard for indus 
trial roofs. It serves a 153-state 
area in the northeast. 
the 
scheduled 


enlarged 


Completion of 
for 


plant facilities is 
April, 1957. 


B. C. FOREST PRODUCTS, LTD. 


B. C. Forest Products, Ltd., is 
beginning construction work on a 
$400,000 expansion of its plywood 
division at Victoria, B. C. The new 
facilities will provide a 15 to 20% 
increase in the plywood finishing 
department of the plant. Con- 
struction includes 7,550 square 
feet of floor space to accommodate 
a dryer and 9,600 square feet of 
additional floor space to be used for 
making specialties through further 
manufacture of standard plywood 


Ships Orders 48 Hours after $750,000 Fire 


HELICOPTER VIEW of 
the Cleveland 


of Gibson- Homans Co 


which destroyed plant 
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$750,000 fire 


Shipment of orders within 48 
hours after a $750,000 fire ravaged 
its Cleveland production facilities 
was reported by the Gibson-Homans 
Co., manufacturer of roof coating, 
glazing and calking compounds and 
protective coatings. Within minutes 
after it was evident that the build- 
ing would be destroyed, company 
officials met to discuss future pro- 
duction plans. President Norman 
M. Cornell said, “An immediate 
step was the leasing of company- 
staffed production facilities in 
nearby manufacturing plants; a 
second step was the establishing 
of complete offices in a Cleveland 
hotel.” 

At present the firm’s warehouse, 
untouched by the fire, is being fitted 
with production equipment to aug- 
ment output from leased facilities 
and is the central labeling and ship- 
ping point. In addition, the com- 
pany’s Matawan, N. J., and Con 
yers, Ga., plants are on 24-hour 
shifts to keep pace with existing 
orders 


Vay 
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HORIZON DOOR CO. 


HORIZON DOOR CO., Glendale, Calif., 
is now housed in two new, modern 
buildings, with the recent completion 
of the second building (above). The 
new building has just been occupied 
by Rolls Sliding Aluminum Window 
division of Horizon 


UNITED STATES PLYWOOD CORP. 


S. W. Antoville, president, re 
ports that the U.S. Plywood Corp., 
New York, N. Y., has formally 
acquired the assets of Youngs 
Bay Lumber Co., Inc., comprising 
more than 500 million board feet 
of timber in and around Roseburg, 
Ore., a sawmill in that area, and 
other assets. 


DIAMOND MATCH CO. 


The Diamond Match Co., Chico, 
Calif., is beginning construction 
on a new $15 million plant at Red 
Bluff, Calif. Robert G. Fairburn, 
president, says, “The plant will 
be a completely integrated forest 
products manufacturing opera- 
tion. 

“In addition to the facilities for 
processing lumber,” Fairburn 
adds, “Diamond plans include a 
molded pulp mill which will con- 
vert wood residuals into fiber 
products.” 

The new plant, located on a 400- 
acre site, is expected to be in full 
operation by next year. 


NUDOR MANUFACTURING CORP. 

A new building to be started 
shortly plus the purchase of ad- 
jacent property will increase the 
production capacity of Nudor 
Manufacturing Corp. of North 
Hollywood, Calif., by 100%. This 
new expansion brings to three the 
new buildings built by this manu- 
facturer of sliding glass doors in 
the past six years. 


CLARK EQUIPMENT CO. 


This month the Clark Equip 
ment Co. of Battle Creek, Mich., 
is starting west coast operations 
in a 40,000 square foot structure 
in Richmond, Calif. 

“The building will be used as a 
modification center and parts de 
pot for slow-moving parts by 

(continued on page 108) 
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SELL LONGE 


SELL 


CONTINENTAL Fri 


Here’s the fence that outlasts them all! The 

secret is Continental’s exclusive Flame-Sealing 

process which permits a heavier, tougher, 

more uniform zinc coating. The coating is 

actually welded to the copper steel—and the 

copper steel itself is up to three times more 

rust resistant than ordinary steel! That’s un- 

beatable 3-way protection that assures your 

customers longer fence life! But that’s not all. 

When you carry Continental Products you 

have a trusted and respected line that has ay 

brought steady repeat sales to generations of Ln I! ry. ica Ne py erly 
Continental Dealers—with 15 types of farm (iam Ae Et be, ( 
fence, posts and gates, 3 kinds of galvanized eee ad ety nerreire i 

steel roofing (including the popular new il au a | } 
Ty_t-LyKkeE Bin Dor), better barbed wire, 1] gs 
automatic baling wire, welded wire fabric, and ih 
other items. Treat your customers to the best 

in steel, and treat yourself to the best in steel 

profits! See your Continental man now! 


AGAINST RUST 
AND GUARANTEED! 


th nin 


Wht 
Ay SS ie 


ow 
- 








iE CONTINENTAL 


order these items all in one 
convenient mixed shipment! 


BuILDING Propucts MERCHANDISER Circle No. 48 on Coupon, page 172. 








MANUFACTURERS 


(begins on page 106) 





Div.,” 


vice 


Clark’s Industrial Truck 
according to R. H. Davies, 
president in charge of the divi 
sion 

Among operations of the west 
coast plant will be fabrication and 
installation of special attachments 
for fork lift trucks. It will also 
complete the assembly of lift 
trucks by adding uprights and 
counterweights to equipment man 
ufactured and shipped from Bat- 
tle Creek 


5S. M. SIMPSON, LTD. 


S. M. Simpson, Ltd., has an 
nounced a $2 million expansion 
program that will increase its op 
erations at Kelowna, B. C. Presi 
dent H. B. Simpson states that the 
company will close down its retail 
branch and concentrate exclusive 
ly on manufacturing. The expan- 
sion program includes a new plant 
for the production of sheathing 
plywood and a plant which will 
manufacture particle board. The 
plywood plant will be in operation 
early next year and will have a 
floor area of 75,000 square feet. 





COMPANIES ANNOUNCE 





The Ruberoid Co. has appointed 
William C, O’Brien New York district 
sales manager, according to John 
Lang, general sales manager 
O’Brien replaced Ira Ruhl, who has 
retired 


The Engineered Products Corp. has 
appointed Don Davidson sales man 
ager of the Hardware Division, re 
ports Hayes Scott, president 


The Formica Co, announces that 
George H. Clark, vice-president and 
assistant to the president, has re 
tired from active service. . Clark, 
who has been with Formica since 
1926, will continue his association with 
the company as a consultant on engi 
neering problem 


Baillie Lumber Co., Hamburg, N. Y., 
is now handling the Eastern territory 
for the Shank vari-speed lumber pul 
ley, according to Frank Meyer, sales 
representative of Baillie Lumber 
Meyer will arrange for demonstrations 
of this labor-saving center door pow 
erized pulley and will answer inquiries 


Johns-Manville Corp. has appointed 
John H. MacKay manager for consum 
er sales for the firm’s building prod 
ucts div., reports R. S. Hammond, vice 
president. MacKay formerly was as 
sistant manager of western region 
consumer sales, 
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SEIDLITZ PAINT & VARNISH CO. 


A wholly owned subsidiary, 
Seidlitz Paints of Texas, Inc., with 
general offices and factory in 
Houston, has been formed by Seid- 
litz Paint & Varnish Co., Kansas 
City, Mo. According to C. N 
Seidlitz, Jr., president of the 
Texas corporation, “The new plant 
features complete and separate 
manufacturing facilities for the 
production of paints, both exterior 
and interior. 

“A fully equipped varnish and 
resin plant for production of basic 
vehicles and varnishes will enable 
the new Seidlitz corporation to 
keep production costs at a mini 
mum and quality control at a peak 
of efficiency,” Seidlitz adds. 

The trade area of the Houston 
plant will consist of the gulf coast 
region. 


HYSTER CO. 


The Hyster Co. of Portland, 
Ore., manufacturer of industrial 
lift trucks and tractor equipment, 
will construct a new plant in 
Danville, Ill. A 42-acre site has 
been purchased for the new facili 
ties. On completion, the new plant 
will be comprised of several addi 
tional factory units. Plans call 
for production to continue both at 
the present Danville plant, which 
was established 10 years ago, and 
in the new facilities. 


Southern Pine Announces 
New 1956 Grading Rules 


The new 1956 grading rules of 
the southern pine lumber industry 
will become effective June 1, re 
ports A. 8S. Boisfontaine, secre 
tary-manager of the Southern Pine 
Inspection Bureau 

All-purpose stress-rated grades 
of southern pine lumber will be 
provided in all sizes. The new 
rules afford ratings that 
apply regardless of whether a 
member is used as a joist or 
plank, beam or stringer or post. 
The all-purpose stress grades ap- 
ply to all widths, including 2 x 2s, 
2 x 3s and 2 x 4s in the regu- 
lar 


stress 


No. 1 and No. 2 grades of 
2” dimension. All-purpose stress 
grades are established also for 1” 
boards and other’ thicknesses 
under 2’ 

Major changes, other than the 
all-purpose stress-rated grades, 
also provide for: 1. higher 
strength ratings accorded lumber 
seasoned to a moisture content of 
15% or less. 2. reduction in the 
amount of crook allowed. 3. stand 
ard grades and patterns of panel 
ing. 4. special industrial grades 
in recognition of the increased 
use of southern pine in the indus 
trial field. 


Steiff President of 
Vermiculite Institute 


The 15th annual convention of 
Vermiculite Institute of Chicago 
was held in 
Chandler, Ariz., 
March 24-29. 
Some 90 mem- 
bers and guests 
heard speaker 
Clifford War- 
ren, vice-presi- 
dent of Black & 
Ryan Air - Con- 
ditioning Co., 
in Phoenix, say 
“that in an air-conditioned test 
home, savings totaling almost 
$600 in a 10-year period could be 
obtained in the initial cost of 
equipment and in subsequent op 
erating expense by insulating the 
house with vermiculite.” 

A four-hour fire rating recently 
awarded to vermiculite acoustical 
plastic machine-applied directly 
to the under side of a steel floor 
or roof deck was described as a 
big step forward in economical 
sound conditioning and fireproof 
ing by M. G. Quayle, Zonolite 
Company engineer. 

Harvey W. Steiff of Minneap 
olis, vice-president of Western 
Mineral! Products Co., was elected 
president of Vermiculite Institute. 
J. Brooks Robinson of Great Falls, 
Mont., and J. A. Kelley of Travel- 
ers Rest, S. C., were appointed to 
the board of directors. W. J. Bein, 
vice-president of Zonolite, was 
reelected treasurer. Edward R. 
Murphy of Chicago was reappoint- 
ed as managing director. 


Steiff 


Rule No. 15 Crosses 
Line Into Canada 


Len Andrews, executive vice- 
president of the British Columbia 
Manufacturers’ Assn., reports, “A 
new Grading Rule designated 
BCLMA No. 56 is being drafted 
to replace the current Rule No. 
19. This change is being made in 
conjunction with the introduction 
by Washington and Oregon coast 
mills of their new WCLA Rule 
No. 15.” 

Major changes showing the ef- 
fect as compared with current 
practices include: Selected be- 
comes Select Merchantable; No. 1 
becomes Construction; No. 2 be- 
comes Standard; No. 3 becomes 
Utility, and No. 4 becomes Econ- 
omy. In flat grain clears, the top 
grade becomes C & Better, then 
D. In finished sizes, clear items 
of 1” nominal thickness become 
%,” in finished thickness; board 
items of 6” nominal width become 
5! in finished width; dimension 
of 2 x 6, 3 x 6 and 4 x 6 becomes 
5'” in finished width. 

(continued on page 168) 
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OUaltonals adding machine... 


Live keyboard’ with keytouch adjustable to each operator! 





Saves up to 50% hand motion — and 
effort! Never before have so many time- 
and-effort-saving features been placed 
on one adding machine. 

Every key operates the motor—so 
you can now forget the motor bar. No 
more back-and-forth hand motion from 
keys to motor bar, 

Keys are instantly adjustable to each 
operator’s touch! No wonder operators 
are so enthusiastic about it. They do 
their work faster with up to 50% less 
effort. New operating advantages, quiet- 


ness, beauty! 

Keyboard with Adjustable 
Keytouch plus 8 other time-saving fea- 
tures combined only on the National 
Adding Machine: Automatic Clear 
Signal .. . Subtractions in red... Auto- 
matic Credit Balance in red... Auto- 
matic space-up of tape when total 
prints ... Large Answer Dials . . . Easy- 
touch Key Action . . . Full-Visible Key- 
board with Automatic Ciphers... 
Rugged-Duty Construction. 


“Live” 


THE NATIONAL CASH REGISTER COMPANY, varron 9, onio 
989 OFFICESIN 94 COUNTRIES 


Burtpinc Propucts MERCHANDISER 


co----------- 


A National Adding Machine pays 
for itself with the time-and-effort 
it saves, then continues savings 
as yearly profit, One hour a day 
saved with this new National will, 
in the average office, repay 100% 
a year on the investment, See a 
demonstration, today, on your 
own work, Call the nearest Na- 
tional branch office or National 
dealer. 

— 
*TRAOE MARK MEG V6 Pat OFF 
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DEALER MERCHANDISING KIT in- 
cludes four window banners of various 
sizes. Kit also includes counter dis- 
plays 


Douglas Fir Plywood 


Association kicks off $500,- 
000 campaign to bring con- 
dealer’s sales 


sumers into 


room. 


Start Big Summer Plywood Promotion 


THIS MR. AND MRS. WARDROBE 
and desk is one of the 36 plans folders. 
This is especially designed for instal 
lation under a sloping ceiling 


OUTDOOR LIVING plans Include a 
garden storage unit Also fences, 
lounging furniture and patio tables. 
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A big promotional program to 
push lumber dealer sales of ply- 
wood this summer has been an- 
nounced by the Douglas Fir Ply- 
wood Association. 


“You Can Afford Expensive 
Ideas With Fir Plywood” is the 
theme of the campaign, which will 
be spearheaded by a _ six-week 
series of television spots on NBC- 
TV’s Home featuring Arlene Fran- 
cis, who will show full-scale models 
of many actual uses. 


Many of the projects show ply 
wood used with other materials 
like table legs and tile. Lumber 
dealers are named headquarters 
for the free plans. A free dealer 
merchandising kit contains plans 
for all kinds of plywood projects. 
The kit includes: 


1. Thirty-six plans folders. 


2. Four window banners fea- 
turing the ideas shown in 
TV spots and media adver- 
tising. 

Ready-to-use counter display 
for the plans. 
Ad mats, display ideas and a 


portfolio of merchandising 
ideas. 


TV copy for local TV tie-in 
including appropriate slides. 


About 40% of the projects fea 
tured in the plans folders, “Ideas 
for Your Home,” emphasize ex 
terior uses for fir plywood. 


There are three groups of plans. 
One folder shows plans for a sec 
tional wall storage area; a Mr. 
and Mrs. wardrobe and desk de- 
signed for installation under a 
sloping ceiling; a modern cooking 
center with built-in range and 
heater units. The second folder 
covers ideas for outdoor living 
garden storage units, fences, patio 
tables and outdoor lounging fur 
niture. The third folder shows 
ideas for furniture and decorating 
with plywood paneling sugges- 
tions, buffet and coffee tables. 
This set of ideas is designed to 
interest the people who do not own 
their own homes. 


The program includes full-page 
ads in the Saturday Evening Post, 
Better Homes and Gardens, Ameri- 
can Home, Family Circle, Woman's 
Day and Town Journal. The asso- 
ciation says that the $500,000 being 
spent on this campaign is biggest 
dealer sales promotion in its his- 
tory. 

Dealers who have not received 
their kit by May 15 are advised to 
write or wire the association in 
Tacoma, Wash 
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New Roltite Ceramic Tile 


Adhesive has cleared 


away all the obstacles 


the old way 


you practically have to 
build the house to suit the 
tile 


the Roltite way 


install tile anywhere, any- 
time—in new construction 
or remodeling 





elaborate, expensive, 
heavy, bulky base con- 
struction a must 


install tile over almost 
any clean, smooth, struc- 
turally sound surface 





considerable experience 
and special skills required 
of workmen 


no previous experience or 
special skills required — 
a man who can install any 
tile can install ceramic tile 





bulky materials to handle, 
messy mortar to mix 


Roltite Ceramic Tile Ad- 
hesive is ready to use as it 
comes from the can 





a long, complicated, costly 
installation job 


the average installation 
can be done easily in a 
single day 





mortar a mess to clean up 


no clean up problems 





mortar cracks, tiles come 
loose 


resilient mastic stretches 
under stress, retains ad- 
hesion 





high installation costs 
limit applications to the 
more expensive homes 





low installation costs 
make ceramic tile practi- 
cal for homes in every 
price level 


SEE YOUR ROLTITE DISTRIBUTOR 
OR SEND COUPON FOR DETAILS 


BuILpInc Propucts MERCHANDISER 


Midcontinent Adhesive Company 
146 Sunshine Drive, Grove City, Ohio 


Please send me a technical bulletin, sample instruction folder and 
other information on Roltite Ceramic Tile Adhesive. 


Nome 
Campany 
Street___. 


 — 
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Dealer News 


1956 DEALER CONVENTIONS 





Record crowds, outstanding speakers and OHI discus- 


sions add spark to annual meetings. 


Robert 
Long 


Needham Ball, executive vice-president 
Brown, Jr., president; Tom M. W 
vice-president 


Left to right, R 
vice-president; Roy 8 
and Vincent Ogletree 


LBMDA Officer: 
L.. Hamilton, first 
econd vice-president 


Louisiana Kansas City, Mo. 


of “Profit with Progress” was the 
theme that dominated the entire 
program of the 68th Annual Con- 
vention of the Southwestern Lum 
bermen’s Association held in Kan 
sas City’s Municipal Auditorium 

Lumbermen from Arkansas, 
Kansas, Missouri and Oklahoma 
spent three days attending five 
business sessions and studying the 
many exhibits. Delegates praised 


annual convention 
the Louisiana Building Material 
Dealers’ Association was held 
at the Jung Hotel in New Orleans 
New president of the group is Roy 
S. Brown, Jr., South Street Lumber 
Company, Lake Charles. R. Need 
ham Ball was elected executive vice 
president; Robert L. Hamilton, first 
vice-president; Tom M, W. Long, 
second vice-president, and Vincent 
Ogletree, vice-president 


The 36th 


lowa 


Lumbermen’'s 
held its 23rd annual 
convention in Des Moines. Elec 
tion of officers came in the final 
sessions of the three-day meeting 
held at Veterans’ Memorial audi 
torium, A feature of the conven 
tion was the Showroom Idea Cen 
ter planned by Lumber 


man 


Don M Peasles Jr., of the 
Laurens Lumber Company, Laurens, 
for 1956 
Also reelected were vice presidents 
Charles Gillian 
wood, W. H. Badeaux, Minneapolis, 
Minn., is secretary of the associa 
tion, combining his work 
tary of the Northwestern 
men's Association 


The lowa Retail 


Association 


American 


was reelected president 


and Roscoe Green 


“as secre 
tion held tn Indianapolis, Ind 


congratulates new president 
raylor (left) and 
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2,000 LUMBERMEN attended the Indiana Lumber and Builders’ 
1955 president 
Jack Klemeyer, as 
second vice-president 


May 14, 


the panel on showrooms moderated 
by American Lumberman and the 
Lu-Re-Co demonstration area show- 
ing how the Lu-Re-Co System of 
house working 
profitably for dealers 

Officers elected for 1956 were: 
J. R. Grobmyer, Little Rock, presi- 
dent; first vice-president, J. W. 
Dutton, Ponea City, Okla.; second 
vice-president, W. M. Robinson, St 
Louis; third vice-president, D. J 
Fair, Sterling, Kan.; treasurer, Phil 
E. Bruner, Kansas City, Mo., and 
executive vice-president, G. Kenneth 
Milliken, Kansas City, Mo. 


construction is 


Albuquerque 


The 63rd annual convention of 
the Mountain States Lumber Deal- 
ers’ Association 
was held in the 
Hilton hotel in 
Albuquerque, 

N.M. Lumber 

men from Wyo 

ming, Colorado 

and New Mexico 

were enthusias- 

tic in their 

praise of the 

business pro Hast 
gram and many exhibits, called the 
convention an outstanding suc 
Ce@S&S, 

John Doscher, Executive Direc- 
tor of OHI, opened the first day’s 
speaking session with a dynamic 
description of Operation Home Im 
provement and what it can do for 
the lumber dealer. At an Old 
Guard Breakfast, C. L 3rosh, 
Crissey Fowler Lumber Company, 
Colorado Springs, and Thomas 
Foy, Thomas Foy Lumber Com- 
pany, Central, N. M., were award 
ed pen and pencil sets for having 


(continued on page 114) 


Supply Conven 
Robert Jennings (second from left) 
1956 first vice-president Frank 


Roger Black (right) look on 
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The heads-up way to hang AA ENGEL 


You hang Mengel Doors the same way you 
hang other flush doors. With one notable ex- 
ception. Mengel Doors, you know, are now 
trade-marked with the famous ‘Mengel-Man’ 
symbol permanently doweled into the stile. 

So it’s good head-work to hang Mengel 
Doors with the ‘Mengel-Man’ heads up. That's 
the way the public is used to seeing the 


«+++ for maximum merchandising benefit 


‘Mengel-Man’! And they’ve known him (and 
respected the quality he represents) for many 
years—in Mengel Permanized Furniture 

For your pride and protection—and your 
customers’ too—show the ‘Mengel-Man’ trade- 
mark. Let its nationally advertised name and 
fame work for you. Door Department, THE 
MENGEL COMPANY, Louisville 1, Ky 


Menge! Doors equal or exceed the requirements of Bureay of Standards specifications CS200-55 


BUILDING Propucts MERCHANDISER 


Circle No, 51 on Coupon, page 172, 








DEALERS 


(hegins on page 112) 





been in the lumber industry the 
greatest number of years. Mr. Foy 
has 54 years of service to his 
credit; Mr. Brosh, 53 years. 
Officers elected for 1956 were: 
president, H. H. Hast, Hast Lum 
ber Company, Denver: N. M., vice- 
president, J. J. Doherty; Wyo 
vice-president, N. N. Spear; Colo. 
Dean A. Piper; sec- 
John J Laven- 


vice preside nt 
retary-treasurer 
good 


West Virginia 


The West Virginia Lumber and 
juilders’ Supply Dealers’ Associa- 
tion held its an- 
nual meeting 
in Charleston, 
W. Va., in the 
Daniel Boone 
hotel. Robert 
sriggs was cho- 
sen president 
for 1956. He is 
the third gen- 
eration of his 
family to earn 
his living in the lumber business, 
and his son, Robert, Jr., is man- 
ager of the Contractors Supply 


Briggs 


Now a flooring that 


Sols littl. 


AR 





fon 














To Builders, Carpenters and Home Owners 
5S REASONS WHY 


BECAUSE it is made from high- 
quality OAK —from the Mis- 
souri Ozarks, 


BECAUSE of the beauty of its nat- 
ural matched grain and uniform 
texture it blends perfectly with 
any color scheme. 


BECAUSE it will absorb years and 
years of abusive wear and still 
look like new. 


BECAUSE it is properly seasoned 
in modern Moore Cross Circula- 
tion kilns before shipping. 


BECAUSE it is accurately milled and precisely 
graded to NOFMA standards. 


On your next flooring order try OZARK OAK FLOORING. You 


will be glad you did 


it brings repeat business. Prompt shipment, 


carefully bundled for safe, clean arrival is assured. 


The OZARK OAK FLOORING COMPANY 


BISMARCK, MISSOURI 


PHONE 115 
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and Lumber Company of Houston, 
Texas. Prior to his election as 
president, the elder Briggs served 
as a director in the West Virginia 
Association. 


Wisconsin 


The Wisconsin Retail Lumber- 
men’s Association held its 66th an- 
nual convention 
in Milwaukee, 
Wis. Old-tim- 
ers attending 
claimed that in 
their experience 
the convention’s 
speeches, exhib- 
its and enter- 
tainment were 
unsurpassed, ' 
WilliamE. wens 
Wolfe, Palmetier & Abell Lumber 
Co., Waukesha, was reelected 
president for 1956. 

tussell H. Davidson 
elected treasurer; H. P. “Mac” 
McDermott was reelected secre- 
tary and was given the title of 
executive vice-president. New di- 
rectors are: District H, Arthur J. 
Pavlish; District D, Carl H. Iver- 
son. 


was re- 


Portland 


A record crowd of lumber deal- 
ers were in attendance for the an- 
nual convention 
of the Western 
Retail Lumber- 
men’s Associa- 
tion in Portland, 
Ore. R. M. Slet- 
tedahl, El Monte 
Lumber & Fuel 
Coi; Bema, 
Wash., was elec- 
ted president of 
the group for 
1956. 

Vice-presidents elected were: 
W. F. Bishop, Boise Payette Lum- 
ber Co., Boise, Ida.; W. M. Tubby, 
Troy Lumber Co., Lewiston, Ida.; 
Vance D. Mauser. Mauser Lumber 
Co., The Dalles. Ore.; C. A. Perin, 
Corvallis Lumber Co., Corvallis, 
Ore.; R. B. Thierolf. Big Pines 
I.umber Co.. Medford, Ore. ; Thomas 
B. Beil, Ray Beil Lumber Co., 
Spokane, Wash.; Ray C. Blackstock, 
Blackstock Lumber Co., Seattle, 
Wash.; V. L. Johnson, Hyak Lum- 
ber & Millwork, Inc., Olympia, 
Wash., and Floyd F. Volk. Ketchi- 
kan Spruce Mills, Seattle, Wash. 


Charlotte, N. C. 


The Carolina Lumber & Build- 
ing Supply Association held its 
83rd annual convention in the new 
Charlotte Coliseum in Charlotte, 
N. C. Numerous delegates attended 
the business sessions and viewed 
the many exhibits and new prod- 
ucts. New president of the group 
is Gordon L. Goodson, Seth Lum- 
ber Company, Lincolnton, N. C. 

(continued on page 116) 
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We broke these truck axles 


in the lab... 
we 


*~ 


= 


to save you the BIG money ! 


Pictured above is a group of once fine and costly 
INTERNATIONAL axle shafts that have been purposely twisted 
and broken. This is done to make sure your INTERNATIONAL 
rear axle will last longer and save you the BIG money 

the over-the-years operation and maintenance money. 

This rigorous axle-twist test is but one of many operations 

in the chain of INTERNATIONAL engineering that makes 
INTERNATIONALS all-truck. There are no passenger car 
compromises anywhere in INTERNATIONAL design, no passenger 
car engines or components asked to do a truck job. 

And beyond this big plus of all-truck design, INTERNATIONAL 
gives you functional, practical, money-saving styling 

extra comfortable driver-saving cabs — every 

modern driving feature. 

If you use a truck to make money, see your INTERNATIONAL 
Dealer or Branch and start saving the BIG money! Ej 


INTERNATIONAL HARVESTER COMPANY - CHICAGO 


INTERNATIONAL 
TRUCKS 


BuILpING Propucts MERCHANDISER 
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In the INTERNATIONAL Engineering Laboratory, axle shafts 
are tested by twisting them back and forth — hundreds of times — at 
stress points far beyond those of any normal truck operation, Axle 
shafts are approved for manufacture only when they withstand a 
prescribed high number of twists. Production line axle shafts must 


conform to the quality standards set up by this rigid test 


Model $-150, 154-inch wheelbase with 12-foot stake body. GVW 
12,500 Ibs. Automatic transmission, power steering and power 
brakes optional. Many other stake models, 12 pickups available 


a complete line of trucks to fit every building supply job 


All-Truck Built to 
save you the BIG money! 


Motor Trucks * Crawler Tractors * Industrial Power 
® McCormick® Farm Equipment and Farmall® Tractors 
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CERTIFICATE of Distinction honor: 
the-Year competition 
Lumber & Supply Co 


Retailer-of 
Chatham 
Lumbe 
Grand 
Wi 
top 


Brand Names Foundation’s 
left to right: Charles Fo 
Chatham, N. ¥ Melbourne Romney, Sr., Romney 
(o., Salt Lake City, Utah; Hugh Robertson, The Lumber Co 
Forks, N. D., and Mr Muriel Fritsch, Steinman Co., Milwaukee 
Not shown is Benjamin R. Charin, Channel Newark, N. J., 
award winner in the building materials dealer 


in 
are accepted by 
tobertson 
Lumber 
Lumber 
category 


Co 


The San Diego Lumbermen’s Asso- 
ciation has named V. M. Capesius 
secretary-manager, succeeding Eugene 
E. Zeiss, who is retiring and leaving 
on a six months’ motor tour of the 
nation “to the places I’ve always 
wanted to see.”” New secretary-mana- 
ger Capesius is a past director of the 
San Diego (Calif.) city building in- 
spection department 


2ee 


The Northeastern Retail Lumber- 
men’s Association has appointed 
Horace G. Pierce as managing director. 
No replacement has been chosen for 
training director, the post formerly 
held by Mr. Pierce. . . . Other officers, 
including executive assistant Roy 
Hutchinson, regional managers James 
F. Luby, Charles L. Hickman, Miller 
C. Boldt and James E. Dunbar and 
Mrs. Lillian Hoyt of The Lumber Co- 
Operator, will continue to function as 
in the past. 


Western Retail Lumbermen’s Asso- 
ciation has scheduled its 1957 annual 
convention for February 19-21 at Spo 
kane, Wash., it is reported by W. C. 
Bell, managing director of the group. 








Mohawk 


FLUSH DOORS 








another FIRST 
by MOHAWK 


MOPAK protects Mohawk exterior doors 
against damage in shipment, against dust, 
dirt and weather... 


READY FOR DISPLAY 


Mohawk FLUSH DOORS 


213 W. Ewing Ave., South Bend, indiana 
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J. J. Carey, President, Carey 
Construction Company, Den- 
ver, Colorado, reports: 


“Our Cedar Siding Home won a 


‘Parents’ Magazine’ Award.” 


Western Red Cedar Siding adds the quality 
touch to homes that win awards—and, 
more important, to homes that sell, Build- 
ers and home buyers appreciate Cedar 


Siding’s ““grown-in” qualities. 


Natural beauty, graceful pattern 
Easy to work, holds shape, 
resists splitting 

High natural insulation, 

resists decay 

Decorates be autifully with 


paints or stains 


Result? Your Cedar Siding homes look 
better, sell better, and last longer 


To he lp you sell, Write f 

— Motion pictur 
Remodel with West 
Red Cedar 

— Grading and Bundling 
Specifications 

"Blueprint for 
Modernization 


—QOther informative literature 


gS 


RED(EDAR. 


V5 LUMBER 
o* 
SOociaT! 


4403 WHITE-HENRY-STUART BUILDING 1. WASHINGTON 
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PAINT SALES 
SOAR when you 
have the exclusive 
““WONDERFUL 


REPEAT 
SALES |"* 


ubilee 


Proved lain Industry's 


Top Merchandising Plan and it 
is Tailored Right to Your Store! 





Find Out How BPS “COLOR JUBILEE’ 
and the Complete Line of BPS Favorites 
Can Boost Your Sales as Much as 40%! 


UNIQUE anWYEXCLUSIVE 

way to sel|/Ahe industry's top-quality 

line. It adds a real sales wallop 

you'll f¢el in every department of your store 
Now—more reason than ever to go BPS! 
Best Pajnt Sold! * 


mail to: The Patterson-Sargent Co., 
1325 East 38th Street, Cleveland 14, Ohio 


Tell me more about the BPS Exclusive Franchise and Mer 
chandising Plan 


Name 
Store Name 
Address 


City 
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$30.000 
Smorgasbord 
Skyrockets Sales 


This Illinois wholesale firm spends its advertising budget 


for food —not display ads—and it’s paid off. Here’s how! 


Every year Chicago & Riverdale 
Lumber Co., well known midwest 
wholesale firm, earmarks $30,000 
of its budget for advertising ex 
pense. But not one cent of it is 
used for newspaper ads, radio, TV 
or any of the more conventional 
forms of advertising. The entire 
$30,000—and sometimes more—is 
spent for such things as roast 
beef, turkey and corned beef; 
bread, coffee cake and rolls; coffee, 
tea and beer; potato salad, olives 
and celery. A portion is even used 
for such items as theater tickets. 

For 26 years—every year since 
1929—the firm has followed the 
same program. At each of the an 
nual regional retail lumber dealer 
conventions in the areas in which 
it operates, Chicago & Riverdale 
takes a room in the headquarters 
hotel and W. E. Olson, a salesman 
with the wholesaler firm, takes 
charge of having a lavish buffet 
set up. Each day of the dealer 
show in Indiana, Illinois, Ohio, 
Michigan and Wisconsin, a con 
tinuous buffet is served. Everyone 
who has any connection with any 
of the firm’s dealer customers is 
welcome. Customers drop in for 
breakfast, lunch or dinner, or for 
between-meal snacks 


Times Were Rough 


Many of the firm’s dealer cus- 
tomers have been buying from 
Chicago & Riverdale for years 
and enjoying the convention buffet, 
too. Howard Hasbrook, president 
of the firm, says that an incident a 
few weeks ago is typical of the 
comments he receives. One of the 
midwest’s biggest retail dealers 
was reminiscing about the first 
convention he had attended during 
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the depths of the depression 

“At that time,” the dealer told 
Hasbrook, “business was awfully 
bad. The dealer I worked for gave 
me $10 and told me to go to the 
convention in Chicago and see 
what I could pick up in the way of 
merchandising ideas, 
and products that would sell. As 
he said, if I didn’t come back with 
some good answers, we might not 
be able to hold out for the rest 
of the year. Times were that bad 

“My $10 covered the roundtrip 
ticket but there wasn’t enough left 
for a hotel room. I got a room at 
the “Y”. And I don’t mind telling 
you that Chicago & Riverdale’s 
buffet was a life saver. I got m) 


sales tip 


breakfast, lunch and dinner there 


each day. I couldn’t have stayed if 


INDIANA DEALERS enjoyed lcago & 
Left to right: K. W. Arnold and J 
ter of Crawfordaville 


during the convention in Ind 
due of Decatur; J 





Perry and n Brat 


DISCUSSING buffet setup: Chicago & 
man W. E. Olson, preal 
|! Hasbrook and W Ir 


BecTt 


Riverdale ale 
dent Howare 
Niemeyer vice-president and 


far’ 
a 


it hadn't been for your hospi 
tality.” 

Hasbrook ays he has been told 
such stories in the past few 
years and he gets special pleasure 
out of knowing they helped some 


of their customers in the rough 


many 


times 
Wives Come, Too 


In general, the pattern of the 
hospitality program is the same at 
each dealer convention, and the 
same from year to year. Now, how 
ever, it is being modified slightly 
Chicago & Riverdale finds that 
each year more wives are accom 
panying their husbands to the con 
ventions and the firm plans to step 
up the “flavor” of the program a 

(continued on page 120) 


buffet at the Claypool hotel 
lrenta 


Riverdale 
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Whol ' vided theater tickets to all those Jobber Changes Name 
olesaiers who had expressed a desire to see ‘ - 

a particular play. to M-W Distributors 

There is one more way in which R.O.W. Distributors, building 
this off beat, low pressure adver materials distributors, Rocky 
little. More will be provided in the tising program differs from the Mount. Va.. announces it has 
way of entertainment and diver conventional. It is not intended to changed its name to M-W Dis- 
sion for dealer customers’ wives attract new customers to the firm tributors. According to Alton 
Perhaps sightseeing tours, fashion and is not publicized at the con Kidd, vice-president, the name 
shows and other things that will ventions. It is meant primarily as change was caused by the expan 
give the wives pleasure while their a way for Riverdale to say “thank sion in product lines handled by 
husbands are occupied with meet you” to its old customers for past the company. When it was organ 
ings and exhibits. The firm also business. But no matter what the ized. the company chiefly distribu 
wants to help add enjoyment to motive, the firm does feel it is the ted R.O.W. windows units. Today. 
the evening hours when husbands major reason their business has the firm distributes a full line of 
and wives can do things together. grown from a half-million volume building materials 
At the Chicago convention in Feb in 1929 to a total of $9 million last 


ruary, for instance, the firm pro year NACLS Elects Officers 

Election of officers for the 1956 
57 term concluded the 3lst annual 
meeting of the 
National Asso 
ciation of Com 
mission Lumber 
Salesmen, which 
was held in 
the Leamington 
Hotel at Minne 
apolis. E. R 
Slaughter, Jr., 
of Dallas, was 
chosen presi 
dent; George W. Mueth, is first 
vice-president; F. C. Poore, second 
vice-president; Fred Gibbs, third 
vice-president. John D. Julian is 
treasurer and G. R. Gloor is secre 
tary-manager 


OBITUARY 


(hegina on page 119) 





* rear? 


Slaughter 


From tree farms 


to finished lumber . 
65 YEARS OF Lee Lindsley 


EXPERIENCE 
Lee Lindsley, secretary and 
treasurer of the Lindsley 


W Ss ge Lumber Co., died February 
With INTON Ve 18, in Hollywood, Fla., after 
a three-month illness. He was 


resources in the picture... 
67 years old 


ou get the finest 
ASK YOUR WINTON MAN y g Mr. Lindsley had been an 


Leote #, Went, 5100 W.. Kab DiENES anc WHITE FIR officer in the Miami, Fla., 


; ry : : company since 1937 when he 
mabe GC. Meteen, 610 Lal A dependable source of high quality lumber — left enving Sitch. ‘the 
Fred D, Cool, i100 W. Lake shipped ON TIME and graded ACCURATELY. fath th ; lat , 7 ae 

-“ . ather, 1e late Jonn Linds- 
Richard 6, Comers ake You can depend on stability, experience and haa ‘eee sey 

~p _ INTON T ; Pi é Yr 8 88 
wisconsin reasonable pricing from WINTON. The quality ey Mi ob ae : "e re 2 me » 
Wendell E. Lenz, | Wauwatoss is high — the kind that keeps your customers in Michigan in 1881. Gradu 
yamee A. Weewep, 5 _ coming back job after job. We work on the theory ally members of the family 
1OWA that unless our dealers make a profit, no one moved to Florida where they 

Robert W. Hamilton, Hox s7¢ can stay in business very long including us nana ag - Yall i 
Arnold G. Bunting, | Cl and this is our 65th year. Draw your own yullt a eer 8 of umber com 
Robert G. Pagenkopt, Is conclusions panies from Key West to Mel 

SOUTH DAKOTA What do you need — Ponderosa Pine? bourne on the east coast and 

Cart W. Riis, Tow Pierr . “ . . one . > ce 

P a & tore a 

MICHIGAN Sugar Pine? White Fir? in lampa, St. Petersburg and 
4. V. Ghartey, Box ¢ : ; These are our specialties and we're proud of Clearwater on the west 
onto them WINTON quality and uniformity of 
William H. Coombs, Hox 148 grade gives you the assurance that your Mr. Lindsley is survived by 
a. next shipment will be as well received as the last his wife, Alberta, a_ son, 
four daughters, nine 
sister and 





Charies D. Hess, tox . olut ‘ 
Theodore H. Garda Is ‘Lanwla 

poise: WINTON LUMBER SALES COMPANY Charles, 

james M. Ellison, 116 Ma " Bits. ; 3100 West Lake Street, ; z ! grandchildren, a 

INDIANA pnaEpENS Tey Eee ey three brothers 

john PF. Gallagher, Hox 90° Munater Distributors of Ponder 

ILLINOIS osa Pine, Sugar Pine and 

7 7 aparone , vy = ha, + White Fir Lumber and 











Mouldings produced by be 


Winton Lumber Co., Martell, California (continued on page 122) 
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Wayne A. Oliver, Hon Hockford 
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Packy’s Newest Qualitized Product 
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NEW DECORATIVE MATERIAL FOR 


MANY OTHER 





New decorative material for 
wall paneling, cabinets, and 
other interior uses . . . TENEX 
is the new weave-textured 
panel of wafer wood devel- 
oped through years of research. 
Bringing a new beauty com- 
bined with remarkable dimen- 
sional stability and strength, 


\ WALL PANELING, CABINETS AND 
INTERIOR USES 





TENEX meets a wide variety of 
building demands. Work TENEX 
with ordinary tools... every 
edge is solid and needs no spe- 
cial treatment. TENEX can be 
sawed, sanded, routed, planed 
or nailed. 

Available in standard 4’ x 8 or 
4' x 16’ panels, '4-inch thick. 


WRITE FOR MORE DETAILS NOW PACK 


TREE FARM@ 


?. O. BOXK,1452, SPOKANE, U.S. A, 


aa 
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51 Years in the 
Lumber Business 


William Eckman of the Mar- 
quette Lumber Co., South Bend 
(Ind.), celebrated his 80th birth- 
day and 5lst year in the lumber 
business recently with no thoughts 
of retiring. A vice-president of the 
firm and a specialist in hardwoods, 
he has no fears that plastics or 
other materials will ever entirely 
replace Jumber 

“People like the grain and feel 
of wood too much,” Eckman de 
clares. “It has character.” 


Kochton Plywood Now J-M 
Distributor in Columbus 


Kochton Plywood & Veneer Co., 
Inc., has been appointed a dis 
tributor for the Columbus, Ohio, 
territory by Johns-Manville Sales 
Corp. The J-M products will, of 
course, be in addition to the firm’s 
regular line of lumber, plywood 
related products. However, addi 
tion of the J-M line will enable 
Kochton to offer a more extensive 
service to its dealer organization. 


Merchandiser Named 


Tom Adwin, former sales man- 
ager of Davidson Plywood & Lum- 
ber Co., Salt Lake City, has been 
appointed merchandise manager 
for Hallack & Howard Lumber Co., 
Denver. Andy Durkee, a member 
of Davidson’s sales staff, succeeds 
Adwin as sales manager. Adwin’s 
new assignment will take him into 
both wholesale and retail lumber 
and building material merchandis- 
ing in Colorado, southern Wyo- 
ming and northern New Mexico. 
Hallack & Howard, a pioneer Den- 
ver firm, also operates western 
pine manufacturing plants. 


New Filon Distributors 


The following new distributors of 
Filon plastic panels have been 
named by Filon Plastics Corp., El 
Segundo, Calif: 

Reserve Supply Corp., Franklin 
Park, Ill.; Fingerle Lumber Co., 
Ann Arbor, Mich.; Olbon Distribut 
ing Co., Atlanta, Ga.; Southeastern 
Steel Co., Myers, S. C.; Georgia- 
Pacific Plywood Co., New Orleans, 
La.; Plastics Products, Birming 
ham, Ala.; Building Products Sup- 
ply Co., Inc., Wheeling, W. Va. and 
Cabinet Supplier, Inc., Huntington, 
W. Va. 


Wholesaler Shorts 


J. Leo Cleary has been elected presi- 
dent of the Lakeside Lumber Co., 
Chicago. Associated with the lumber 
industry since 1919, Cleary was for- 
merly with the Continental Lumber 
Co. as vice-president and for 27 years 
was an official of the Edward Hines 
Lumber Co. 


Newman Lumber Company an- 
nounces the opening of its new whole- 
sale and commission lumber offices in 
Denver, Colo., at 310 Mining Exchange 
Bildg., 15th and Arapahoe. 


Major L. Rodd & Son, Concord, N.H., 
has begun construction of a new ware- 
house which will increase storage 
space for the firm approximately 50% 
and will provide more space for facili- 
tating shipments. It is expected the 
new warehouse will be completed in 
July. 


F. J. Bricker, dealer service depart- 
ment manager of Northeastern Whole- 
salers, Inc., reports that 106 lumber- 
yard showrooms were stocked com- 
pletely by Northeastern Wholesalers 
in 1955. Among the products that the 
company distributes are Kwikset and 
Grant Pulley and Hardware. 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 








Only BESSLER has 
the BIG MODELS 


to meet your special needs! 


FREE CATALOG 
AND 
WALL CHART 


ee 3 


AS LOW AS 


$5 3° 


Generous Trade 


Discounts! 


Write for 
Free Catalog 
and Wall Chart 


BESSLER 
DISAPPEARING 
STAIRWAY CO. 


1900.8 East Market St 
Akron, Ohio 





BESSLER DISAPPEARING STAIRWAY CO 
1900-8 East Market St., Akron 5, Ohio 
Nome 

Address 


City ... Zone. 


Piease send free Catalog, Wall Chart, Prices and Discounts 





automatic NAILING MACHINES 
PREFERRED BY BUILDING INDUSTRY 
AND DO-IT-YOURSELF HOMEOWNERS. 


GUN TACKERS Model No. T-50 
T-50 


(illus. ) 


Uses 1/4", 3/8", 1/2", 9/16" 
wedge-pointed staple sizes 
.050 wire. 

price: 12.00 


Model No. T-32 
Uses 3/16", 1/4", 5/16” 
tack-pointed staple sizes 
.032 wire. 

price: 9.50 


Model No. HT-50 
Uses 1/4", 3/8", 1/2” 
wedge-pointed staple sizes .050 wire. 


price: 16.50 


write for catalog 
ARROW FASTENER COMPANY. (NC. 


ONE JUNIUS STREET, BROOKLYN 12, N.Y. 
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W hen an aggressive independent paint dealer 
teams up with Du Pont Paint Chemistry, things begin 
to happen—fast! It’s easy to see why because you've 
brought together two sure-fire factors of success your 
own fine local reputation and the reputation of Du Pont. 

That's where Du Pont Paint Chemistry comes 
in. The same sound research that has made Du Pont 
famous for new developments, new and exciting prod 
ucts is also behind every can of Du Pont Paint on your 
shelves. To you, this means paint products of the high- 
est quality —products that your customers will buy with 
confidence, use with complete satisfaction, and they'll 
come back for more, 

You can meet every customer's every demand, too, 
whether it is for a small home job or a big maintenance 
project. That's because the Du Pont line is a complete 
. you ve got it—in standard shelf-goods 


lines and in the 572 Du Pont Custom Colors. Odorless? 


line, ( olor 4 


all Du Pont interior finishes are odorless. Exterior 
paints? you'll have just the right paint for every 
type of exterior use. Quality? . . . that’s assured you by 
Du Pont Paint Chemistry. Volume and profit? they re 


assured, too—because Du Pont Paints are pre-sold 


FREE! Send for complete information on how you can sell more 
paint when you sell Du Pont Paints. 

E. I. du Pont de Nemours & Co. (Inc 

Finishes Division, Dept. AL-65, Wilmington 98, Del 


I would like to know more about the Du Pont Paint line. 


Name 





Address 





City State 
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Here's how 


i Du Pont Paint Chemistry 


) 
4 Aq \w) can work sales wonders 
: in your store 


your customers know about and have conhidence inh, 
the chemical achievements of Du Pont 

You can learn more about how Du Pont Paint 
Chemistry can work sales wonders in your store, by 


just mailing the coupon below Why not do it today? 


You get all these advantages 
when you sell Du Pont Paints: 


PROVEN QUALITY 

CHEMICAL COMPETENCE 
OUTSTANDING PRODUCTS 

A COMPLETE LINE 

A KNOWN AND RESPECTED NAME 
MODERN IN SALES APPEAL 
NATIONAL ADVERTISING 

LOCAL ADVERTISING 
MERCHANDISING AND SALES AIDS 
GOOD SERVICE 

PERSONAL HELP OF SALESMAN 
VOLUME AND PROFIT 


Paints that sell more... with more prof! 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 


Circle No. 62 on Coupon, page 172. 123 





THE LUMBER MARKET 


Late Spring, ICC Ruling 
Blamed for Slow Sales 


SEATTLE—The market has no 
zip to it but prices are holding 
The late spring and the recent 
ban on slow routing by the ICC 
are given as the principal deter 
rents to better business. There is 
much uncertainty over the ruling. 
One help here has been a spell of 
very fine sunny spring weather 

The fir market is sluggish ex 
cept for utility dimension which 
is quoted $1 higher by some trad 
ers. Planks and timbers are very 
hard to buy. Hemlock follows fit 
in demand with prices unchanged 
Shingles are stronger and the mar 
ket is not limited to California 
No. 1 perfections move at $13.25 
and No. 2's at $7.00. No. 3’s bring 
$4.15. No. 1 XXXXX bring $11.25; 
2's sell up to $6 and 3’s are $4.25 
Western red cedar tends to weak 
ness. Clear bungalow siding is $5 
weaker in the “B” grade, Demand 
for pines parallels fir. Englemann 
spruce dry lumber has a good de 
mand and No. 1 and 2 dimension 
is quoted $3 highe 


Demand, Prices Good 
in Tacoma District 
TACOMA—tThe lumber market 


in this area continues to be steady 
and unchanged, Demand is good, 
prices are firm and production is 
normal, There still is concern re 
garding log supplies for future re- 
quirements, but so far shortages 
have not developed. Every effort 
is being made however to build up 
reserves. Advent of more favor 
able weather conditions, which 
from now on should be stable, is 
helping woods operations 

The outlook for fir plywood in 
general is good, Prediction that 
sales would exceed last year by 
about 10° or 6,000,000 square feet 
provided aggressive sales effort is 
maintained, was voiced by Dan B, 
Sedgwick, merchandising director 
for Douglas Fir Plywood Associa 
tion, in a talk before the Tacoma 
Olympia Hoo Hoo club, He out 
lined several national promotions 
that the association is taking part 
in to promote ales 

However an adverse note regard 
ing plywood was sounded this 
week by George Raknes, manager, 
Centralia Plywood, Inc., who said 
that unseasonable weather in the 
east and midwest, which has 
slowed construction and resulted 
in an over supply of plywood, has 
necessitated curtailment of opera 
tions at his company’s Centralia 
plant. He said operations would 
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be on a four-day-a-week basis un- 
til the slack in demand picks up, 
whic h, he estimated, would be in 
about a month. He predicted that 
other Pacific northwest plants 
probably would take similar ac 
tion, but that in spite of this 1956 
probably would be a record year 
for the industry, due to new con- 
struction and flood damage re 
pairs. 


No Over-Supply Talk 
In Northern California 


SAN FRANCISCO With re 
ports from other parts of the coun 
try beginning to talk about the 
over-supply situation, California, 
and particularly northern Cali- 
fornia, emerges as one of the 
brightest and strongest markets in 
the country. 

Demand remains high, prices re 
main firm, production is beginning 
to accelerate and there is no evi 
dence anywhere in the area of a 
break in the big building boom 
which has helped keep the market 
so strong. 

Members of the Lumber Mer 
chants Association of Northern 
California, holding their 16th an 
nual convention at Palo Alto, were 
told of eastern reports that “ply 
wood, for example, is said to be 
running out of everybody’s ears 
from the mill to the retailer level.” 

“Sure wish we had some of it 
running out of our ears,” was the 
general reaction at Palo Alto. 

Mike Coonan of San Francisco's 
Tartar, Webster & Johnson, ex 
pressed the opinion of most when 
he said “our greatest problem at 
the moment remains in production 

with many of the northern 
California mills just beginning to 
get back into stride after the win 
ter’s disastrous floods. 

“We can still sell everything we 
can get and at good prices.” 

This was also the reaction of 
Lionel W. Scott Jr., Western Pine 
Supply Co., Emeryville, who added 
only that he expects the slump 
“if any” to come in the last two 
or three months of this year. 


Tight Mortgage Trend 
Reduces Lumber Buying 


KANSAS CITY—A combination 
of inclement weather and a short 
age of funds to finance building 
worked against future ordering of 
lumber in the southwest. Mills, 
however, started to build up in- 
ventory and in some instances the 
slow demand for lumber prompted 
mills to shave prices $1 to $2 a 


thousand in order to move stock 

Most prices held about $85 for 
%-inch; $83 for 6-inch. However, 
this development was the excep 
tion to the rule, as the majority 
of the producers held to the price 
lists and refused to accept busi 
ness that did not give them a rea 
sonable profit. Operating 
have stepped up considerably in 
recent weeks 

The price reductions that were 
in evidence chiefly was limited to 
No. 2 boards, 6 and 8-inch. Even 
though finish continued in slow 
demand, prices were held. Dimen- 
sion stock, on the other hand, was 
in fair demand, with 2 by 4, 2 by 
6 and 2 by 8 sizes in 14 to 16-foot 
lengths selling around $90 per M 


costs 


Strong Market Noted 
In Baltimore Region 


BALTIMORE Southern pine 
is reported as extremely firm here, 
although some items of this lum 
ber have advanced in price as 
much as $8 per M in the last few 
weeks. This is the exception, how 
ever, rather than the rule. Demand 
exhibits a decidedly upward trend, 
and wholesalers feel that this rise 
will continue for some weeks to 
come. Prices on most southern 
pine items remain pretty close to 
what they have been in the past 
30 days. 

West coast fir is in heavy de 
mand; but prices on transit cars 
have dropped as much as $3 per 
M in the last two weeks. Dealers 
attribute this to a buyers’ resist 
ance in this area, and maintain 
that consumers simply will not 
pay the prices demanded by the 
mills. Most yard owners feel that 
the fir market will show a definite 
tapering off as soon as mills are 
able to recover the time they lost 
due to inclement weather. Prices 
on green Douglas fir in the No. 1 
Common with up to 25° of No. 2 
range from $116.50 to $120 per M 
delivered in Baltimore, depending 
on dimensions. 


Lumber Nationally 


Lumber shipments of 497 mills 
reporting to the National Lumber 
Trade Barometer were 1% above 
production for the week ended 
April 14. In the same week new 
orders of these mills were 3.6% 
above production. Unfilled orders 
of the reporting mills amounted 
to 42% of stocks. For the report 
ing softwood mills, unfilled orders 
were equivalent to 22 days’ pro 
duction at the current rate, and 
gross stocks were equivalent to 48 
days’ production. For the year-to 
date, shipments of reporting iden 
tical mills were 2.1% above pro 
duction; new orders were 5.2‘ 
above production 
I.UMBERMAN 
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anouuciug L:0-F Glass Fibers’ 
new HOME INSULATION! 


It gives you more 
selling features ...costs 
less to handle! 


Lightweight sheets hold themselves in place be- 


tween framing members until fastened in place. 


Whether you're selling to builders 
or the do-it-yourself market, you 
offer more with L:O-F Glass Fibers’ 
Home Insulation. Your customers 
save up to 25% on installation .. . 
and they get maximum insulating 
efficiency! Just look at all the ad- 
vantages of this new, superior home 
insulation 

¢ Foil-faced vapor barrier re 

sists travel of moisture —reflects 

radiant heat! 

e Lightweight weighs about 

one ounce per square foot. Blanket 


UOF 


GLASS FIBERS 


| HOME INSULATION 





holds itself in place between studs 
and joists while handy tabs are 
stapled or nailed. Snug fit of 
blanket between framing mem 
bers also prevents leakage of heat 
in or out. 


¢ Pleasant to handle —easily in 
stalled by one man! 

e Resilient —does not settle, lasts 
indefinitely! 

e Resists mildew —does not at 
tract vermin! 


e Glass fibers cannot burn! 


Bass 


Reflective Facing 


You save on storage and handling 
too compressed rolls take up less 
space, are CAaBY to « arry, load or de 
liver yet, the insulation springs 
back to full thickness when unrolled! 


L:O-F Glass Fibers’ Home Insu 
lation is readily available, in stand 
ard widths and three thicknesses 
from strategically located distribu 
tor warehouses. For the name of 
your nearest distributor, write: 
LO-F Glass Fibers Co., Dept.68-516 
1810 Madison Avenue, Toledo 1, Ohio 


L-O-F GLASS FIBERS COMPANY 


TOLEDO 1, OHIO 


Makers of glass fibers b 


Kate 
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REDWOOD 


Lumber Prices at Press-Time =~“ 


Jam G. Clear All Heart 
G. Clear Al! Heart 
G. Clear Al! Heart 
G, Clear Ali Heart 

Clear All Heart 

Clear Al! Heart 
Clear All Heart 
Cleer All Heart 
Clear All Heart 
V, G. Clear All Heart 


DOUGLAS FIR WESTERN PINES Note: A grade V.G, Redwood Siding $5.00 


Ponderosa Pine 2, %y and % in above sizes 


< 


/4” 

The following index is intended merely as a check on buying practices. It is a compilation 7 
and average of mill prices et press time and should not be considered as current on the day rhe 
the magazine is received. The prices should be useful in following market trends and as ie 
check on purchases meade approximately ten days before receipt of the magazine Yax 
Vox 
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Vertical Grain Flooring / 
BLBt - oo elects : Finish 
. 0 1920 105.00 $2 or 4S 
LBtr, ® 
r 


Heart S4S 
Fiat Grain Flooring Heart $45 
x4 140.00 : ‘ | Heart S45 
xb 160.00 Shop, $25 - Heart S4° 
r Heart S45 
Drop Siding 5/4 
{ 55.00 110.00 6/4 
155.00 110.00 Commons, $2 of 48 
Ceiling P 
%qr4 175.00 120,00 75.00 ¥ oR 
14 115.00 110.00 75,00 i2 F 
Boards and shiplap and 2" (Green) Idaho White Pine 
af 7" 1x10 x2 Selects $2 or 45 
12.0 76.06 os - ‘ sf , 
66.00 73.00 : . 9.00 WESTERN HEMLOCK 
597.00 64.0 K d d ) 265.9 é 
Commons, 52 or 45 Vertical Grain Flooring 
8 d y d fo. 3 B28 ; D 
: a 2 ea oe » + r “4 0.00 145.00 90.00 
2x 6 82.00 4 y 83.00 3.0 si 
7x 8 14.00 3 i) 82.00 
210 A4 ( 0 82.00 
2412 87 82. 83.00 87.00 


Sugar Pine Fiat Grain Flooring 
Selects $2 or 48 x4 5.( 30.00 90.00 
Standard Dimension ' s(0 110.0 “0 1x6 . 135.00 105.00 
an 4 hd 6.6 Ay - ‘ y7 00 255.00 265.0 265.00 275.00 Drop Siding 
oe 79 00 x0 Ixe (Pat. 3104 130,00 105.00 
boa 


1xe (Pat 4 45.00 95.00 


4B 719 Of 

ae 0 749 GO 

2yi2 77 Of 7 OF Ceiling 

Utility Dimension 1/1! only wat ete, jis Spx4 ) 95 .00 0.00 
Ix ‘ ) x4 15.0 1 80.00 
dx 8 Boards and Shiplap and 2 
210 OAK FLOORING xb 2 1x12 
2x12 ! Clear Plain struct 74.00 8.00 

sndard 47.00 
Utility 60.00 


Red 
Construction Dimension 
Sel Plain : ’ 
wi te 3.¢ 11.00 3.00 3.00 9x 84.00 
ed ) f aa OK 


RED CEDAR SHINGLES 


Royals 

N 2 j 

No. 2 7 ) Standard Dimension 
N j 2 4 

79.00 7.00 

iti Com. & Btr * S 79°00 7 00 

Shorts 2x 7.09 7 “4 


7 ‘ ul 74.0 7é 


Perfections 


Utility Dimension r/! only 
x 4 
’y & 


SOUTHERN PINE 


Vertical Grain Flooring 2x 
B&B C { 2% 
1x4 230.00 215,00 2x 
Fiat Grain Flooring 
1x4 140.00 150.00 


WESTERN RED CEDAR 1x6 65.00 155.00 


Prices for Western Red cedar siding in mixed Drop Siding 
cars, new bundiing, &' to 16’ are ix 2106 170.00 160.00 
Beveled Siding, '/z inch xb HIN6 170.00 


~ 8 

» by 4 , ‘ 7 Boards & Shiplap 

? by § h ) 100.00 1x6 8 ! ENGELMANN SPRUCE 

2 by 6 inch 0 0 ) No. | (D grade) 120.00 d 
4o 


h 2 89.00 Boards and Shiplap (dry) 


Clear Bungalow Siding, % Inch No. 3 78.00 


¥ 
, 200 Of No. | Dimension (Dense) 
2 14 
% 4 98.00 98.00 
Finish, 8 and Btr. $2 of 458 He 4 100 00 104.00 | No. |! Dimension 
6' to 16' of Rough 2x 8 99.00 99.00 
4 2x10 110.00 110.00 
2x12 130.00 130.00 150.00 
No. 2 Dimension (Dense) 
Ceiling or Flooring, 8 and Btr x ri 95.00 112.00 
3 to 16' of Longer ) 94.00 2 ¢ 107.00 sas 
B&Btr ¢ D  F A 90.00 90.00 )1 00 104.00 No. 2 Dimension 
Ix} 135.00 125.00 100.00 ” ( 99.00 700 112.00 
4 4 ae ‘oO 100.00 ‘) 117.00 22.00 


Discount on moldings, 6° to 20’ odd lengths 


Series 6,000 78.00 
Listing under sty 7 come 2 y é 4 00 
Listing 2.00 and ove st plus 40% 8.00 
71,00 Mills are now grading boards No. 2 and 3 com 
Clear Lattice, $/16" « 1% 5' to 18 2 70.00 mon. Mills do not grade out No. 3 dimensior 


” | ‘+ All prices based on kiln dried stock as in fie 
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easy to show. 


IN COLORS 





aa pile 
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DriHomMeE CEDAR SHAKES answer today’s de- 
mand for a natural product, plus cheery, friendly 
color schemes in home construction and mod- 
ernization. 

These are the factory colored shakes that have 
become the architects’ standard in many regions. 
And with good reason. 

DriHome Shakes are manufactured from the 
prime stands of cedar found along the Pacific 
slope of Canada. Each shake is individually 
squared to assure perfect fit, and striated to pro- 
vide a more beautiful appearance in use. They 
are then dipped in a high quality, linseed base 


, 


SHAKE Paint 
COUT ’ 
DriHome Shake Paint is also 


aoe available in many modern colors 
for use in coloring sidewall shakes, shingles 


or rough sawn lumber. 


easy to sell 


Certigroove Shakes 
made from our own 
#1 Certigrade 

Red Cedar Shingles 


color coating, and slow-dried to make certain of 


completely uniform coverage 
You may recommend DriHome Shakes with 
full confidence that no finer quality exists in the 
market. So take full advantage of the return to 
Show and sell genuine 
. the products that save so 


real wood exteriors 
DriHome Shakes 
much in application, decoration and mainten 


ance costs, give so much in utility and beauty 


$03 


SHAKES 


OMe 


DriHome Shakes are sold through retail lumber 


deal " Writ f anf ti b Product of CANADIAN FOREST PRODUCTS LTD. 
eater ny. rite us for intormati 
a eaters HUNTTING-MERRITT SHINGLE DIVISION 


mixed car shipments. 9110 Milton Street - Vancouver, B.C., Canada 
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Bus Ad Gets Attention 


tus advertising done by the 
Carver Lumber Co., Peoria, IIllL., is 
effectiveness to news 


according to 


second in 
paper advertising, 
Paul Howe, manage 
The big ad painted on the out 
side of the city bus attracts the 
attention of motorists, pedestrians 
and bus riders. Many customers 
mention it when placing orders 
Since the bus is shifted from 
one route to another each day, it 
is seen by nearly everyone in the 


stil 
a Net Price 

Only 
$63.50 

sy f.o.b 


Wilmette, tl, 


POINTERS 


course of a year. The bus com- 
pany guarantees 20,000 miles an 
nually. Cost of the advertising is 
$545 for one year 


New Display 
Sells More Saws 


Saws are selling a lot faster 
since Merle Shantz, manager of 
the Citizens Lumber Co., Selma, 
Calif., improved his tool display 
as a part of the firm’s recent re 





MAKE SCRAP LUMBER 


PAY wit 


SCHUBERT picket cutter 


Points 200 to 250 pickets per hour 

smooth finish edjustable 
for width. Light-weight and porto- 
ble (38 tbs.), yet rugged and 
durable for years of service. Any- 
one can operate prompt de- 
livery. Write for complete infor- 
mation! 





H. A. SCHUBERT CO, machinists 


1212 Washington Ave., Wilmette, Ii! 


Cirele Ne. 146 on Coupon, page 172. 


In just a few minutes, for a few pennies, YOU or any clerk 
can make dressy showcards or price-signs with the famous 


WEBWAY SIGN SYSTEM 


Pre-gummed letters & numerals stick down easily on pre- 
spaced cards. Thousands of kits in daily use. Write for folder. 


The HOLES-WEBWAY Co. 


2719 Division 


ST.CLOUD, MINN. 


Cirele Ne, 147 on Coupen, page 172. 
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modeling program. 

“We sold more hand saws in 
the first week,” Shantz said, “than 
we had for several months.” 

The hand tool display unit 
which did the sales job was a wall- 
type unit. Tools were attached to 
the perforated backboard — by 
means of hooked wire fixtures, 
permitting each tool to be attrac 
tively displayed, yet easily re 
moved for close inspection. 

(For details of a display fixture 
especially adaptable for tools, write 
American Lumberman, 1389 WN 
Clark Street, Chicago 2, Ill.) 


Uses Eavestrough 
For Light Reflector 


Faced with the problem of 
throwing light on the firm name 
mounted on the side of a building, 
the issue was inexpensively solved 
by using an inverted eavestrough 
as a reflector at the Tongren & 
Son Lumber Co., Hartford, Conn. 

The galvanized eavestrough is 
attached to the building with 
metal brackets; fluorescent tubes 
inside the troughs provide the 
light. 
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SUILDING PRODUCTS 


Planks go up fast with the exclusive 


Georgia-Pacific Cli 


], Nail furring 
strips 


p and Strip System. 
a 


ane 


2. Insert clips 
in strips 








3. Engage clips 


AY I 


ry =; j 


A. Lock panels 





to panels 


to clips 


PREFINISHED! 


G-P Prefinished 


QAVANNAI! OAK [PANUBILING: 


in RANDOM-WIDTH PLANKS 


A sales sensation with the shoulder trade a cost cutter and 
;, Savannah Oak Paneling now comes in 


blond. This gives you a double barreled profit potential! Honey- 


style leader with builder 


tone finish for prospects who want walls of traditional elegance 
Blond for prospects who want walls of brilliant modern design 
Both panelings have the same exclusive features 


both offer the 
same strong selling and cost advantages 


G-P Prefinished G-P Prefinished 
RED GUM 


You can make more sales 
with these other 
G-P best sellers 
in standard size 
panels 


GEORGIA — PACIFIC 


raves 


0D 


MERCHANDISER 


COMPANY 


270 Park Ave., New York 17, N. Y. 


G-P GP 
RIPPLEWOOD STRIATED PLYWOOD 


Circle No. 65 on ¢ oupon, page 172. 





DUO-FAST 


STAPLE TACKER 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speeded and simplified by DUO-FAST 
TACKERS and STAPLES 

You will like dealing with DUO-FAST. 
You will like our FREE SERVICE 
POLICY. You will like the dealer aids 
available. 


Write today for the Duo-Fast Story. 


DUO-FAST 


FASTENER CORPORATION 
860 Fletcher—Chicago 14 


Hoggso 
ZE§$CREEN 
Rollers 


Concave Face 


2 models, for fibre gloss or metal screens 


Standard 2" dia 


For inserting spline into frame after 
screening has, been positioned. 
Standard stock sizes are .093, .105, 
125 and .170 width of face 

for fibre glass roller model, send 
1” section of channel, screen and oe 
spline to insure correct size roller 


% 
Convex Face 


preaders 2" dia. x 
16” foce 
Primarily vsed in putting the screen 
ing into the frame slot. Can be sup 
plied with 3/32" rounded edge 


Flanged 


ee 


Standard stock size is 2 
1.5/8" diameters by 9/16 
of foce 


width 


Special sizes on all above tools con be 
made to order, Send specifications 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN, U.S.A. 


Civele No. 149 on Coupe 
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colorful decals to dress up its 
kitchen cabinet display. Women 
are captivated by the quaint old 
Dutch designs over the cabinets 
and their easily 
verted into package 
firm’s efficient 


Decals Help Sell 
Kitchen Packages 


little things 
kitchen re 
Lumber 
series of 


Believing it’s the 
that sell women on 
modeling jobs, Capitol 
Co., Milwaukee, uses a 


con 
the 


interest is 
sales by 


salesmen. 


Plastic Pavilion Provides Extra Sales Space 


structure is built around = the 
firm’s office area. Besides protect- 
ing merchandise from the weather, 
the 1,900 feet of plastic 
roof transmits a soft light which 
adds a friendly glow to the 


An outdoor sales pavilion roofed 
with green, translucent fiberglas 
panels is provide addi 
tional outdoor and storage 
area at F. M Lumber Co., 
Detroit The shaped 


used to 
sales square 
Sibley 


unique L area 
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PROFIT POINTERS 


Be New Merchandising Package built around eight new boat 
plans is now available to help increase your Exterior plywood 
sales to amateur boat builders. Includes supply of 60 plans 
(which sell for 25¢ each), counter stand and merchandising 

275. (Actual cost over $7.00) 


materials. Price to dealers: $2.75 


Sa Sete 


3. Fir Plywood Plans Book makes ideal sales tool for dealers 
interested do - it sig (over 90 
pages), fully illustrated book contains plans for scores of stor 
Available in quantity; 


in extra yourself” business 
age units and furniture. Retails for 50« 


comes complete with counter stand. Write for details, samples 


PLAY IT SAFE! INSIST ON 
DFPA INSPECTED PANELS 


You're sure of quality when you 
stock and sell only DFPA grade- 


marked fir plywood 


type and grade for every job 


There’s 


Fir Plywood Boat Plans 





Sales Reference Manual 


Extra “Do-It-Yourself” Sales 





New Cor Top Carriers 


ae Fir Plywood Facts Book Even your newest employee can 
be a fir plywood expert with this new pocket-size reference 
Handy 
specification data. For free copies for all your personnel, send 


A sso 


manual 60-page digest of plywood application and 


names and home addresses to Douglas Fir Plywood 


4. Inexpensive Car Top Carriers are a real boon to dealers 
Crafthboard car 
to let 


without damag 


small, time-consuming deliveries 
flat he jifl 
1 and lumber atop their own cars 


About 12 


plagued b 


riers come can installed in a customers 


haul plywo« 


ing finish per set; mail coupon for information 


= Sao eee as eee aes 


DOUGLAS FIR PLYWOOD ASSOC Dept. Al Tacoma 2, Wash 
Boat Plans 


f boat Plex j aterial hecked at left 


a 2 Facts Book 
Please ¢ sepore 
sheet? on 
o 


p! 
like 1 


ans Book 
' 
4 Car top carrier 


! ete 


inf 
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NEW Bate ira gs 


A Sun Valley's imperial 


Sa 4 


Door Stops and Holders 


New forged brass and aluminum 
door stops and holders are announced 
by Baldwin Manufacturing. To protect 
the finish, the manufacturer has in 
corporated a new Hexagon Grip for 
simplified fastening of the stop o 
holder which protects the finish dur 
ing installation. The new forged brass 
or aluminum door stops and holders 
are available in either wall or floor 
models. Baldwin Manufacturing Corp., 
Dept. AL, 1290 Central Ave., Hillside, 
N. J 


Cirele Neo. 201 on Coupon, page 172 


Molly Hi-Speed Installer 


device which in 
creases the speed of installation of 
Molly screw anchors four to eight 
times is announced. The patented tool, 
called the Molly Hi-Speed Installer, 
permits the installation of six to eight 
Molly screw anchors per minute in 
prepared holes, The Installer is also 
said to make perfect installations 
every time in any hollow wall con 
struction. The Molly Hi-Speed In 
staller can be used with any size 
Molly serew anchor without making 
any adjustments. Molly Corp., Dept 
AL, Reading, Penna 


Circle Ne. 202 on Coupon, page 172 


A labor-saving 


2-Way Panel Saw 
This Bennett 2-way 
designed to solve the 
problem. Rips or cuts can be 
made without removing panel from 
machine; one man can cross cut or 
rip a 4’ x 12’ panel alone and quicker 
than two can on a table saw, and all 
cuts are consistently square, claims 
the manufacturer. Richard C. Bennett 
Mfg. Co., Dept. AL, Laceyville, Penna 
Circle No. 205 on Coupen, page 172. 


panel saw i 
panel cutting 


cross 
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Sun Valley announces its new Im 
perial aluminum sliding glass door for 
all-weather double glazing, Construc 
ted of rugged extruded aluminum 
shapes, the Imperial is fully weather 
stripped with mohair pile set in con 
tinuous strips. It accommodates any 
standard size one-inch double glazing. 
At present the Imperial is available 
in two or four panel units, It is 
shipped kd. Sun Valley Industries, 
Inc., Dept. R2-AL, 8354 San Fernando 
Road, Sun Valley, Calif 


Circle Ne. 204 on Coupon, page 172 
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Ventilator Cabinets and Hoods 


A new series of ventilator cabinets 
and vent hoods is available. The cabi- 
nets are 36” wide, 13” deep and 18” 
high and are cut out for Trade Winds 
2501 or NuTone 870 exhaust fans. 
Matching vent hoods fasten to the 
underside of the cabinets. Both units 
are available in Republic’s Harmony 
Hues, tempo turquoise, prelude pink 
and largo yellow, as well as white. 
The new 36” units supplement a series 
of 42” ventilator cabinets and hoods 
which are now a part of the Republic 
line. Republic Steel Kitchens, Republic 
Steel Corp., Dept. AL, Canton, Ohio 

Cirele No. 205 on Coupon, page 172. 


Cork-Tex and Vinyl Tile 


A new flooring material, formu 
lated of Cork-Tex Underlay laminated 
to vinyl tile, is being manufactured 
by Robbins Floor Products, Inc 
Tuscumbia, Ala. The combination 
vinyl and cork tile is made under the 
trade name of Lifetime Vinyl Super 
cushion and is available in several 
standard gauges and an array of 
colors. Cork-Tex Underlay, a resilient 
sheet of resin-bonded cork, is manu 
factured by the Bond Crown and Cork 
Div. of Continental Can Co., Dept 
AL, 100 East 42nd St., New York 17, 
N. ¥ 


Cirele Neo. 206 on Coupen, page 172 
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Apron Taper 


A low-priced 9” apron taper, fea- 
turing portability and ease of use, 
has been added to the manufacturer’s 
line of Scotch brand masking equip- 
ment and supplies. The machine is de- 
signed to produce pre-taped aprons, 
6” or 9” wide, for use in masking 
baseboards, doors, windows, lighting 
fixtures, etc., to be protected during 
painting or plastering operations. 
Also being added are 12”, 24” and 36” 
apron tapers of the same design. 
Minnesota Mining and Manufacturing 
Co., Dept. AL, 900 Fauquier St., St. 
Paul 6, Minn. 

Circle No. 207 on Coupon, page 172 


King Coffon Conpacm ; 
a DERE BG 


Nylon Braided Line 


King Cotton 100% Nylon Braided 
Line is now available on handy 250’ 
boards, Line sizes available on this 
put-up are numbers 15, 19, 21 and 24. 
Each board is colorfully labeled and 
cellophane wrapped. Good package for 
counter or bin display, John H. Gra- 
ham & Co., Inc., Dept. AL, 105 Duane 
St., New York 8, N, Y. 


Cirele No, 208 on Coupon, page 172 


Decorfold Doors 


A new economy folding door, the 
Decorfold, is available in a variety of 
colors and sizes, It can replace a 
standard size door for approximately 
$25, it is said. Equally suited for use 
in wardrobes, closets and wherever it 
is desirable to screen an awkward 


area, these folding doors require no 


(continued on page 134) 
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These three Mack model B421S concrete mixers are part of the big San Mateo Feed & Fuel 
Company's fleet. Macks have helped set the pace for their growing operation since 195! 


compared to all other makes in our fleet... 


MACK’s performance and maintenance records 


were outstanding... that’s why we bought 


R. C. Hughes, President 


35 more 


San Mateo, California 


Proof of performance is what Mr. R. C. Hughes, 
president of San Mateo Feed & Fuel Company, 
demanded before buying 35 new Macks—21 model 
B421S mixers, and 14 model B30P dumpers 

‘We relied on our records,’ commented Mr 
Hughes, ‘“‘when the time came to make a major 
decision for modernizing our fleet. The answer was 
clear in our mixed fleet Macks were the stand- 
outs for fuel economy, low maintenance cost, and 
over-all earning capacity. 


San Mateo Feed & Fuel Company 


‘We bought our first six Macks in 1951, and 
added 14 more in 1952. Now, with the addition 
of 35 new units, our fleet contains 55 Macks. We 
consider our big investment in Macks an important 
factor in building increased profit into our rapidly 
growing business 

Get the facts on Macks before you buy another 
truck. See your Mack Branch or Distributor and 
find out how Mack can give you top performance 


and economy in every trucking operation 


MACK TRUCKS Empire State Building, New York 1, N. Y. 








NEW PRODUCTS 


(begins on page 132) 





painting or maintenance ofter instal 


WOOD TILES: 


@ Knotty Pine 

@ Clear Pine 

@ Cherry 

@ African Mahogany 


A really new decorative use for 
wood welcomed by builders, in 
terior decorators, home craftsmen 


Tyler tiles give the luxury of 
rich, solid paneling in choice 
woods at a fraction of the ex 
pected cost 


On walls or ceilings 
in new construction of 
over present surfaces, the 
large tiles go on fast 
with no waste and no ce 
menting. Just nail the 
edges to furring strips, 
studs or joists, on 16” 
centers, Interlocking edges 
hide the nails and assure 
perfect alignment. Use 
plain %” square strips to 
finish inside corners, and 
wood moulding for top 
edges and outside corners 


The new tiles come in two sizes, 16” square and 16” x 
32”, with beveled, interlocking edges. Each tile is dipped in 
a clear solution that prevents warping, checking, or shrinking, 
yet does not affect the natural wood color. They are shipped 
in sealed cartons of twenty tiles, steel-strapped face to face, 
with corners wood-protected 

Another profit-making style leader is the Tyler line of 
louvered products swinging and sliding doors, exterior and 
interior shutters. Competitively priced, this popular line sells 
to the fashion-wise home owner 

Make money with Tyler wood tiles and louvered prod- 
ucts. Write today for catalog and descriptive bulletins on all 
Tyler products 


ARTHUR F. TYLER COMPANY 


167 HAPGOOD STREET ATHOL MASS 


Circle No, 69 on Coupon, page 172. 





lation. Made of rigid, high-impact 
plastic panels, Decorfold doors may 
be installed in a matter of minute 
Curtition Corp., Dept 
telle Blvd., Los Angeles 

Circle No. 209 on ¢ oupon, page 17: 


Main Streeter 


This new budget-priced all-alumi 
num combination storm door is made 
of Alcoa aluminum. Called the Main 
Streeter, it is fashioned into an at 
tractive 1% lite door, with a %” ex 
truded frame, water-shed mullion, 
diamend-embossed kick plate, knob 
latch, basic hardware, and is available 
with either Z bar or piano hinge 
B & G Sales Co., Dept. AL, 6905 
Susquchanna St., Pittsburgh 8, Penna 


Abus ecard 
yi ASL 
me Cirele No. 210 on Coupon, page 172 


Primecote Ridgeline 


Masonite Corp. has added a textured hardboard 
to its line of primecoated panels. Now available 
either unprimed or as Primecote Ridgeline is a 
hardboard having a linear texture that has proved 
popular as an exterior siding as well as for interior 
applications. The factory-primed product is avail 
able in 12” or 16” widths and in lengths from 8’ to 
16’ for horizontal siding, for panel and batten con- 
struction in widths of 4’ and lengths from 3’ to 16’ 
and for application as shingles in 4’ lengths and 
widths of 12”, 16” or 24”. Masonite Corp., Dept. AL, 
111 W. Washington St., Chicago 2, II] 


Cirele No. 211 on Coupon, page 172 


Aerosol Spray Paints 


More than 30 color and specialty 
items are included in the Tempo In 
* si stant Spray building and household 
3233 line of aerosol spray paint Included 
“ganar in the line are both machine tool 
aeeore standard gray enamel and_= gray 
qaqa: primer, yellow and green zine chrom 


* 
A a3 ate, chrome sheen and dull aluminum, 
aaas as well as levelers, spar varnish, clear 
aaa, lacquer and clear plastic. Appliance 
s*? white for touch-up in the kitchen and 
aam bathroom; flat black, gold, red, green 
’ and yellow and a variety of colors are 
also included. A protective valve cap 
the same color as the paint in the 
can Tempo Products Co.., Dept. AL, 

2075 E, 65th St., Cleveland 3, Ohio 


Cirele No. 212 on Coupon, page 172 
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Porc-Lin-Ply Panels 


4 new porcelain faced plywood panel, designed 
for a score of both industrial and home uses, exterior 
and interior, is available. All the panels come 
36 x 96” and 5/16” thick. The colors are standard 
ized, too, nine shades being included in the line 
Pore-Lin-Ply is a sturdy sheet, its 30 gauge, .012 
inch steel face is treated with two coats of porcelain 
fused under a 1,600° heat to achieve a hard, semi 
matte finish, The core is of 4” exterior grade ply 
wood. United States Plywood Corp., Dept. AL 
Weldwood Bldg , 65 W. 44th St... New York 36, N. Y 


Circle No. 213 on Coupon, page 172 
(continued on page 136) 
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Sheldon House in Litchfield, Connecticut was erected 
in 1760 by Elisha Sheldon. A fine example of Litchfield 
houses, in terms of both legend and beauty. 


George Washington Looked Out of 


These Double Hung Wood Windows 


On his way through New England, Washington spent at least one 
night, and maybe more, in the upstairs bedroom to the right of the 
Palladian window The four poster in whic h he slept is still in use, 
As you see, the double hung wood windows, in addition to prov iding 
more light and beauty 9 add conside rable ty le to She ldon House, now 
196 years old. What other material can match the warmth and friend- 
liness of wood? Also, wood’s natural insulating qualities minimize 
moisture condensation. 
Modern double hung wood windows have bee n greatly improved by 
the use of efficient spring sash balance and metal weatherstripping, 
Relative inexpensiveness permits generous use making them really weather-tight and thrifty with utility bills 
of double hung wood windows with metal : 
weatherstripping, ev 1 the most modern There’s no substitute for metal weatherstripped double hung wood 
— windows. T hey fit naturally in the architectural or decorating scheme 
of any home. Also, they are easy to live with, easy to install, and easy 


to operate. 


WEATHERSTRIP esearch INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 


i ' ' 
& aa ste Nt | memeens DORBIN METAL STRIP MFG CO NICHOLS METAL STRIP SERVICE 
L Ms ‘ ; GARDNER wikt CO PEMEO MIG CO 

An endless variet of design can be achieved ALLMETAL WEATHERSTRIP CO MACKLANBURG OUNCAN CO PRECISION WEATHERSTRIF CO 
They are BARLAND WEATHERSTRIP MATERIAL CO MASTER METAL STRIP SERVICE REESE METAL WEATHERST RP CO 

| | i it f i CENTRAL METAL STRIP CO MONARCH METAL WEATHERS TRIP CORP SOUTHERN METAL PROOUCTS CORP 
easily shaped anc err Suriace receives anc CHAMBERLIN CO OF AMERICA NATIONAL GUARD PRODUCTS INC WARNICA PRODUCTS 

holds any type of finish. OENMIS EB COL,W SI NATIONAL METAL PRODUCTS CO, INC ZEGLRS, inc 





~ 


with double hung wood windows. 
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Very Impressive Profits 
are yours when you sell 
the line that’s famous 

for quality everywhere! 


Consistently advertised in the nation’s buy-minded 
publications, K-V fixtures are the most-asked-for line of 
their kirid. Customers prefer K-V’s lifetime sturdiness 
and beauty—-virtues you will find most rewarding, too, 
in year ‘round profits and sales action, 


K-V ... FIRST IN CLOSET FIXTURES 


Roomy K-V 552 Purse Rack View-all K-V 575 Tie Rack 


K-V ... FIRST IN KITCHEN FIXTURES 


Slide-away K-V 793 Towel Rack Easy glide K-V 790 Pan Rack 


K-V ... FIRST IN BUILT-IN FIXTURES 


self-selling all-in-one 
shelf assembly packages 


Easy to follow illustrated 
instructions on the boxes 
which contain a complete set 
of standards and supports for 
either open or set-in 

shelves for every use 


K-V 80 Standards 
with K-V 180 Brackets 


a 


K-V 233 Standards 
with K-V 239 Supports 


DO-IT-VOURSELF prolits, 
too, from K-V Drawer Slides and 
K-V Sliding Door hardware 


Check stock and stock up on 
the K-V fixtures folks will be 


asking for at your store! 


KNAPE 4 VOGT MPG. CO., 


GRAND RAPIDS, MICHIGAN 


Circle No. 68 on Coupon, page 172. 


136 





NEW PRODUCTS 


(begins on page 132) 





Two New Tools 


The new Diamond Clipper will easily, quickly and 
dependably drive neat triangle glaziers’ points into 
a wood sash, says the manufacturer. Refill points 
are available. Also offered for the glazing trade is 
the HM-50, a small electrical Putty Softener which 
is said to be priced well within the range of the 
homeowner and handyman. The Fleteher-Terry Co., 
Dept. AL, Forestville, Conn 

Cirele No. 214 on Coupon, page 172 


Aluminum Combination Doors 


A new line of aluminum combination doors is 
announced by Weather-Proof. The de luxe Kangaroo 
extruded aluminum self-storing door features an at- 
tractive 3-lite design. The Duo-Matic extruded alumi- 
num combination door, available in the 2-lite style 
comes in six standard sizes. The new Duo-De Luxe 
extruded aluminum combination door is available 
in both the 2-lite and the new picture-window de 
signs. The Weather-Proof Co., Dept. AL, 1407 E 
40th St., Cleveland 3, Ohio 
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Four New Colors 


Four new colors in asphalt tile have been added 
to the color range of Kentile’s resilient floor tiles. 
Two of the new colors are regular marbleized Ken- 
tile asphalt tiles; one a soft pink, the other a warm 
gray. Pink and gray also are used in the other two 
new tiles as backgrounds for multi-color Carnival 
mottling. The four new Kentile asphalt tile colors 
are available in precision cut 9” x 9” tiles. Kentile, 
Inc., Dept. AL, 58 Second Ave., Brooklyn, N. Y. 
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Tappan Built-In Ranges 


Tappan offers built-in electric ranges, built-in gas 
ranges, as well as built-in electronic ranges, de 
igned to fit any kitchen plan. Tappan ovens in 
Lusterloy or copper exteriors look equally well with 
brick, stone, plaster, etc. Tappan ovens can be built 
in to suit any height: controls are at eye-level. 
Features include: Lift-off oven door for easy clean 
ing, roll-out broiler and visualite oven window. The 
Tappan Stove Co., Dept, AL, Mansfield, Ohio. 
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What's Your Answer? 


What's Your Score? 9 or 10 correct Evrce llent! 
, ‘ ' ’ 
07 8: Good. , oro Fai 


(Answers on page 156) 


” 


What company makes the “Squire,” a one-piece, 
steel, garage door? 
Who manufactures Nail-On Brick? 
How do you determine whether your office safe 
affords adequate protection against fire? 
Which suburb of New York has been named 
Pilot OHI city of the east? 
What company advertises Styrofoam insulation? 
How did Wright-Bachman interest homeowners 
in making home improvements? 
Who manufactures Cementhide paint? 
Name the northwest dealer who builds pole sheds 
for lumber storage and materials handling effi- 
ciency. 
What company is featuring Story Book Knobs 
for furniture and built-ins? 

10. When does Title I legislation expire? 
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she’s glad somebody told 


her about 


MASONITE PRIMECOTE PRESDWOOD! 


Glad because she won’t have to wait for the first 
coat to dry when she uses Primecote® Presdwood 
panels. The first coat is applied at the factory. 


Glad because she'll get better results with the 
finish coat, too. Smooth and even all over, Primecote 
is a perfect base for all types of finishes 


Glad because she can use any final color she likes. 
Primecote Presdwood is a neutral gray, can be fin 


B. B. Butler Mfg. Co., tr 


way 
MASONITE 


PRES OWOODO a, " » 


l’kopUCTS MERCHANDISER 


BUILDING 


ished in lighter tone or darker shades 

Tell all your customers about the advantages of 
Primecote Presdwood and the many other Masonite® 
Hardboard panels. Primecote is profitable! Promote 
it with these free ‘Entertainment Center” plans. You 
Standard 


can supply Primecoted panels in 
and '4" 


Presdwood 4” Panelwood®, 4", %«" 
Tempered Presdwood, %" and 4" Peg-Board* and 


ly" Ridgeline panels. 


FREE PLANS 
MASONITE CORPORA 
Dept. AI 14, Box 7 


PION 
Chicago 90, I 
Please send me Free Plana for the Masonite “ Eatertainment 


lam © am not a Masonite dealer 


Center’ 
Firm Nam 
Address 
Cay 


Zone 
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al for sound deadening and convenience 
NEW PRODUCTS . * in hanging kitchen equipment. This 

; . Pern. . ee cupboard is made of extra heavy steel, 
Chegins on page 132) ’ \ 7 . ; phosphatized for rust resistance and 
“ ' finished in deluxe Hi-Bake ename!|. The 
Yankee ¢ upboard | trimmed with 
modern recessed hardware and the 





doors incorporate rubber bumpers and 
vinyl roller catches. The Maine Mfg 
Co., Dept. AL, Nashua, N. H 
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Flower Bed Edging 


Thi new corrugated aluminum 
F flower bed edging is four inches high 
5's eee and comes in 40’ rolls, It is said to 
: be easy to handle, It can be used for 
Sliding Door Hardware straight edging or even in circular 
; ’ decorative flower pots. Some garden 
The new Acme DuaLine Sliding ers merely tamp i into the acute 
Door Hardware w ith inter« hange able while others set it in place after 
hangers to fit both %” and 1%” door pading a narrow slit in the earth 
is announced, A sclid aluminum Jump Quaker State Metal Co Dept AL 
proof track is another feature of the Manheim Pike, Lancaster, Penna 
new DuaLine erie Doors may be Clrele Ne ‘6 py i 170 ‘ 
lifted in or out of the track for easy ai we Fireplace Form 
installation Nylon wheel provide 
quiet operation Adju table ide Yankee Cupboard , Thi senefire complete fireplace 
mount hanger are zine lusteron tee! corms ha four outstanding advan 
Included in each set an Acme All White Mountain’s Yankee Cupboard tages, according to the manufacturer 
In-One No. 110 Adjustable Nylon has heen redesigned to incorporate First, unit permits laying masonry 
Floor Guide , applic able for all door pune hboard lined door The Yankee traightaway with no diagonal ——e 


1% 1%” and 1%” in thickne Cupboard, 35” high x 24” wide x 13%’ Second, smoke free construction i 


4 ; ; . 
Acme Appliance Manufacturing Co deep, slides easily onto the top of any guarante ed DY the manufacturer 
Dept, AL, 35 So. Raymond Ave., Pasa 24” base cabinet and fits snugly with Third, it provides generous extra heat 
out screws. Model YC-24 j equipped when needed. Fourth, it stops cold 


dena, Calif 
with two doors lined with punch-board (continued on page 140) 


Cirele No, 2 on Coupon, page 172 


more and more dealers IT'S BEST a by TEST! 


We've actually tested and com- 
pared “Spartan” PART FOR 
PART in a licensed Testing 
Laboratory!! It's a GREAT Door 
Closer! All the EXPENSIVE FEA- 
TURES are in—but the PRICE! 

e UNIVERSAL HAND 

e COMPACT DESIGN 

e PRECISION BUIL 


¢ GUARANTEED 


ALL STANDARD 
SIZES 














Here’s the “good line of 
hinges to handle”... that’s 
the trade’s way of saying, 
“We like to sell Griffin 
products.”’ Full line of 
wrought steel butts and 
shelf hardware. Just dis- 
play them, and you'll sell Write today for com- 
them. Order in any selec- plete details, inciud- 
tions you know your cu ing prices. 


tomers want. 
: S. PARKER HARDWARE MFG. CORP. 
Template Butts, Button Tips (2 RI FFIN 23-27 Ludiow St, * New York 2,N.Y. * Phone WAlker 5-6300 


with permaneotty attached Bearings “since 1899” Ouality Herd $ 1900 
MANUFACTURING CO. ame. PA Ouality avdware Since 
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Vow ... New, Bigger Sales with 
SISALKRAFT 


Rot-Resistant Vapor Barrier for Dry Floors ! 


Fungicide-treated Sisalkraft Vaporstop is a vapor barrier for under con- 


crete slabs and as a ground cover for crawl spaces. You can sell Sisalkraft 





Vaporstop for every home that needs protection from moisture penetra 


tion from the ground . . . protection for the life of the structure. 


SISALKRAFT VAPORSTOP MEETS FHA and VA 


MINIMUM PROPERTY REQUIREMENTS 
Sisalkraft salesmen will be calling on your customers, hammering home the 
advantages of Sisalkraft Vaporstop in performance, easy handling and low 
cost for houses, farms, all construction where dry floors are a must. It’s 
as tough and dependable as Sisalkraft. We're telling the story with hard- 


hitting ads, folders, mailings. Available in rolls 3-8 feet wide. 





i 


Pe a eal 


~ = ermal | fi. ~ 
7 ene ‘te, 


-. F 4 


gaia 


Also New! TCA WGISTSRE op K AND S 


mn oie 
se eee arte barrier is for your builder- ustomers 4 ~~ 

> wan 1€ ultimate. It’s polyethylene bach 
; wane te - ) iched, reenforce ‘ 
7 get kraft paper. Unaffected by acids and alkalies ~ % o ' 
oe the permanency of polyethylene and the strength of . i 
Sisalkraft. Rolls up to 8 feet. 


#' a i ‘ 

and also New! SISALITE L Ly A 
Pure Polyethylene film Low cost, tre j Ts 
A at, insparent, flexible, water- : * u cT 


— Ideal for protec ting materials and equipment from 
— ~ r Eorunste easy Inspection, and for closing in windows 
doors on t rot or mildew, unaffected by acids and alka. 
7 8, gf them oa on Has many protective uses for home owner 
aiso. Available in a variety of widths, in 2, 4 and 6 mil weights. 


OTHER QUALITY SISALKRAFT PRODUCTS INCLUDE; 
SISALKRAFT — Reenforced, waterproof building paper. 
COPPER ARMORED SISALKRAFT — Electro sheet copper for 


concealed flashing and waterproofing. 
SISALATION — Reflective insulation and vapor barrier, 


AMERICAN SISALKRAFT CORPORATION 
Chicago 6 + New York17 . San Francisco S 


BuILpING Propucts Mry . 
Vo. 7l on oupon, page 172, 








00 degrees. Master Rule Manufactur 


hand sides. It is available for parti 
Middletown, N. Y 


NEW PRODUCTS tion thicknesses of %”, %” or %” ing Co., Dept. AL, 
Made of extra heavy gauge steel and Cirele No. 223 on Coupon, page 172 
available in chrome, brass, bronze, 

copper, prime coat and cadmium 

Washington Steel Products, In 

floor drafts. The firebox is double De ept. AL, 1940 East 11th St., Tacoma 

welded of heavy boiler plate graduated Wash 

in thickness up to 4%” for even heat Circle No. 222 on Coupon, page 172 

distribution ‘he Benefire fireplace 

form is available in six sizes, Bennett 

Ireland, Inc., Dept. AL, 10 Exchange 

St., Norwich, N. ¥ 
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‘ Panorama Doorwall 


The Panorama, a top-quality, all 
sliding glass doorwall, i 


wl aluminum c 
' announced. Top and bottom rails and 
il» a) center interlocking stiles have been 
‘ engineered with Twin-Seal silicoated 
Folding Wood Rule mohair pile weatherstrip and the clos 
This new six-foot folding wood rule ing stiles have been recessed into an 
with special markings on the reverse aluminum jamb channel fitted with 
cages 7 double vinyl extruded shapes that 


side makes it possible for people to 
i ‘ lay out rafters with speed. accuracy cushion and weather-seal the sliding 
Flush Door Pine Hinge a) ? os “se Ss guar Slay p90 doors as they close. All panels may 
and simplicity. Called the Master lide. if desired, cree are alae 
This new, easy-to-install hinge of Framing Rule, the new tool works once , d oe ~ - - oe "Availabl or 
fers a modern flush face type cabinet by manipulating the angular folds to type ened 7 i =_— tam 7 4 ~ 
The entire cabinet face may be cut form triangles, the bases of which pace te eOS +p ~" os pee sa Peteae 
from one piece of wood, allowing a are merely held along the side or Selon fin ‘altie oa a ot es 
matched grain to cross apron drawers edge of the lumber. The rule has sp« 18096 S waa 1% Re Gard a4 Cal f" 
and doors. The No. 1032 hinge has cial markings so that it can also be _* eee y SETOREE, VEE 
a positive adjustment feature and is used as a square, for miter cuts, and 
right and left for laying out any angle from 0 to (continued on page 142) 


(hegins on page 132) 
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interchangeable for 





Ant iy ve 








BUSS No. 4L PLANER (4) McCloud Lumber 0.4 i 


~ 





Executive Office 


PERFECT CHOICE FOR 900 First National-Soo Line Building 
LUMBER YARDS MINNEAPOLIS 2, MINNESOTA 
and SMALL SHOPS! Selling the Product of p 


The McCloud River Lumber 
McCloud, Calif. 


A Maolum size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working Industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without denger of 

bick-back, Has built-in knife 

grinder, variable speed, in 

stantaneous control of lower 

rolls, instantaneous mi 

cremeter control of 

pressure bar, shearing 

ber and other 

highly desirable 

features. Sturdy 

semi-stee!l cast 

frame. Capacity 

24", 26" or 1" « 

8. A real pre 

cluien, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletineNo. 4 


BUSS ily 
WESTERN 
MACHINE WORKS SOFTWOODS PONDEROSA PINE 
SUGAR (Genuine White) PINE 


238 EIGHTH ST., HOLLAND, MICHIGAN oe a See vee 
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"Sure am glad I was 
ready with TWINSULATION"' 


says EVERETT L. SPEAR II, E. L. Spear Co. 
Rockland, Maine 


4 wid 
Bond 





“IT could have missed the boat without Gold Gold 
Mr 


Spear brin 


| 


DUSINGS 


Bond TWINSULATION® in stock 


says. ‘A woman who had read recent Gold 


Bond TWINSULATION ads came in to see if I 


nen 


IS perl 


stocked TWINSULATION. She didn't place an Dealer det 


rome! 


Al 


WIN 


order at the ume but said she was renovating 


t 


‘| 


a summer home. A little later her contractor ire 


visited me. He not only bought a good order 


he also bought a sub 


around the roc¢ 


of TWINSULATION TWINSULATION 


Sav 1nhp 


Be 


Believe me, 


stantial order of other materials 


sure glad I was well stocked up on read 


J 
TWINSULATION! I'm really sold on being a 


Was 


line. C: r Gol 


NATIONAL GYPSUM COMPANY @ BUFFALO 2, 


GYPSUM BOARD 
pRooucts 


Build better with 


Gold Bond 


MERCHAN 


LATH, PLASTER 
AND LIME 


ROCK WOOL INS 


rs Circle No. 76 on 


BUILDING Propu: 


You 


1qoP 


turn 


mone inf 


“ry Gold 


{ 


Gold Bond ising 


lealer 


and hely whole 
I 


ners to me 


an be sure that WIN LATION 


tly well 


land tor fast-moving 


stocked at lace! 


| rofitable 


ving everywhere ( 


i by the silv 


When they learn that 


pro 


| 


( ery 


I 


covering i] 


| 
Wool 


back heat by reflection 


fuel bill the ile 


Bond 


iit 


1 bond s 


NEW VORK 


FA 


‘tak 
PAINTS ANDO ASEESTOS FOOTING 
NSULATION rextuees AND SIDING 


ULATION 


, 
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7 only 11 pounds A 1% hp motor 
NEW PRODUCTS . drives its 642” blade at 3,670 rpm 
Porter-Cable Machine Co., Dept, AL, 


(hegins on page 132) 73 Exchange St., Syracuse 8, N. Y 
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Latex Concrete Topping 


Rough, spalling, pitted, broken o1 
uneven concrete and masonry sur 
faces, new or old, can be quickly re- 
paired or reconditioned without chip 
ping or special bonding agents, says 
the manufacturer. Latex Concrete 
Topping bonds as thin as 1/16” or 
1/8” over any clean stable surface, 
inside or outdoors, it is said. The new 
Special BeadeX tightly bonded surface is also the Two New Pulls 


New Special BeadeX, for finishing color of concrete The Camp Co., Inc., To meet the demand for practical 
outer corners of gypsumboard walls, Dept. AL, 6958 S. State St., Chicago trim hardware necessary for sliding 
is announced, BeadeX corrective ac 21, Hl, doors, The Stanley Works has de 
cessories with drywall finish solve Cirele No, 226 on Coupon, page 172 signed two no pulls Modern in de 
the problems of protection, reinforce sign, the No, 2930 Edge Pull has an 
ment and crookedness in one simple ne Pe one, ar eee 7 
operation, it is said, The design of Portable Electric Saw es lable 8 “oe A see = 
Special BeadeX incorporates a wider available in standard finishe n 
metal portion which provides a leg This 6%” portable electric saw is stallation is made with a simple 
of sufficient width to completely cover designed to sell at a price everyone mortise in the edge of the door The 
a raw cut edge of gypsumboard at the can afford. In addition, the manu Combination Flush and Edge Pull, 
meeting of outer corners, it is claimed facturer’s 50th Anniversary Special No. 2931, utilizes the described pull 
With the use of Special BeadeX, the Offer makes this new saw available plus two deep recessed flush pulls 
wetting treatment of cut edges is in kit form. The kit includes a rip Hardware Div , The Stanley Works, 
eliminated, it ji aid. BeadeX Manu guide for traight or bevel ripping, Dept AL, 111 Elm St., New Britain, 
facturing, Inc., Dept. AL, 4615 Eighth a protractor gauge and a welded steel 


Ave., N. W., Seattle 7, Wash carrying case. This new Model 146 i: 
Cirele No, 225 on Coupon, page 172 built for heavy-duty use, yet weighs (continued on page 144) 


Conn. 
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ny famous 


FOR GIVING MORE 
THAN DUTY REQUIRES 





END MATCHED - 


ee ott came ata 


OAK 
BEECH 
PECAN 


MANUFACTURE COMPLETE PREFITTED DOOR 
UNITS QUICKLY & ECONOMICALLY 


Trouble Free Production of Unit With Door, 
Split Jamb and Trim Both Sides Ready 
For Installation 


Hardwood 
Flooring 


——— Ce 


-__ 


With Z & K Prehung Door Manufacturing 
equipment, you can now make economical 
. fitted doo lit mb and 
Supply your customers with Mt. Vernon Brand flooring ; Nepal deg re 
. trim, both sides ready to be installed 
Each strip is quality-made from choice timber, and 
: : / Machine tokes up very little space and 
scrupulously graded to give beauty and endurance | 
‘ comes pre-set so the first unit and every 
beyond the call of duty. Available in three popular ‘ . . » will wa agai 
+ n w e erlec even wi u 
species, Mt. Vernon flooring is NOFMA certified and i Tee ee Sov We P 
| ‘i skilled help 
meets every residential, commercial and industrial re * 
quirement. Let Mt. Vernon Brand build sales—and a | You'll make money by being the one in 
reputation for quality—for you today your area to offer this precision unit at an 
unbelievable low cost. Write today for fur 
~ ther information 
ALSO BAND SAWN HARDWOODS. Write or calli «aiiee 
© Covered hy Pat. & 


Pat. Pending 


INC MASTER PREHUNG DOOR EQUIPMENT 


MOBILE RIVER SAW MILL CO., 
; Z & K Tool Company 


Mt. Vernon, Alebame 
407 Sand Hill Road, Lebanon, Pa 


WRITE TODAY — 
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This brand name 


also means... 


Seasoned lumber delivers sound building values— 


and gives builders an 


@® When supplying material to build- 
ers, remind them of this important 
fact: a home is easier to sell if it is 
framed and sheathed with Weyer- 
haeuser 4-Square Kiln-dried Lumber. 

There are several reasons for this 
increased salability. 

For example, Kiln-dried Framing 
is an important sales feature because 
the public has learned that seasoned 
lumber is strong... that it has dimen- 
sional stability... that it contributes 
to sound, reliable construction. 

Kiln-dried Lumber Sheathing on a 
new home is a feature that helps close 
many sales. Lumber is strong. . . it 
holds nails firmly. Also, lumber sheath- 
ing permits the use of shingles, 
vertical siding, and other special 
coverings without furring strips. 


Weyerhaeuser Sales Company 


ST. PAUL 1, 


BuILpInG Propucts MERCHANDISER 


important sales point 


These are a few of the reasons why 
lumber sheathing has been the ac 
cepted standard for generations. . . 
and is still a mark of high quality 
construction in homes, farm build- 
ings and commercial structures. 
The Weyerhaeuser 4-Square brand 
name, nationally advertised, is well 
known to the public. . . 
quality that helps dealers close sales 
All lumber bearing the brand name 
Weyerhaeuser 4-Square is scientifically 
kiln-dried, precision- manufactured, 
properly graded and carefully loaded 
for shipment. It is available in a wide 
range of species and grades, in com 
mons and clears. There are Weyer 
haeuser 4-Square Lumber products, 
from dimension to moldings, to meet 
every need in light construction, 


MINNESOTA 
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XP-160. Power for this unit is pro- 
NEW PRODUCTS vided by a four-cycle engine with a 
ws recoil starter. Western Tool & Stamp- 
(hegins on page 132) ing Co., Dept. AL, 2725 Second Ave., 
Des Moines 13, lowa. 
Circle Ne. 229 on Coupon, page 172 





Homke XP-160 Caretaker 


. The Homko XP-160 Caretaker is a Three New Pulls 

20” rotary mower-trimmer with a 

front-wheel drive for better tractior Amerock is offering three new pulls 
and maneuverability. This self-pro in its Contemporary cabinet hardware 
pelled unit has a completely enclosed line. A diamond-shaped pull is avail- 
precision gear drive with finger-tip able in two sizes and requires but a 
clutch control. Variable walking speeds single boring for time-saving appli 
are controlled by a hand throttle cation. These pulls can also be used 
Wheels are set inside the cutting to replace concave knobs on old furni- 


swath for trimming close to trees, ture and cabinets. Also available is 
house, flower beds. A leaf mulcher a wrought steel V-shaped double bore 
attachment is available as an acces pull. These new pulls are available in 
sory, creating a fall time use for the both the black and gold finish and the 


new satin copper with ebony black 
lz i ST 0 finish, American Cabinet Hardware 
i . Corp., Dept. AL, Rockford, Il. 


~~ 
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now! ' 


ranteed 4 


(es SMooth ©Peration of 


We'ti Give 
DOusLE 
'f their 


Ge. 
H& 
your Customers 


their Mone 
own test 


4 


est Sliding door h 


t 
hey've ever used! 


Closet 8rackets 


Kant-Sag shelf and pole brackets 
can be placed anywhere along the 
closet as needed, act as automatic 
area dividers. They accommodate 
standard 1%” poles and are said to 
end sagging closet poles permanently. 
He makes his own fest in the next home They = ‘ anes Ht block wrought 
he builds, If the Har-Vey Hardware in iron, packed 12 pair per carton. United 
that home is not the smoothest, quietest Steel Products Co., Dept. AL, 104 W. 
hardware he's used in this price range, 86th St., Minneapolis 20, Minn. 
we'll give him double his money back! 


When you sell Har-Vey you can offer 
builders every assurance of top performance, 


proved by your customer's own comparison! 
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PROVEN FEATURES like these enable us MODELS FOR EVERY NEED 
a) ee i Ai a a ke 
@ Challenge 
T ee ais al 
@ Nylon rollers jas! @ Chom 


@ Aluminum V-qroove 


AMERICAN SCREEN PRODUCTS Shhivloer thao’ 
! GENERA’ OFFICES, 807 N.W. Mt 


Get complete detoils on this spoce-saving, griel-seving herdwere 


Waste King Dishwasher 


icin iin is sends dntisninds Olina 


The new de luxe Waste King auto- 
matic dishwasher is designd for ultra- 
quiet operation and features individ- 
ual control over any portion of a five 
phase 87% minute washing-drying 


' f 


(continued on page 146) 
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“500” series 
with matching : 
cabinet 


hardware 


Weslock leadership in 
residential lockset styling 
is recognized by 
architects, builders and 


contractors everywhere. 


The new SUNRAY and 
the popular CONCAVE 
series have both become 

accepted standards of 


contemporary design. 


Perfectly matched 
SUNRAY and CONCAVE 
cabinet hardware gives 

a custom-styled effect 


throughout the home. 


~ 


Se Sa 


= 
were ee 


_ ? 


SUNRAY 
“90OO" series 


— 


qe ee 


with matching © 


cabinet 


Write for further information. hardware 





WESTERN LOCK 
MFG. CO. 


Manufacturers of Weaslock Residential 


Lockseta & Builders Hardware 


GENERAL OFFICES, 211 NORTH MADISON AVENUE, LOS ANGELES 4. CALIFORNIA 7 FACTORY, HUNTINGTON PARE, CALIFORNIA 
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SPACE 
| Time 
WORK 
MONEY 


..» WITH 


“INSTALL YOURSELF” 


AE EOOOOR 





WIPES CLEAN... 
with sudsy cloth! | 


RESISTS... 
staining and scuffing! | 


WON'T... 


support combustion! hy 


JEANNETTE DIVISION 
Jeannette, Penna. 


STERLING PRODUCTS CO., INC. 
180 E. Sixth Street, St. Paul 1, Minn. 


Please send me complete information on your 
folding doors and room dividers: 


NAME 
ADDRESS 


ZONE STATE 
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(begins on page 132) 





cycle. The heart of the new dish- 
washer is a Waste King engineered 
centrifugal pump which circulates 
water at a rate of 60 gallons per 
minute. The dishwasher can be set at 
any operation — washing, rinsing or 
drying. Given Manufacturing Co., 
Dept. AL, 3301 Fruitland Ave., Los 
Angeles, Calif. 
Cirele No. 232 on Coupon, page 172. 


Single-Bore 
Lock 


Development of a new Single-Bore 
lock for screen and combination doors 
is announced. Installation is said to 
require only one 15/16” hole through 
the door. The new strike has elon- 
gated screw holes for easy adjust- 
ment; a %” turn of knob or lever, 
up or down, opens door. Slide lock 
on inside rose locks door securely with 
fingertip touch. Trim of the new lock 
is solid brass; inside parts are cold 
rolled steel. Dexter Lock Div., Dexter 
Industries, Inc., Dept. AL, Grand 
Rapids, Mich. 
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Heavy-Duty 


Saw ; 


A new 6%” heavy-duty saw that 
will cut a 2 x 4 at 45° with blade to 
spare is announced, The new saw is 
said to have a maximum depth of cut 
of 25/32” at 90° and 17/8” at 45°. It 
contains ball bearings, heat-treated 
helical gears and a heavy-duty Black 
& Decker universal motor designed 
especially for sawing. The new saw 
has many important safety features, 
including a newly designed switch 
guard which prevents accidental trip- 
ping of the instant release switch. The 
new tool is light, weighing 11 pounds. 
The Black & Decker Mfg. Co., Dept. 
AL, Towson 4, Md. 


Cirele Ne. 234 on Coupon, page 172 
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BUILDING PropucTs MERCHANDISER 


CF&l Fencing is a favorite of thousands of 
Western farmers and ranchers. And no wonder! 
Look at these big advantages ... then stress 
them when you talk to customers. You'll find 
they often clinch the sale for you. 


1. EVERY JOINT IS FLEXIBLE — Flexible Hinge 
Joints prevent permanent damage from falling 
trees, similar objects... permit fence to conform 
to the contour of uneven ground. 


2. TIGHT, UNIFORMLY THICK GALVANIZED 
COATING—CF&I Fencing gives years of trouble- 
free service because it is protected with specially 
selected zinc to assure a tight, weather-resistant 
galvanized coating. 


3. NO WEAK SPOTS—CF&I Fence is free of weak 
spots because it contains only full gauge wire and 
every joint is fully wrapped. 


4. FULL LENGTH AND HEIGHT—The length and 
height of every roll of CF&I Fencing fully conforins 
to U. S. Government Standards. This means that 
your customers get full measure when they buy 
CF&! Fence. 


these /six/features 
help you sell 


i 


cay 


5. TENSION CURVES DRAIN WATER EFFICIENTLY 
—The deeply-formed tension curves on CF&l Fence 
do more than keep the fence tight all year round — 
they point down and drain water off the fence 
more quickly. 

6. YOU STOCK FENCING THAT EXACTLY MEETS 
CUSTOMER'S NEEDS—CF&!I produces nearly 150 
different types, heights and weights of fencing. 
You stock the fences that suit your particular area 
—not something that’s designed to fill a use in 
an entirely different area. 


REMEMBER! Every fencing customer is a prospect 


for: 
CF&i BARBED WIRE + CF&l BARBLESS WIRE 


CF&I CINCH® FENCE STAYS + CF&I FENCE POSTS 
CF&Il NAILS AND STAPLES 


oO. 





| 


All CF&l Farm Products are illustrated and fully described in our new 84-page 
“CF&I Wire Products Catalog”. See our nearest sales office for your copy. 


THE COLORADO FUEL AND IRON CORPORATION 
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NEW PRODUCTS 
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No. 4460CM Pull 


Stairmaster Safety Tread 


New double red lines at the safety 
tread edge make the stairs safer by 
outlining the limits of the step, re 
ports the manufacturer. The new visi 
bility line for safety is furnished with 
out extra cost on the extruded alumi 
num Stairmaster safety tread. This 
tread comes in a standard nine-inch 
width with anti-slip abrasive grit 
filler locked in V shaped grooves, The 
safety treads are furnished with bev- 
eled ends in lengths as required for 
the installation, The treads are easily 
applied over any type of stair, it is 
said. Wooster Products, Inc., Dept 
AL, 100 Spruce St., Wooster, Ohio 


Circle No. 235 on Coupon, page 172 





1527 Hinge 


For new home planning... 


remodeling — renovating 


Two musts in every Dealer's stock! 


Smartly designed 4460 chrome pull has a standard screw 
hole spacing of 2%” — makes it the ideal replacement 
for old-fashioned, outdated cabinet hardware. Gives new 
cabinets a distinctive modern appearance. Length over- 


all: 442”. List price: 55¢ each Weather Stripping 

Shuford’s All - Purpose weather 
stripping for windows, doors and 
screen doors and windows of all types 
is 100% virgin vinyl, will not crack 
or peel and is resistant to moisture 
and temperature changes, it is said, 
Comes in all white or oak brown; 
can be painted if necessary, The door 
size package (18’) of the weather 
stripping also contains a quantity of 
‘ acks. S s . 
1527 hinge is the only one of its kind. Both pad and strap Det AL. cee NC Mills, Inc., 


are crowned for streamlined styling on cabinet doors, Circle No. 236 on Coupon, page 172 
closed or open! Raised barrel permits 180° opening 


Available in all standard finishes. List price: 75¢ pr Automatic Clothesline Reel 


Mounted out of sight inside a ga 
rage, basement or behind an amuse 
ment room wall, this new reel holds 
up to 50’ of ordinary clothesline under 


Ask your wholesaler to show | spring tension. For use, the line is 
yeu these items now! For details | pulled through the wall and the free 
on fyill line of cabinet hardware, end anchored to a post or hook. When 
write Gtanley Cabinet Hardware, TA this end is released, the line “snakes” 
128 Lake &., New Britain, Conn, | back through the wall, disappearing 
fer Catalog F-100. | from view as it winds itself up. The 

10%” diameter reel can be mounted 
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between “uprights” or studding in 

practically any wall, it is said. Squar- 

Reel is sold in a kit, including plates, 

spring and mount for reel, no-friction STA N L t- Y et d 

— cap for line end and screws ar ware 
lway Products Co., 214 Phoenix 

Bldg., Minneapolis, Minn. 


Circle No. 237 on Coupon, page 172 





Hardwick Burner Unit 


The new Hardwick built-in gas 
counter-top unit with twin burners is 
a companion appliance to the Hard 
wick built-in gas oven unit. Two or 
three of these burner-pairs may be 
arranged to provide plenty of cook 
ing capacity for any family. Top of 
the Hardwick burner unit fits flush 
with the kitchen counter, wedged in 
with a shining molding of stainless 
steel. The new Thermal Eye knob is 
said to control burner heat accurately 
for any need from deep fat frying to 
the most delicate cooking. Thermal 
Eye is optional on all counter-top 
units. Automatic lighting is standard 


Hardwick Stove Co., Dept. AL, Cleve- | Two-in-one hardware 
for by-passing doors 


Circle No. 238 on Coupon, page 172 


Now you can double your turnover cut your inventory 
in half — with Stanley's sensational, new 2800 sliding door 
hardware. The unique, reversible hanger and adjustable floor 
guide fit either %4” or 1%” by-passing doors. Everything 
comes in One compact, attractive package track, hanger, 
floor guide, screws and step-by-step installation instructions 
For 4’, 5’, 6’, or 8’ openings 


2800 moves fast, too, because it’s so easy to install and oper 
ate. The hanger permits up to %” vertical adjustment with 
out loosening the three installation screws. 2800 is competi- 
tively priced, backed by Stanley quality materials and expert 
workmanship. 


Continental Doors 
2804 2808 
A new, streamlined layout has been 
yiven Continental combination doors, . . 
< Still another Stanley set sliding door hardware with built 





reports the manufacturer. Wood parts 
are narrowed to harmonize with con- 
temporary design. Glass inserts are track. The 2804 (for 
larger to give greater area of vision offer tremendous savings in installation costs and labor 
and admit more light, Screen panels Same unique hanger design as the 2800 

are bigger in size to provide maximum 

ventilation. New Continental Insert- 

Fastener holds inserts more secure] 

and allows changing with greater aoe i Ask your wholesaler about this 

and convenience, Continental Screen hardware and Stanley's new trim 


Co., Dept. AL, 810 So. Michigan Ave., and merchandisers, Write Stanley 
Hardware, 125 Lake $1., New 


Chica 4, Ill. 
Coole No. 289 on Coupon, page 172 Britain, Conn., for promotional 


(continued on page 151) . 


in header trim as an integral part of the extruded aluminum 
¥%,” doors) and 2808 (for 1%” doors) 
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Plastic-faced BEVELED Siding 


The 1956 style leader in well-dressed homes! 


e Exterior D.F.P.A. Fir Plywood base. 


° “Crezon-fused” plastic face, sealed 
in heavy cartons. 


backs. “Penta” sealed face, back and Fully packaged 
edges. 
Sis e Sleek, long, low, mode 
veled with modern precision. Com- i 
deep, natural shadow lines. 
ed edges and ends. 


m with full, 


e Be 
pletely squar 


e Designed to save you money — and 


e Mill-primed, ready to paint. Less paint, 


less labor. Less waste. with the home buyer in mind. 


mation to: 


Write for complete infor 
38th St., indianapolis 5, Indiana 


WALTON PLYwooD, Sales Office — 644 E. 








NEW PRODUCTS 
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Ceramic Glides 


Colorful and durable ceramic glides 
have been created by Yale & Towne to 
add a new note of decor to furniture. 
The new glossy Yale ceramic acces- 
sories are solid in color and decorated 
with patterns or with stipplings of 
gold, silver and other colors. Two 
type of glides are available for the 
tips of furniture pieces. One type is 
used for wooden furniture; the other 
is for furniture with hollow steel legs. 
The new line of Yale ceramic glides 
also has an arm cup which fits over 
the furniture arm end. The Yale & 
Towne Mfg. Co., Dept. AL, Chrysler 
Bldg., New York 17, N. Y. 


Circle No. 240 on Coupen, page 172 





“SAY BOSS! 


JUST HEARD THAT SOME FIRM FROM SPRINGFIELD, 


MASS...OR MAYBE MISSOURI-1IS GOING TO BUILD 

ON THE MILLER PROPERTY. UNDERSTAND A 

NEW YORK OR BOSTON ARCHITECT IS INVOLVED. 

DONT KNOW IF THEYVE PICKED A CONTRACTOR 

ANYWAY, THE JOB COULD RUN TO $400,000- 
OR WAS IT $140,000? IM 


GOING TO CHECK Con 


“ 


BuILDING Propucts MERCHA 


NDISER 


666 Sliding Door Lock 


This new 666 sliding door 
tures a bold thumb turn and is 
able in a high fashion black & 
model, as well as standard 
The 666 is available with 
emergency or blank escutcheor 
also serve as flush pulls. It fit 
door thickness frcm 1 
special tools are needed for the 
two-bore installation, it i 
Adan tite Manufacturing Co., 
AL, 540 W. Chevy Chase Drive 
dale 4, Calif 

Circle No 


Lawn Tool Gift Package 


The Doo-Klip Yardmaster, 
packaged set of three lawn 
announced. The red. yell« 
package contains Doo-Klin 
Super Grass Shear; DK-5 


HOT TIP CHARLIE AT IT 
AGAIN. IF WE USED DODGE 
REPORTS AROUND HERE WED 
HAVE FACTS TO GO ON— 
INSTEAD OF RUMOR 


RIGHT' AND SAVE MONEY 
TOO. WHAT WELL SPEND ON 
DETECTIVE WORK IN THIS CASE 
WOULD PROBABLY BUY DODGE 
REPORTS FOR A YEAR 





WANT PROOF 
THAT ITS CHEAPER 
TO USE DODGE REPORT! 


fin 
thumb 


‘to 1%” 


241 on Coupon, page 172 
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avail 
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t 


Glen 


THAN NOT TO? MAIL THE 
COUPON NOW 


Circle 


Vo. 87 on Coupon, 


Shear and DK-404 Pruner. The attrac 
tive carton iited for display us 
Unit retails for $9.90. Yardmastet 
packaged, thre¢ py 
carton, shipping 
Lewis Engineer T 
AL, Allis Ohio 


Cirele Ne 


& Mfg 


ince 


Handy Horse 

Federal Hard 
announces the 
new JV 


Handy Horse 


! paint 
Federal 
Dept AL, 
Minneapoli ?, Minn 


Cirele No. 248 on Coupen, pa 
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IF YOU HAVE A STAKE 

IN NEW CONSTRUCTION 

anywhere in the eastern states, 
Dodge Reports will tell you daily 
what’s coming up, the man to see, 
what the job requires, when bids are 
due, who gets the contract. They give 
you all the information you need to 
plan ahead...to pick and choose the 


jobs you want. 
Whether you want more business, 
better business, or more time to handle 


what you have, 


Cam ud 
DODGE REPORTS 


Dept. Al-563 
N.Y 


Construction News Division 

119 West 40th Street, New York 18, 
typ al Dodge 
I am interested in 


Please let me see some 

Reports for my area 
C1) House construction 
{) General Conatruction 
() Engineering Projects 


NAME 


COMPANY 
ADDRESS... 


page 





counter sign and also with lightweight 
brass chains so that it may be hung 
from ceiling or beams. Advertising 
Dept., DeWalt, Inc., Dept. AL, Lan 


caster, Penna 


Cirele Neo. 245 on Coupon, pege 172 


posters, counter cards and balloon 
displays, Insulite Div., Minnesota and 
Ontario Paper Co., Dept. AL, 500 In 
vestors Bldg., Minneapolis 2, Minn 


Cirele No. 244 on Coupon, page 172 


ad > De Warr 


rr = “Power Shop’ 


sneuire 


oh areas woes 


Saw Frame Display 


Insulite Kit De Watt Does Everything Called the No. 660 Hack Saw Frame 
Year around comfort, with accent “Power Shop’ ” eedworking: Coping Saw Frame Department, this 
on air-conditioning savings, is the P complete display is designed for small 


theme of this Insulite Fiberglas Wool area use, on either floor or counter, 
promotion. Representing this theme measuring 24%” wide x 21%” high. 
is Mr. Penguin, who is featured Iluminated Sign Geared for self-service selling, the 
throughout the big package of point colorful two-tone orange and black 
of-purchase, advertising and sales pro A new neon-illuminated identifica heavy wire-steel display holds 3% 
motion materials geared to stimulate tion sign is now available to fran dozen of the company’s top line of 
wool sales, Included in the complete chised DeWalt “Power Shop” dealer saw frames. Prices are clearly marked 
kit of wool promotion materials are The new sign, 53” in length, is let- for impulse buying. Great Neck Saw 
penguin cut-outs that convert Insulite tered and decorated in three attrac- Manufacturers, Inc., Dept. AL, Mine 
Wool hag into standing displays tive colors—red, yellow and black. It ola, N., 

There are large window and counter is equipped with mounting bracket Cirele No, 246 on Coupon, page 172 
banners, bag and roll display cards, for use as a stand-up window or (continued on page 154) 





H.H. Troup Lumber Co. uses Multiplex to help them sell 


In Kankokee, lilinois, the H. H. Troup Lumber Company uses Multi 
plex Swinging Panels to create an interesting and informative 
display (shown in the photo) . and successful merchandisers agree 
that “the better the product display, the easier the selling job.” 
Many other dealers have also found Multiplex the best type of 
display for roofing, siding, panelling, moulding, floor and wall 
coverings, and countless other items that must be stocked. Panels 
are steel-framed and have a baked-on hammered-silver finish . . 

are interchangeable with sample doors 


Show it well, and it will seil! 


The drawing at the right 
will give you an ideo of the 
floor space needed for a 
typical 10-panel Multiplex 
display. With 80°’ high pon 
els, more than 330 square 
feet of display space is pro 


MULTIPLEX oe DISPLAY FIXTURE CO, 


907-917 North 10th Street bd . Louis |, Missouri 








Please send a free copy of your Display Equipment Catalog 
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Something 


NEW 


Something 
DIFFEREN 


A new modern 
Combination Storm and 
Screen Door equipped 
with Easy Change 
Locking Device to permit 
easy change from 
Summer to Winter. 


The Sure-Grip 
/ Protecto-Plate 
4 


with the 
Easy Change 
locking Device 





+ Beautiful — Practical, can be 
painted in two-tone colors to 
match or harmonize with 
color scheme of your house, 


THE COMBINATION DOOR CO. FOND DU LAC, wis. 





Circle No. 78 on Coupon, page 172. 


INCREASE YOUR PROFITS 
WHEN YOU SELL INSULATION, SELL ‘@)°2 RENT 


BUILDING PAPER, SCREENS, ETC 


WHEN you sell insulation, buliding 
paper, screens, etc. be sure you sei 
or rent a HANSEN one-hand TACKER 
and HANSEN Staples in the Bive Box 
Once you do, you start the sales 
ball rolling your customers will 
come back for more Staples in the 
Bive Box, and this in turn will re 
mind them to buy more insulation, 
building paper, screens, etc 
36 MODELS — 80 STAPLE SIZES 
HANSEN makes Tockers n 36 
Models and Staples in eighty sizes 
but you need carry only two or three 
models and two or three staple sizes 











Easy gripping action smooth op 
eration dependable performance 

make a hit with your customers 
Hansen is easy to service. Chan 
nel cleaner and Take-up jew 
make it easy to do on-the-job 
servicing, WRITE FOR FULL DE 
TAILS 


A L.HANSEN "2's; Chicaco-ao-ut 
Circle No. 91 on Coupon, page 172. 
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CASH IN 


ON THE DEMAND 
for Dur-0-wal 


Butt weld Dur-O-weal lies flat in 


the mortar bed handles fost 


provides crack control for 


every type of masonry well 


6 Reasons why 
Dealers Stock Dur-O-wal 


Dur-O-waL is called for by name 
Architects specify Dur-O-waL 


Dur-O-waL is an engineered product 





Dur-O-waL is a quality product 
Dur-O-waL has a fast turn-over 


Dur-O-waL is easy to handle 


Trussed Design 
Butt Weld © Deformed Rods 


Dor B-wal. 


the Backbone of Steel 


for EVERY masonry wall 
5C Pina N 


are 
oweits 











Phone, wire, or write Dept 


for the name of your nearest distributor \ 
2< (Cod 


>. CEDAR RAPIDS, IA Our O wal Prod 


9N RiverSt., AURORA, 1A 


edar Rapids Block 
« 628, SYRACUSE, N.Y. Our O wal of 
5446, BIRMINGHAM, ALA 


) ‘ Bon Our O wat 


Our O wal Div, frontier Mfg 


TOLEDO, ONO 


ard St, BALTIMORE, MD 


Ov O wal 65 Uteh $1 


x 49, PHOENIX, ARIZ 


Circle No, 90 on Coupon, page 172. 
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Tee cA ea tip, one soldering tip, all in a four 
, 7 : j a color display box. Dealers will be sup- 
SALES AIDS " ‘ lied with complete sales promotion 

Lits, including newspaper ads mats, 
radio and TV commercials and win- 
dow streamers. Turner Brass Works, 
Dept. AL, Sycamore, III. 


(begins on page 152) 





Big Bonus Package 
Promotion on its de luxe 54” sink 
cabinet is announced by the manu- 
facturer, This Beauty Queen porcelain 
enamel pressed steel sink unit has 
four deep drawel and one sliding 
helf-drawer, Homeowners are offered 
$10. for their old sink. Included in 
the package is a gift of a Dish-Quik 
dishwasher, fair-traded at $9.95. To “Lucky 7" Promotion 
complete the Big Bonus Package, five 
kitchen cabinet accessories are also Turner Brass Works announces it 
included, Toledo Desk & Fixture Co., “Lucky 7” promotion of Turner LP 
Dept. AL, Maumee, Ohio, Torches, The deal consists of one 
Civele No. 247 on Coupon, page 172. regular torch, one heavy duty burner 


Circle No, 248 on Coupon, page 172 


Shovel Merchandiser 


Designed for compact, convenient 
display and added customer appeal, 
this new portable merchandising unit 
provides space for as many as 18 as- 
sorted shovels, spades and scoops, in 
both Dee and long handles. Measur- 
ing only 36 x 24 x 26”, the unit takes 


so SPECIFY ROSEBURG BRAND | little floor space. Mounted on 360° 


roller bearing casters, it is easily 


LUMBER AND PLYWOOD | moved from one traffic spot to an- 
ANY i 





other. Ruggedly built of sturdy 24- 

Y | gauge steel, it is finished in bright 

\ Y Co (TH VIRGIN TIMBER red enamel with silver printing. In- 

\N - pag Tc? gersoll Steel Div., Borg-Warner Corp., 
Nature’s finest from the U.S Dept. AL, New Castle, Ind, 


largest stand. 
Cirele No, 249 on Coupon, page 172 


vi 1ECISION MANUFACT' ED 


Roseburg’s modern facilities 
and plant assure greater ¢custo- 
mer satisfaction. 


¥ 


Flexibility in type, size, grade 
give buyer added savings. 


V eee 


All stock, except Plank and 
Timbers, end stamped and 
thoroughly kiln dried. 


7 PVERM PLA! 7% 


Sawmill and plywood plants 
with latest equipment provide 
greater Efficiency and Service. 

















i feh-y 9-78) RG Order from your nearest Nylon Mason Line 
LUMBER co. a eer et jouer. The manufacturers of “Brownie” 


Twisted Nylon Mason Line now has 
available, at no additional cost, a self- 
| ROSEBURG LUMBER CO., ROSEBURG, OREGON eens display box capable of 

iolding six % pound tubes of nylon 
Please send us the nome of the nearest ROSEBURG |} mason line (either 4” or 6” tube size). 
| lumber and /or plywood wholesaler or jobber. | This eye-catching counter and window 
| Pieose send us the ROSEBURG WOODSMAN display box measures 6% x 6 x 4%” 
| when closed. Printed in bright yellow, 
1 Fi red and black inks, it lists the fea- 
| tures that make “Brownie” Twisted 
| 
| 
| 
l 
j 








By Nylon Mason line a fast-selling item. 
Brownell & Co., Inc., Dept. AL, 
Moodus, Conn. 








cit Cirele No. 250 on Coupon, page 172. 
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‘Another promotion? Im sick of them !” 


Yes, Mr. Dealer, but this one is 
really different. For one thing, it 
doesn’t cost you a cent. All it takes 
is a simple request from you to your 
window supplier 

Just ask him to supply you with 
wood window units bearing the 
American Wood Window Institute 
Seal of Approval 

Millions of home owners... archi 
tects... builders and contractors 
are learning through national adver 
tising that the AWWI Seal of 
Approval identifies quality in wood 


BUILDING PropucTs MERCHANDISER 


window units. They are learning 
that it is a proof of the fabricator’s 
compliance with U.S. Commercial 
Standard 190-53 
ing commercial standard for quality 
wood window units. 

All of this means more business 
better business...bigger profits 
for dealers who take advantage of 
the sales opportunities created by 
the AWWI seal. AWWI Seal of 
Approval Division, Ponderosa Pine 
Woodwork, 105 W. Monroe Street 
Chicago 3, Illinois. 


the history-mak 


Li4 


"4 une Io 


American W000 RUMOOM Jnatitute 
mt Ones mee BIAIES Lome, OTRO OO 68 


¥ 


~ APPROVED 


LOOK FOR THE SEAL THAT 
IDENTIFIES WOOD WINDOW 
QUALITY 


IT MEANS 


frect design and 


tructior 


2. Carefully selected lumber 

5. Efficient weathe 
5 . . t e ive j ri r 
b. Preservative ated tripping 


Circle No. 112 on Coupon, page 172. 155 
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The Gates | 
f PROFIT Display Rack 
FORM-u a Tor A free display rack is now available to Kaiser 


Aluminum building products dealers as part of the 
company’s farm roofing and siding sales program 
This rack is designed for exhibiting and dispensing 
the company’s wide variety of farm building plans, 
other point-of-sale promotional material and national 
and local advertising. Kaiser Aluminum & Chemical 
Sales, Inc., Agricultural Research Service, Dept. AL, 
Room 656, 1924 Broadway, Oakland 12, Calif 
Cirele No. 251 on Coupon, page 172. 





Asphalt Tile Colors 

Asphalt tile is appearing in a brighter and wider 
range of colors and patterns, as outlined in the 1956 
Asphalt Tile Color Chart just published. In addi- 
tion to some 26 regular plain and marbleized colors, 
new terrazzo and cork patterns have been added 
The chart covers all of the principal makes in this 
country and has been issued annually for the last 
seven years. A free single copy may be had by 
writing The Asphalt Tile Institute, Dept. AL, 101 
Park Ave., New York 17, N. Y. 


Circle No, 253 on Coupon, page 172 
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Kwikset Folder 

This new sales aid is a “Welcome to Your New 
Home” folder made in the shape of a Kwikset key. 
‘fp Printed in three colors, this folder illustrates and 


DY jf )q& a 
Jf, ™/, describes the functions and features of Kwikset 
YU “\ “600” Line locksets. Each key-shaped folder has a 
4, / 4 \ 


s 


\ 


string attached so that it can be hung on any door 


Kwikset Sales and Service 


Jf, 6 rey \ throughout the home. 
J jf // \ Co., Dept. AL, Anaheim, Calif 
LES Hf sf ‘te 


Cirele No. 254 on Coupon, page 172. 


j \ 
by the growing popularity of the 
Redwood Siding Chart 

A three-color banner-size poster, 22 x 25”, is avail 
gets around among builders and architects able to show customers the correct way to nail red- 
: ; wood siding, Pictured at full scale in natural color 
and demand keeps increasing. cross section are correct nailing procedures for these 
sidewalls: bevel and bungalow, Anzac, shiplap and 
rustic, tongue and groove and board and batten 
Correct nail sizes are also given. Retailers may ob- 
tain single copies, without charge, by writing on 
space required and lots of profit to their letterhead to California Redwood Assn., Dept. 
. AL, 576 Sacramento St., San Francisco 11, Calif. 
be had from itt Cirele No, 255 on Coupon, page 172. 


|| PROFIT | (continued on page 164) 


Gates Form Tie System—as news 


by carrying Gates Form Ties... little 


by being in on the “ground floor’ 








with a system that’s sweeping the 
What's Your Answer? 


(Questions on page 136) 


country! 


Taylor Made Garage Doors, Inc., whose ad is on 

page 3. 

Ludowici-Celadon Co. Article appears on page 

70. 

Find out about your safe by sending for the 

& ee new Mosler booklet described in the ad on page 9. 

4 . White Plains, N.Y. See article on page 64. 

GATES & SONS, INC AL4-14-66 5. Dow Chemical Co., whose ad is on pages 13, 14, 

80 So. Galapogo St., Denver 23, Colo 15 and 16 

Gentlemen 3. Conducted a School for Homeowners, offering 
Please send me your catalog and dealer price list. comprehensive classes for the home handyman 

covering all phases of home construction. Page 

84, 

Firm . Pittsburgh Plate Glass Co., whose ad is on page 

25. 

— _ Knecht Lumber Co., Rapid City, $.D. Page 86. 

City ; vee sevennenee 9. American Cabinet Hardware Corp., whose ad 

appears on pages 35 and 36. 

Title I will expire next September 30 if not re- 


PP WW DRY AN N/ARY IN¢ vi ~ newed. See box on page 80; article begins on 


page 72. 


Nome 


























80 S$. GALAPAGO, DENVER 23, COLO. 
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Open Your Door to ITS 
liding Door Hordware Profi 


EMERGENCY RELEASE JAMB BOLT No. 42 
NEW SAFETY FEATURE permits emergency release of bolt 
from outside the door—outside the room Assembled with 
stainless steel spring for positive, feather-touch action Modern 
RECTANGULAR design, neatly styled. Al! standard finishes 
PLUSH PULL | | 


No. 22 i 
A fast-selling, simply styled pull. NARROW | 
Available in Steel, Brass or Bronze; EDGE PULL 
most finishes. 
? ow oOuTsipe 
SMALL ROUND Sturdy, narrow (%”") . i EMERGENCY 
plate fits thin doors, ‘ RELEASE 
FLUSH PULL : 

Spring keeps lever flush i By simply boring a “ec inch hole 

“e. 385 with plate when not in i in door, the bolt is easily re- 


Convex styling for reflec- use. Solid Brass or Bronze. ty leased by inserting a bobby 
; pin, or other slim object, through 








tive beauty and improved 
finger grip. Wrought Brass , the hole. ~--= = -—WRITE FOR LITERATURE - - 


or Bronze Polished 





THE H. 8. IVES CO., 6 ARTIZAN ST 
OVAL NEW HAVEN, CONN 
Send Sliding Door Hardware Data To 


hy 

! 

! 

| 

' 

FLUSH PULL ASK YOUR WHOLESALER | COMPANY 
cgi No. 223 ABOUT THESE 
” aa HIGH QUALITY — POPULAR | 
Features o 2%" bore which conforms trim, beautifully IVES PULLS 
' 
' 


to most cylindrical locks. Wrought styled. Heavy wrought Brass EEE city STATE 
CUT ME OUT & PASTE ON POST CARD 


Brass or Bronze Polished, NTs HAVEN CONN. U. S. ‘¥ 
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AAP SAG 5 eit fa 
Builders Hardware 




















REFLECTOR HARDWARE CORPORATION DEPT. AL-5 
Western Ave. at 22nd Place Chicago 8. Iinois 


ALI my merchandise in easy Buy ing-Reach of 
ustomer Please send me your free, fully illustrated 





completely adjustable $ , Gentlemer | want to display more lines and still kee 


iv nlimit cu 
re ye © ed guide to getting 125% MORE LIVE SELLING SPACE 
freedom. Show more ns with Spacemaster Merchandising Equipment 


Zone tate 
OOR y ; 
ee ee. OU. OT a | 
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NEW 


Tacker-Stapler 


Designed for one-hand high speed 
fastening, this new tool will drive 
in hard and soft woods, hard 
light metals, it is said 
light in weight, it can 
tacker or a stapler by 
attachment change 
weighs 2% 


taple 
and 
and 
be used as a 
making one quick 
Tacker (without anvil) 
pounds; stapler (with anvil) weighs 
2% pound Both heavy and light 
wy”, wm”, %” and %” leg 
ised The Heller Corp., 
Div., Dept. AL, 

Cleveland 14, 


board 
Compact 


taple in 
lengths can be 
Industrial Fastener 


perior Ave 


page 172 


Portable Mixer 


Th portable mixer is said to al 
low builders to mix concrete, plaster, 
terrazzo, et closer to their work 
rhe Handy Mixer utilizes a portable 
mixing unit that is inserted 
metal tub in much the 
ame manner as a portable kitchen 
mixer, The tub has a capacity of five 
bags of pre-mixed aggregate. The 
Handy Mixer is powered by a one 
hp motor and can be operated where 
ever there is a 115 volt outlet. Master 
Vibrator Co., Dept. AL, 561 Stanley 
Ave Dayton 1, Ohio ; 


Cirele Ne. 25 


electric 


into a large 
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Power Trowels 


Muller Machinery Company an 
additions to its line of power 
Up to the present time, these 
trowels were furnished in two sizes 

20” and 34” diameter, Two new size 

24” and 44” diameter, have been 
added. The 44” power trowel supple- 
ments the 34” size, previously re- 
garded as the heavy duty model. All 


nounce 
trowe 


158 


QUIPMEN 


Muller power trowels have stationary 
guard rings for easy finishing along 
baseboards and are equipped with 
positive de-clutching mechanism so 
that the engine may be started be- 
fore throwing the blades into action. 
Controls are mounted on top of the 
handle for accessibility. Muller Ma- 
chinery Co., Inc., Dept. AL, Metuchen 
9, N. d. 
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The Hy-Deck 


A new, portable, all-hydraulic, ele- 
vating work platform, the Hy-Deck, 
which converts any size or tyne of 
truck for aerial work up to 37’, is 
announced. The Hy-Deck, which is 
said to raise 500 pounds to full height 
in less than two minutes, is available 
with electric motor, gasoline engine, 
or power take-off and the work plat- 
form can be raised and lowered by 
means of foot controls right on the 
platform floor or by hand controls 
mounted on the truck body. Twelve 
different sizes and styles of platforms 
are available. Platforms are equipped 
with a collapsible aluminum guard 
railing which can be folded when the 
platform is down. G. W. Galloway Co., 
Dept. AL, 25 N. Fourth Ave., Arcadia, 
Calif. 


Cirele No, 259 on Coupon 2 
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Loading Dock Bumpers 


Flex-O Loading Dock Bumpers, con- 
structed of reversible rubber-coated 
fabric and designed to minimize load- 
ing dock and truck damage and subse- 
quent maintenance are now 
available. The bumpers are made in 
four sizes with standard lengths of 
14” and 36” and a standard thickness 
of 4%”. They are designed to cover a 
facing depth of either six, nine or 12 
A pair of bumpers is adequate for any 
single dock, it is said, Easily installed, 
the bumpers can be bolted to wooden 
docks, welded to steel plates or lagged 
to concrete facings, it is claimed. Two 
designs are available for adjustable 
loading docks; one with brackets at 
each end, the other with a bracket at 
one end and a plate on the other. 
Bumpers, Inc., Dept. AL, 2534 De- 
troit Ave., Cleveland 13, Ohio. 


Cirele Ne 


costs, 
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Tiger Shanks 


A new processed saw tooth shank 
with improved durability is announced 
by Pacific Saw & Knife Co. as a com- 
panion to its Pacific Tiger Teeth in- 
serted saw bits. Called Pacific Tiger 
Shanks, these new processed shanks 
are impregnated with chromium where 
they support the bit and get the hard 
est wear. Pacific Saw & Knife Co., 
Dept. AL, 910 S. E. Stark St., Port 
land, Ore. 
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Stair Climbing Truck 


The E-Z Climber’s two rocker-arms 
act like an extra pair of wheels, keep 
the truck on a constant line for fric- 
tion-free travel. This stair climbing 
truck is designed especially for firms 
who have found it necessary to drag 
loads over curbs and up and down 
stairways. The E-Z Climber is strong- 
ly built with a heavy 1” O.D. tubular 
steel frame—electrically welded for 
utmost rigidity—with curved cross 
members. The 9” x 14” W nose-plate 
is of heavy 3/16” steel. The unit has 
a reinforced base plate beam. Load 
capacity is 600 pounds. Precision 
Equipment Co., Dept. AL, 3716 N 
Milwaukee Ave., Chicago 41, III. 


Cirele No. 262 on Coupon, page 172 


15,000 Pound Fork Truck 


A new 15,000-pound capacity, dual 
wheel drive, pneumatic-tired fork 
truck designed specifically for lumber 
handling is announced by the manu- 
facturer. Named the YL-150, the ma- 
chine has a full-load road speed of 
20 mph, 30% gradeability and a lift 
speed of 50’ per minute, it is said 
Uniformly controlled high speed pow- 
er steering and an outside turning 
radius of only 160” are features of 
this new fork truck. Industrial Truck 
Div., Clark Equipment Co., Dept. AL, 
Battle Creek, Mich. 
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Put your REYNOLDS Do-it-Yourself ALUMINUM 


rack with other outdoor items 


Do-it-yourself customers move outside in Spring 
and Summer—and you can get them to take 
Reynolds Aluminum with them. National advertis- 
ing for Do-It-Yourself Aluminum will feature out- 
door uses all summer. You’ll build Do-It-Yourself 
Aluminum sales by making your Reynolds rack a 


part of your garden equipment displays 





Be sure Western Union Operator 25 
is sending customers to you 


See “FRONTIER,” Reynolds exciting dramatio series, Sundays, NBC-TV 


Burtpinc Propucts MERCHANDISER 


DO-IT-YOURSELF 


SHEET for trellises, 
patio wind screens, down- 
spout extensions, gen- 
eral maintenance. 


FE. 
om, Tr 


TUBING, ROD, BAR 
driveway markers, hose racks 
and holders, tool racks, 


trellises. 


f 
, 

C 

c 
, / 

C 
[ oe / 
\. f 


EXTRUDED SHAPES 


for screen porches and houses, 
fish boxes, window screens. 


i 


v4 f 4 f 
Sol 


FASTENERS 


for every outdoor use. 


Also available in Canada 





We'ra checking Operator 25 dealer listings for accuracy. Please indi- 
cate your correct business address below and send it to; 


REYNOLDS DO-IT-YOURSELF ALUMINUM 
2496 South Third Street 
Lovisville 1, Kentucky 


Name of store 





‘Address 











A GBA: Gopal 16) Fs owes 
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NEW 


Fiberglass Panel. A full-color bro- 
chure (RC 356) pictures and de- 
scribes the varied uses of Alsynite 
translucent fiberglass panels for home 
building and remodeling. Llustrated 
in natural color are the complete lines 
of Riviera and Steplap for residential 
and patio use, Mist Panels for shower 
and tub, and Alsynite Flat for decora- 
tive applications. Several unique in- 
tallations are also pictured. Alsynite 
Company of America, Dept. AL, 4654 
DeSoto St pan Diego v, Calif 
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Architectural Products, Metal cur 
tain wall panels and 10 and 12” 
joists are the outstanding new prod- 
ucts listed in the 1956 Architectural 
Products Catalog, just published, The 
24-page catalog lists in complete de 
tail the entire line of Stran-Steel 
including the continuing 
line of 6, 8 and ¥” joists, 1 11/16 to 
3 65/8” tud 2 1/8 to 3 13/16” 
punched channels, 11/16 to 6 1/4” 
unpunched channe cold-formed col 
umn and beam and galvanized 
ribbed decking Stran-Steel Corp., 
Dept. AL, Ecorse, Detroit 29, Mich 
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product 


Improvement Guide. Thi 
Popular Mechanics 
Home Improvement Guide, contains 
actua! before-and-after situations to 
help the home improver choose the 
right solution for his particular home 
improvement problem. Included are 
step-by-step instructions The book 
contains numerous ideas for a new 
look at the front of the house, roof 
repairs, a carport, ete., as well as 
ideas for interior improvements. Hard 
bound copies retail for $2.50; a paper- 
bound edition sells for 75¢. The Jos 
W. Hicks Organization, Dept. AL, 141 
W. Jackson Blvd., Suite 3213, Chi 
cago 4, Ill 


Cirele Neo. 266 on Coupon, page 172 


192-page book, 


Masonry Drive Anchor, A_ folder 
describes Pin-Grip, a new masonry 
drive anchor that speeds up fasten 
ings to masonry. Details of applica 
tion and simplicity of installation are 
also described. Included are specifica 
tions of masonry izes and drilling 
hints. Star Expansion, Dept. AL, 142 
Liberty St., New York 6, N. Y 


Civele Ne. 267 on Coupon, page 172 


lips on Brushes, A 20-page manual 
prepared by the American’ Brush 
Manufacturers Association’s Paint 
Brush Div. gives pointers on: Facts 
about brushes, tips on buying, how to 
break in a brush, which brush to use, 
ete, Copies of the manual, Tips on 
Brushes, may be purchased at $75 per 
thousand from the Secretary’s Office, 
American Brush Manufacturers Assn., 
Dept. AL, 1900 Arch St., Philadelphia 
3, Roane 

Cirele No. 268 en Coupen, page 172. 
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ITERATURE 


Machine Processed Shakes. A folder 
describes Lewis Brand machine proc- 
essed all-weather sidewall shakes, in- 
dividually painted in enduring colors. 
Also contained are details on actual 
application of Lewis Brand Shakes. 
J. A. Lewis Shingle Co., Inc., Dept. 
AL, Wheeler, Ore 


Cirele No. 269 on Coupon, page 172. 


Milking Parlors. This 12-page book- 
let on milking parlors covers both 
walk-thru and gate type installations 
and gives a list of accessories needed 
for a milking parlor. The publication 
tells a complete story on parlor milk- 
ing. An entire farmyard layout is 
shown in the “Farmstead Planning 
Tips” section, Clay Equipment Corp., 
Dept. AL, Cedar Falls, lowa. 
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Ceramic Tile and Wallpaper. New- 
est decorating idea of matching de- 
signs in glazed ceramic tile and wall- 
paper is illustrated in the colorful 
booklet, California Coordinates, issued 
by two manufacturers to coordinate 
efforts in announcing the unusual new 
line. The Hermosa glazed ceramic tile 
manufactured by Gladding, McBean 
& Co, and the handprint wallpaper 
from W. P. Fuller and Co. are avail- 
able in five basic designs in 11 color 
combinations. The booklet describes 
the color schemes which can be cre- 
ated, Gladding, McBean & Co., Dept. 
AL, 2901 Los Feliz Blvd., Los Angeles 
9, Calif 
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Bayley Data File. Information on 
Bayley aluminum and steel windows 
contained in this reference file folder 
has been compiled for the convenience 
of those desiring to incorporate full 

ize window details in their working 
drawings. Bayley aluminum and steel 
windows are designed for a maximum 
benefit when becoming an _ integral 
part of the building wall. A copy of 
the Bayley Data File may be obtained 
by writing The William Bayley Co., 
Dept. AL, Warder & Thomas Sts., 
Springfield, Ohio 

Cirele No. 272 on Coupon, page 172 


Portable Electric Plant. New two 
color folder, Construction Bulletin. . 
Form A-406 shows how lightweight. 
portable, electric generating plants 
save time and money for home con- 
struction builders and other contrac- 
tors. Brochure pictures entire new 
line of air-cooled Onan portable plants 
and gives technical data on each. Fea 
tures of both engines and generators 
are described in detail and optional 
features are illustrated. Application 
photographs show units in actual on 
the-job scenes. D. W. Onan & Sons Inc., 
Dept. AL, Minneapolis 14, Minn. 
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Abesto. A two-color, beautifully 
illustrated brochure, titled The Mod- 
ern Way to Apply Your Own Roof, 
gives detailed instructions on how 
Abesto products can help you have 
a built up roof of the finest quality, 
finest workmanship and extreme dura- 
bility at the lowest possible price. 
Abesto Manufacturing Corp., Dept. 
AL, Michigan City, Ind. 

Cirele No. 274 on Coupen, page 172. 


Creo-Dipt Kolar Plan. Illustrated 
bulletin (OKP) presents Creo-Dipt’s 
Optional Kolor Plan, which has just 
been expanded to provide greater 
flexibility in the selection of red cedar 
shingles, shakes and colors. Contain- 
ing data sheets and color charts, the 
bulletin gives detailed information, in- 
cluding application instructions, for 
8 styles of shingles and shakes which 
are sold with Fynal-Kote in 22 colors 
under the Optional Kolor Plan. Creo- 
Dipt Co., Ine., Dept. AL, North Tona- 
wanda, N. Y 

Cirele No. 275 on Coupon, page 172. 


Solar Heat. The theory of solar 
heating as applied to farm buildings 
is the subject of a new technical man- 
ual titled, “Low Cost Farm Thermo- 
pane for Solar Farm Buildings.” The 
12-page manual gives a detailed story 
of sun heat. Step-by-step drawings 
and instructions point out recom- 
mended installation procedures for 
Farm Thermopane. Copies of the man- 
ual (Form TP-48) may be obtained by 
writing to the Farm Dept., Libbey- 
Owens-Ford Glass Co., Dept. AL, 608 
Madison Ave., Toledo, Ohio, 


Cirele No. 276 on Coupon, page 172. 


Window Panes. A two-page bulletin 
recommends the use of Lascolite flat 
fiber glass panels as window panes. 
The panes are described as unbreak- 
able and are available in 15 colors 
and degrees of light transmission, 
varying from 80% to 30%. Lynch 
Asbestos Co., Dept. AL, 2939 8S. Sunol 
Drive, Los Angeles 23, Calif. 
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Screen Doors. Four-page, two-color 
folder catalogue sheet describes new 
Continental decorator screen doors 
and louver inserts. Points up the wide 
market appeal of louver inserts. Con 
tinental Screen Co., Dept. AL, 310 S 
Michigan, Chicago 4, Ill. 

Circle No. 278 on Coupon, page 172. 


Pre-Built Fireplace. New bulletin 
on Majestic Thulman fireplace, the 
pre-built metal unit that can be in 
stalled without masonry, gives tech- 
nical data, specifications and _illus- 
trations. Said to be the first fireplace 
ever approved by Underwriters’ Lab- 
oratories, it is a complete, metal, ven- 
tilated fireplace and chimney for any 
home, large or small, old or new. Fac- 
tory fabricated, it is completely pre- 
assembled, easily installed and can be 
framed. The Majestic Co., Inc., Dept 
AL, Huntington, Ind. 
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NEER o EXT—DFPA e PLYSHIFLD e AC 


EVANEER e EXT—DFPA 


@ Need fir plywood in a hurry? Call your inde- 























pendent plywood jobber! He’s johnny-on-the-spot with 








a big inventory you can draw on, pronto! Where time 
is money, he saves you money. He takes a personal 
interest in your business, too, and offers you extra selling 
aids, extra service to promote your business. It pays 


to do business with your plywood jobber. 


EVANS PRODUCTS COMPANY, DEPT. 5-5, PLYMOUTH, MICH. 
Plants at: Coos Bay, Roseburg and Gold Beach, Oregon 
Vancouver, B.C. Evans Sales Offices: Plymouth, Michigan; 
Coos Bay, Oregon; New York, N.Y.; Chicago, Illinois; 
l'ampa, Florida. 


«++ DFPA grade-marked for uniform quality 


LVANEER 1B PLYWOOD 


Evaneer is a TM of Evans Products Company 


Evans is an associate member of the NPDA 


EVANS PRODUCTS COMPANY also produces: 
Evanite battery separators; railroad loading equipment; 


truck and bus heaters; bicycles and velocipedes 


SUILDING Propucts MERCHANDISER Circle No. 95 on Coupon, page 172. 
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Southern 
data on the 
giued laminated Southern Pine is pre 
ented in the eighth of a series of 
bulletin publi hed by the 
Southern Pine A Attrac 
tively illustrated, the bulletin give 
design information, describes finishe 
and demonstrates the effective 
hop-grown” timbers 

show archi 
which feature 
description of 
followed by 
various type of 

Southern Pin¢ 
Bank of 
1170, New 


Pine, Complete technical 
pecification and use of 


architect’ 
sociation 


most 
usage of these 
Numerou photographs 
tectural masterpiece 
arche A 
the laminating proce is 
a listing of the 
arche and beam 
Assn., Dept. Al 
Commerce Bldg., P.O. Box 
Oriean 3 


large wood 


National 
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Insulation Panels. Four 
page design manual for wood fiber 
insulating panels used as outside wall 
insulation and for acoustical treatment 
in industrial and commercial buildings 
Describes properties of Tectum Side 
wall Insulation Panels, provides in 
tallation data and specifications. Tec 
tum Div., Peoples Research and Mfg 
Co,, Dept. AL, 154 8S. 6th St., Newark 
Ohio 


Cirele Neo, 281 on Coupon, page 172 


Sidewall 


Wall Panel \ 
wives dealer 
markets and 
ale through the recently introduced 
plastic Miraplas wall panel. Starting 
with a doublespread illustration of 
the textured wall panel sheets which 
are available in 11 decorator 
the booklet includes actual pictures of 
Miraplas wall panel installations in 
residential, light commercial and in 
titutional etting One ection 
shows how additional profits can be 
had through the ale of companion 
products of the Miraplas wall panel 
Miraplas wall panel trims, adhesive, 
cleaner and sealer. Miraplas Tile Co., 
Dept, W-AL, 980 Parsons Ave., Co 
lumbus 6, Ohio 


24-page booklet 
on how to find new 
volume and 


jae a 


Increase 


colors 


Civrele Neo , 


262 on Coupon, page 172 


Kimble Glass Co., subsidiary of 
Owens-Illinois, has elected R. H. Mul 
ford president and Edward P. Lockart 
vice-president, it is reported by Car! 
R. Megowen, O-I president . Ken 
neth H, Cunningham succeeds Lockart 
as sales manager of Daylighting Prod 
uct 
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Aluminum in Architecture. A con 
cise collection in booklet form of de 
tails and specification data on window 
sills, threshold interior facing and 
moldings and other aluminum building 
product Aluminum Co. of America, 
Dept AL, Room 773 Alcoa Bldg., 
Pittsburgh 19, Penna 
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Sliding Glass Doors 


Sliding glass doors are making their 
first appearance in Kitchen Maid cabi- 
nets of wood. The glass door sections 
glide easily on roller bearing slides, 
may be quickly removed for washing. 
The metal channel track may also be 
removed for easy cleaning. Glass doors 
are available on certain Kitchen Maid 
wall units in the new Shadow-Line 
motif and in the company’s Flo-Line 
enameled cabinets Kitchen Maid 
Corp., Dept. AL, Andrews, Ind. 
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Glass Knobs & Pulls 


Metallon Products, Inc., offers new, 
low-cost crystal glass drawer knobs 
and pulls. Each pull and knob is sup- 
plied in any of three sizes to assure 
the correct decorative “balance” on 
each installation. Standard mounting 
bolts, supplied with hardware, permit 
use on wood up to 1%” thick. Fluted 
and hexagonal knobs and pulls are 
available in matched sets. Metallon 
Products, Inc., Tegco Div., Dept. AL, 
2050 E ikth St., Lo Angeles 5, 
Calif 


Cirele No 2 
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Aluminum Utility Window 


Gabriel Steel announces the addition 
of aluminum utility windows to its lins 
of building products. Manufactured of 
heavy-duty, aircraft type, extruded 
aluminum, the new window requires 
no painting, maintenance or upkeep 
It is designed to meet the requirements 
of small commercial buildings, stores, 
service stations, farm buildings, etc., 
and features Gabriel’s exclusive Side 
Arm detail which, according to the 
manufacturer, gives complete contro! 


of ventilation and easier operation. 


May 14, 


The new window is available in a 4 
light model with masonry opening 
32%” x 424%” and two 6-light models 
with masonry openings 40%” x 42%” 
and 48%” x 42%”. Gabriel Steel Co., 
Dept. AL, 13700 Sherwood Ave., De- 
troit 12, Mich 
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Gold Crest Brushes 


This new line of Gold Crest brushes 
features a glistening gold ferrule and 
gold handle tip. These brushes also 
feature Hanlon & Goodman’s Patent 
ed Settings and the Aero Weld Cold 
Set for longer bristle life. The Gold 
Crest line is available in all H & G’s 
Tynex Nylons and some natural black 
bristle and bristle and ox hair lines. 
This new look in paint brushes will 
be gradually expanded within the 
H & G line. Hanlon & Goodman Co., 
Dept. AL, 12 Main St., Belleville, 
N 
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Shutter Hold-Backs 


Two new designs of shutter-locks 
in ornamental cast iron are now avail- 
able, Called Shutter Hold-Backs, they 
are available in the Grape or Morning 
Glory pattern. In addition to a deco 
rative effect, they fulfill their purpose 
on hinged shutters that really work. 
Designs are drilled, ready for easy 
attachment to house wall. Tennessee 
Fabricating Co., Dept. AL, 1490 
Grimes, Memphis, Tenn 
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SOUTHWEST 


Trademarked * 
Ponderosa Pine 


e Cut from perpetual 
vield virgin Ponderosa 
forests high in the 


Arizona mountains 





, Precision manufactured in 


modern mills 





Scientifically dried 





End-waxed and stamped 
with the famous “Indian 
Sign’’ trademark 





Quick delivery on straight 


and mixed cars 





Write for name of your 


nearest representative 





Southwest 


LUMBER MILLS, INC. 


General Offices: 
Finer 


P.O. Box 908 © Phoenix, Ariz. Lumber Yords 


Mills at a 
Flagstaff southwest 
Elevation: 7000 ft Trodemorked 
Mc Nary Lumber 
Elevation: 7300 ft 
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EVERY 
Window Well 


yo NS 
sin the .(UGF 


WINDOW WELL 





DE LUXE QUALITY 


e Custom Straight Type 

e Custom Round Type 

e Custom Casement Type 

e Custom Accessway Type 

e Custom Shallow Type 

e Custom Foundation Vent Type 
e Custom Well Guards 


ECONOMY SPECIALS 


e Standard Straight Type 
e Standard Round Type 
e Standard Well Guards 
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Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture which 
revolves, and may be used with or 
without fins to give up to 192 sq. 
ft. of display area in just 32” di- 
ameter of floor space! 

A basic six-sided pylon unit 96" 
high, 16” wide and 32” deep you 
can use alone or in series as a sta- 
tionary unit, for open beam ceil- 
ing, floor-to-ceiling, and wall in 
stallation; or mounted on casters 
to move anywhere in the show- 
room. 

Estimated price if bought at re- 
tail: $200.00 plus shipping. 

By building it yourself, you can 
save more than $110.00. Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Obtain- 
able by return mail from American 
Lumberman. Fill-in and post cou- 


pon today. 


American Lumberman Dealer Service Dept. 
138 MN. Clark Gt., Chicage 2, Miinois 


Please send me postpaid the three blueprints and com- 
plete instructions for the retail lumber dealer pylon unit 
display fixture. fam enclosing $8.75. (Please send check 
or money order.) 

Name 

Company 

Street 


City 
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NEW PRODUCTS 


(begins on page 132) 





Forgecroft Display 


This new point-of-sale display has 
an easel for counter use or it may be 
hung on the wall. Printed in five 
colors, it features the #700 (square 
shaped) and #800 (heart shaped) 
lines in black and antique copper. The 
display also includes matching Forge- 
craft switch plates and receptacle 
plates. Measuring 17” x 21”, it is 
lacquered and shows color illustra- 
tions where Forgecraft hardware may 
be used to add charm and beauty 
to cabinets. Penn-Akron Hardware 
Corp., Dept. AL, Woodside 77, N. Y. 


Cirele Neo. 290 on Coupon, page 172. 
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WALL PANELING 
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Marlite Paneling 


Thirty-six samples of Marlite pla 
tic-finished hardboard paneling in 
plain colors, wood grains and marble 
patterns, representing the full lines 
in large sheets and planks and blocks, 
are featured in a new permanent 
counter display, Mounted on rods, the 
4 x 7%” sample wing sidewise to 
permit easy examination of a single 
color or pattern or of different ones 
side by side. Center racks hold 
samples of Marsh moldings and Mar 
lite literature, Marsh Wall Products, 
Inc., Dept AL, Dover, Ohio 


Cirele No. 291 on Coupon, page 172 


Wrought Iron Legs 

A versatile display rack, 24” x 48”, 
fashioned to hold a complete line of 
Spanish Wrought Iron legs, is of 
fered. The display stand includes one 
leg of each of the six different styles, 
seven heights of 6”, 9”, 12”, 16”, 19”, 
22”, 28”, and includes all finishes of 
black, brass, chrome and _ copper 
Stahl Mfg. Co., Dept. AL, 12282 
Woodbine St., Detroit 28, Mich 


Cirele No, 292 on Coupon, page 172 


Vadco Handy-Hooks 


A new three-part 
team is announced by 
turer of hooks and fixtures for per 
forated hardboard panels. First, a 
unique Skinpak vacuum-sealed display 
card is the leader of the team. Sec 
ond, a Sellectree, a rotating counte 
display carrying 160 Skinpak cards 
is designed to work with the third 
member, Handy-Hook counter Mer- 
chandiser No, 3. The Sellectree is 
furnished free to purchasers of the 
160 Skinpak assortment. Vadeo Prod 
ucts, Dept. AL, 13271 Mt. Elliott, De 
troit 12, Mich 


Civele Ne, 293 on Coupon 
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Two Facia Track Sets 

The addition of two facia track sets 
to its Seottie sliding door hardware 
line is announced by the manufacturer 
Series 5000 for %” by-passing doors 
and Series 5500 for 1%” doors fea- 
ture anodized extruded aluminum 
track. The facia is said to eliminate 
costly millwork and simplify instal- 
lation as the track can be installed 
after application of trim. The anodized 
facia can be left plain or painted. 
King-sized, hand turned nylon wheels 
make one point contact with the spe- 
cially designed track to provide extra 
smooth operation. Both series are sold 
in complete packaged sets. Kennatrack 
Corp., Dept. AL, Elkhart, Ind 


Cirele No. 294 on Coupon, page 172 





Woodco Sectional Windows 


The Woodco sectional is composed 
of single light units that are said to 
join easily to permit any desired 
straight-line or bow-bay window ar 
rangement or combination of both 
The Woodco sectional is offered in 
three basic units: rotor-operated awn 
ing unit, stationary unit and hopper 
unit. These units can be readily 
matched and installed in any of hun 
dreds of possible combinations to 
blend with any style of architecture, 
it is said. Rockwell of Randolph, 
Dept AL, Randolph, Wis 


Cirele Ne. 295 on Coupon, page 172 
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More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 


NA 
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SAVE TIME—MONEY—MANPOWER 
Investigate THE NANDIBELT 





This compact, lightweight, reversible-bele conveyor 
unit handles and elevates bundled and sacked com 
modities flooring, lath, cement to proper height 
for loading materials into car or truck. Two types 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No Al 


Dept. U-5 


STANDARD CONVEYOR CO 
General Offices 
North St. Pav!, Minnesota 


SARAN SCREEN CLOTH we on oy ‘Mies ; = SRAVITV & rons | 





CONVEYORS 








CHICOPEE MILLS, INC., Lumite Division, * per sq. ft. (retail) \ 
47 Worth Street, New York 13, New York Slightly higher West of the Rockies 


Circle No. 97 on Coupon, page 172. 
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"37 PONDEROSA PINE — SUGAR PINE 


Trade Mark WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 


Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


ee SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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BUSINESS RECORDS BOOKS sa thts Coenen 
AMERICAN LUMBERMAN, INC 


MODERN PRACTICAL ACCOUNTING 
139 NO. CLARK ST, CHICAGO 7, iLt 


7890 12 Earl A. Saliers $4.00 


Your business will profit more with scoursete recerds te aid in daily opere 


345678 tions. This book gives you and your stall a working knowledge of scoounting books | have checked below 
te help yeu make practical managerial decisions. 166 pages, 156 \!iustrations 


Enciosed is my check in the ameunt of § 


Medern Practical Accounting 


901254 BOOKKEEPING FOR BUSINESS AND PERSONAL USE 

567890 Raymond V. Cradit-twe volumes $6 25 Bookkeeping for Business and Personal Use 
In readily understandable terms, these two books expisin the purpose of Volume | 
various business and personal records, and how te keep them Vetume ti 


123456 2.90 


Veit 
789012 Concentrates on books and metheds used te record daily buying and selling Name 
transactions. 326 pages, 153 \\iuetrations 


2.75 


345678 vot. 
Deseribes recerds end procedures that apply te the organizational set-up 
pertnership, corperstion, incorporation; plus entries necessary to overs 


901234 business enatyeis 2712 pages, 88 ii! uetrations 
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MANUFACTURER NEWS 


(hegins on page 106) 





Halvorsen Joins Plastic 
Pipe Div. at Orangeburg 


John J. Halvorsen has joined 
Orangeburg Manufacturing Co., 
Inc. a8 manager 
of sales and de 
velopment of 
the company’ 
new plastic pipe 
div., according 
to an announce 
ment by H. J 
Robertson, O71 
angeburg presi 
dent. Halvorsen 
was formerly 
technical director of plastic pipe 
and fittings for Continental Can 


Halvorsen 


( ompany 

Halvorsen is a vice-chairman of 
the thermoplastic pipe division of 
The Society of Plastics Industry, 
chairman of a sectional committee 
of the American Standards Asso 
ciation and a member of the Amer 
ican Society of Testing Materials 
and the Society of Plastic Engi 


neers 


Chicago Union 
Moves to Suburb 


The Union Lumber Co. of Dela 
ware, a subsidiary of the Union 
Lumber Co. of Calif., announces the 
removal of its Chicago area offices 
to modern air-conditioned quarters 
in suburban Park Ridge. The new 
address is: All American Building, 
05 Park Place, Park Ridge, Il 


DeWalt Announces 
Time-Payment Plan 


A time-payment plan requiring 
a minimum of 10° down-payment 
with up to 24 months in which to 
repay the balance has been intro 
duced by DeWalt, Inc., Lancaster, 
Penna., in cooperation with the 
Pacific Finance Corp 

DeWalt’s president, Conde Ham 
lin, announces the “easi-budget 
payment plan” covers machines, 
tools, attachments and accessory 
items included in the company’s 
Power Shop line of home and in 
dustrial woodworking equipment. 
The minimum amount which can 
be financed under the plan is $75; 
there is no maximum limit other 
than the credit capacity of the pur 
chaser. The time-payment plan 
permits a maximum of individual 
judgment on the part of the fran 
chised DeWalt dealer making the 
sale. His personal evaluation in 
approving credit terms to his cus 
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tomers is accepted by DeWalt or 


the Pacific Finance Corp., the lend- 
ing agency to which the install- 
ment contract is immediately re- 
assigned and to which the pur 
chaser makes his monthly pay 
ment 


Black & Decker 
Elects President 


tobert D. Black has been elect 
ed president and chairman of the 
board of The 
Black & Decker 
Mfg. Co., to fill 
the vacancy 
caused by the 
recent death of 
Alonzo G. Deck 
er. At the same 
meeting in Tow 
son, Md., Alon- 
zO 3G. Decker, 
Jr., was elected 
executive vice-president of the 
company 

Black, who is 59, has been ex 
ecutive vice-president of the port- 
able electric tool company since 
1954 and a director since 1940. He 
is the youngest brother of S. Dun- 
can Black, who, along with the 
enior Mr. Decker, founded the 
organization in 1910 


Black 


Collins Is Elected 
Brand Names Director 


Henry W. Collins, executive 
vice-president of The Celotex 
Corp., Chicago, was elected a di 
rector of the Brand Names Foun 
dation for a term of one year at 
the recent annual Brand Names 
Day member meeting in New York, 
N. Y. Mr. Collins, who has been 
associated with Celotex for 31 
vears, also serves as a director of 
the Producers’ Council and The 
Gypsum Assn 


OBITUARY 


George H. Shippen 


George H. Shippen, who with 
his brother John assisted’ in 
forming and operating the Ship 
pen Bros. Lumber Co, in Memphis, 
Tenn., shortly after World War I, 
died March 7 in Washington, D.C., 
following a heart attack. He was 
58 Another brother, Frank J. 
Shippen, Alabama Poplar Co., 
Camp Hill, Ala. reports that 
George H. Shippen was a veteran 
of both the U. S. Navy and Army 
He was buried with military hon 
ors in the Arlington, Va., National 
Cemetery 


TONY CANZONERI, first fighter ever 
to win three world’s championships 
has signed with Miracle Adhesives 
Corp., New York Sales manager 
George Miles (left) and president E. R 
Falkenburg (right) discuss tie-in pro 
motion between the fighter and the 
firm with Tony, which will evolve 
around the theme: “Miracle of the 
Ring, and Miracle Ceramic Tile Ce 
ment 





This Genuine Hardwood is 


processed to resist burning 
cigarettes, alcohol, nail polish, 
fruit juices and other abusive 
substances 








Hardwoods Association 
Issues Beautyguard Seal 


A special Beautyguard seal has 
been designed for retailer and con 
sumer identification of the new 
abuse-resistant Beautyguard gen 
uine hardwood surfaces. Issued by 
the Fine Hardwoods Association, 
the black and gold self-adhering 
label can be used alone or with the 
association’s genuine hardwood 
seal. The pressure-sensitive seals 
are available to manufacturers in 
rolls with dispenser at cost from 
the association, 666 Lake Shore 
Drive, Chicago. The seals will be 
widely publicized in the associa 
tion’s national advertising this 
year. 


BEFORE STEVE ALLEN began a 
spring sales campaign for the Patter 
on-Sargent Co., Cleveland, on NBC's 
show, he took a lesson in 
sponsor. Vice-presi 
dent tenjamin Patterson III (left) 
wields brush as Allen looks on. This 
is the first major television venture 
for BPS paints 


Tonight 
painting from the 


(continued on page 168) 
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Do-it-yourself types 
prefer to do it with products 


More and more of your customers are engaging in home 
improvement. Whether they do it themselves or get 
professional help, they want the products and materials 
they see advertised in LIFE. 

That’s because LIFE pre-sells people—more of them 
than any other magazine—on particular brands. By 
featuring these LIFE-advertised products you’re ap 
pealing to a pre-sold market. Your customers are always 


more eager to buy what they’ ve previously seen in LIFE. 


Smart retailers have learned to rely on the pre-selling 
power and local impact of LIFE. They know that an Operation Home Improvement is selling 


average issue of LIFE is read by 38.2% of people living millions of Americans on the idea of bet 
ery . ter homes. Tie in by making your store 

in houses in the $7,000-and-over income gr ° f 

; . =e gr 7up am and local O.H.I headquarters Double the 


that LIFE reaches 3 out of 5 households in the average sppeal by featuring LIFE-advertined 


brands 


community in the course of 13 issues.t 


SOURCES; *A Study of Four Media. tA Study of the Household Accumulat of LIFI 
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Panelyte Colors 

St. Regis Panelyte announces a new line of deco- 
rator color tyled by color consultant Elizabeth 
jurris-Meyer, The eight new colors are citron yel- 
low, carnation pink, flame, cerulean blue, middy 
blue, dove gray, cantaloupe and bitter green, These 
new colors make available the durability of high 
pressure laminates with brilliant new colors, Pan 
elyte is also available in a wide range of wood grain 
and other patterns, Panelyte Div., St. Regis Pape 
Co., Dept. AL, 220 Park Ave., New York 17, N. Y 


firele No. 296 on Coupon, page 172 


Klip-Bilt Shelving 

Frick-Gallagher Mfg. announces Klip-Bilt bolt 
le tee! shelving, featuring clip and T-post con 
truction, Klip-Bilt shelving is said te be easy and 
fast to assemble, to adjust and to relocate. All clips 
easily installed from front of unit. Various models 
of open, closed and ledge type shelving are available 
All the component parts and accessories necessary 
for Klip-Bilt construction as well as several other 
types of special and high strength shelving are also 
available. Complete instructions for assembling 
helving are furnished with each shipment. The 
Frick-Gallagher Mfg. Co., Dept. AL, 110 8. Michigan 
Ave., Wellston, Ohio 


Circle Neo. 297 on Coupon, page 172 


Speed-Thru Pipe Pusher 

A new continuous stroke pipe pusher, operated 
with gasoline, electric or truck power unit, is claimed 
to be the new answer to most problems of under- 
ground pipe installation. Called the Speed-Thru Pipe 
Pusher, it is said to make pipe pushing a simple job 


After Speed-Thru is placed in the trench, the simple 
operation of two control levers by one man pushes 
the pipe. It pulls pipe, too. Mercury Hydraulics, Inc., 
Dept. AL, 2440 Blake St., Denver 5, Colo. 


Circle No. 298 on Coupon, page 172 
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POLE SHEDS 





in the lumber storage shed. Horizontal ledgers were 
bolted to the vertical poles. These ledgers were 
located so that no more than 10 bundles of asphalt 
shingles would be piled on a heavy-duty pallet. Each 
pallet was made wide enough so that a double pile 
of shingle bundles could be placed on it. 

The ability of the firm’s fork trucks to pile the 
loaded pallets three-high in the shed gives each open 
section of the shed a capacity of 60 squares. In this 
way a large inventory of a variety of colors and pat 
terns is available in a small space. 

Construction cost of these pole-type sheds amount- 
ed to approximately $25 per lineal foot. 





(begins on page 106) 
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Chemical Group Elects Officers 
The Naphthenate Preservatives Institute elected 
new officers at its recent annual meeting: David Mur- 
ray is president; James A. Mooney, vice-president; 
Alfred A. Stresen-Reuter, secretary, and Arthur Min 
ich, treasurer. NPI, made up of chemical companies 
who manufacture copper and zine naphthenate chemi 
cals used as wood and textile preservatives. 
(continued on page 173) 
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_ Specialists in Oak Floor. 
ing. General wholesel- 





615 R. A. Long Bldg 


H. E. WEBSTER LUMBERCO., {'°* * ‘ors *do 
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DO-IT-YOURSELF DISPLAY SIGNS! 


WITH THESE BEAUTIFUL PRE-CUT GUMMED 
PAPER LETTERS, NUMBERS AND CHARACTERS 


“MOISTEN AND MOUNT THEM LIKE A STAMP" 


7250 8 SHO-CARD SET 2750 BANNER SET 

CONTAINS 4000 RED CONTAINS 2500 RED 

AND BLACK LETTERS | AND BLACK LETTERS 
NUMBERS end CHARACTERS | NUMBERS and CHARACTERS 


» sizes $95.00 )| 2 sizes 
Ma! NM = lau .ay $34.75 
50 PCS. WHITE CARDBOARD 250' ROLL BANNER PAPER 


AVERAGE DISPLAY CARD aa 
or BANNER COST UNDER 18¢ | cropi | 


Refills Just As Needed 
Fruchey Service Co. 
Box 461 NAPOLEON, OHIO 
50,000 SATISFIED USERS 
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SAVE ON TRANSPORTATION 
OUR NEAREST POINT 


WE CAN 
SERVE 
YOurR 
TRUCK 


WE HAVE YARDS 
AT THESE POINTS 
as well as 
TOLEDO, 
OHIO 


@ALLEXANDER, RUSTIC 


wooo 
FENCE 


/, POST and RAIL 
=. SCREEN TYPE PICKET 
oer RESIDENTIAL 
Wooo PRODUCTS CO., Toledo, Onie 
WRITE for CATALOG \ 
@CLINCHBURG, VA. 
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showroom desig 


16 NEW SHOWROOMS FOR MERCHANDISING 
BUILOING MATERIALS 

Reprinted from American Lumberman $1.00 
This booklet offers many new plans and ideas te 
help you build or remodel your shewroem for 
greater efficiency and tales volume A case history 
study, it shows how lumber dealers in beth large 
cities and small towns have successfully solved the 
problem of outmoded showrooms. You will find 
dozens of suggestio overing such subjects as dis- 
play, lighting, self-service and store layout 


AMERICAN LUMBERMAN, INC 

139 NO. CLARK ST, CHICAGO 2, ILL 

Enciosed is my check in the amount ef $1.00 for 
the above book 


; 
| 
| 
| 
| 
| 





Address 
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City, State 


Vay 14, 1956, AMERICAN [LUMBERMAN AND 





This simple, adjustable tension catch 


is a big sales feature 


«+. and it’s exclusive with 
Keystone Tension Screens 


Keystone Aluminum Frameless Tension Screens com- 
bine all-round quality and design features that spell 
more sales in the expanding convenience market 


Perfect fit for any window Keystone Tension 
Screens are made to fit all standard windows, and 
Keystone design means a perfect, snug fit every time. 


Unmistakable Keystone quality Dependable 
Keystone quality through and through Insect wire 
screening is Keystone 18 x 14 mesh stain-proof aluminum 


with straight-edge selvage of special 5 flat wires 


Exclusive features mean sales |{ i('s sales you're 
after, it’s Keystone you want. Take every advantage of 
the sales power behind Keystone. Write today for the 
name of your nearest wholesaler or distributor. Write 
to Keystone Wire Cloth Co., Hanover, Pa 


KEYSTONE 


CLOTH COMPANY 


Hanover, Pa. : Fostoria, Ohio 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 
1 Time 20e per word tor each insertion. 
Minimum charge of $1.00 per line. 
~ Se per word for each consecutive 
insertion. Minimum charge of 
per line. 
Add $1.50 per insertion for blind ads bearing 
box sumber. 
No agency 
allowed. 


3 Times 


commission ot cash discount 


All ads tor classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point atyle. No cuts or special borders 
allowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 


When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
138 N, Clark &t., Chicago 2, Ill. 





HELP WANTED 





MILLWORK DETAILERS AND BILLERS 


Wanted by a reputable custom millwork con- 
cern in Ohio. Experienced in making shop 
oonnee of Architectural Woodwork for pub 
lie buildings, churches, schools, etc. Give 
complete iniormation regarding experience, 
age, salary, availability and a sample of 
drawings, possible, when replying. Teoma 
nent employment and excellent welling con- 
ditions. Reply Box No. K-49 American Lumber- 
man, Inc. 


Outstanding opportunity awaits man who 
knows manufacturing of moulding and seeks 
advancement. Smali but modern moulding 
lant with unlimited possibilities wants am 
itieus operator. Salary plus. Give age, ex 
perience, references and starting salary ex 
pected, Sibuquorque Moulding Company, 3433 
Purdue Pl., Albuquerque, New Mexico. 


Wholesale lumber firm desires to expand 
Douglas Fir Transit business. Chicago area. 
Excellent opportunity for aggressive ambitious 
young man with lumber sales or wholesale 
experience, Reply in writing to: 


DYKEN LUMBER COMPANY 


520 North Michigan Avenue 
Chicago 11, Illinois 


MILLWORK ESTIMATOR 


Unusual opportunity offered to man of good 
character seeking connection with reputable 
architectural woodwork concern specializing 
in custom millwork, Must be competent, re- 
liable, under 50 years of age, knowledge of 
Cost Book “A helpful but not essential. 
Salary to start $7000.00 per year plus other 
benefits. In replying state experience, qualifi 
cations, when available and enclose photo. 
Reply Box M-55 American Lumberman, Inc. 


Sales Manager for retail lumber yard in Cen- 
tral Michigan with new modern merchandising 
store and showroom. Must be experienced in 
retail lumber sales, advertising, estimating 
and sales financing. This is a good position 
for an aggressive man, good salary plus 
incentive bonus plan. Address Box N-20 Amer 
ican Lumberman, Inc 


WANTED: Yard Foreman that can tell a 
2 x 6-18 from a 20 without measuring it— 
Generous pay for a man who knows his job— 
Southeastern Michigan. Address Box N.-21 
American Lumberman, inc. 


WANTED: Man, 30 to 40 years, by an Indiana 
Retail Lumber yard, grossing $250,000 busi- 
ness per year. Experienced in calling on con 
tractors and builders. Capable of making lists 
from plans, also qualified making aplesate 
house drawings and details. Outstanding op 
ortunity. Address Box N-22 American Lum. 
erman, Inc 
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HELP WANTED 





MEN WANTED 
FOR EMPLOYMENT BY 
MONTANA RETAIL LUMBERMENS 
ASSOCIATION 


Specifications: 
I 

We are looking for one man to add to our 
Architecture Planning and Loan Service De- 
partment staff, Must be graduate of recog- 
nized school of architecture. Should have two 
to five years satisiactory experience in prac- 
tical drafting or some field of retail merchan- 
dising, on-the-job construction or building 
estimating. either before or after graduation. 
Record must indicate apptitude and interest 
in merchandising and business administration 
rather than strict pursuit of architecture as a 
profession. 


We are looking for another man who may well 
have the same qualifications except that his 
college degree would be acceptable in Busi- 
ness Administration, Forestry or Engineering. 
rather than architecture. 


I 


Age of either should be between twenty-eight 
and forty years. Each must have a record of 
ability to manage successfully his own finan- 
cial and family affairs and his own personal 
conduct. The record of each from freshman 
high school on must indicate natural inclina 
tion to participate in group activities and 
“make the team.’ It doesn’t have to be the 
first team nor are star perlormers being 
sought. 


Either one of these positions affords an op 
portunity for training the field of Trade Asso 
ciation Administration. 

Applicants contact: 


W. J. HOWARD 
P. O. Box 1364 


Migsoula, Montana 


Wholesale plywood jobber—undergoing large 
expansion program—looking for salesmen. 
Young men with good following in downstate 
Indiana and one for South Side of Chicago. 
Wonderful opportunity with chance to become 
member of firm. Good salary and excellent 
commissions for right man. Address Box M-40 
American Lumberman, Inc 


Wanted: Salesman for consumer selling for 
the Nation wide Home Improvement. Location 
of this position will be on the West Coast 
of Florida in one of the fastest growing towns 
in the nation. Salary and liberal commissions 
will be paid on al! sales. Please write direct 
to WALKER & HALLOWELL, INC., Box 832, 
Sarasota. Florida. Applications will be re- 
ceived for a period of sixty days. 


Wanted: Office Manager, preferably one who 
has had some experience in the lumber and 
building supply industry. Located on the West 
Coast of Florida in the thriving town of 
Sarasota. Salary will be liberal according to 
duties and responsibilities delegated and also 
as to the ability of the applicant in this 
position, Will pay upwards to $125 to $150 
week to the right party. Complete control of 
office will be required. Please apply direct to: 
Walker & Halloweil, Inc., Box 832, Sarasota, 
Florida 


Wanted: Biller experienced in checking stock. 
and special millwork from plans into factory. 
Good opportunity for advancement. Give in 
formation regarding experience, age and 
salary. Located in Iowa. Address Box N-23 
American Lumberman, Inc. 





SITUATIONS WANTED 





Experienced Lumberman, 47, like outside sell 
ing, have car, will relocate. Prefer independent 
company. Address Box M.67 American Lumber 
man, Inc. 


Experienced lumberman, age 41. Family man. 
College graduate. Now employed. Wants to 
locate in Central or Northeastern Michigan. 
Address Box N-24 American Lumberman, Inc. 


May 14, 


SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S AGENT 


to handle line of nationally advertised putties. 
glazing an Iking pound veral ex- 
cellent territories open. Inquire Box |-49 
American Lumberman, Inc. 





Manufacturers Representatives calling on lum- 
ber and building products wholesalers and 
retailers will benefit by sending in their names 
for inclusion in our list of Manufacturers 
Agents. Address Advertising Service Dept. 
American Lumberman, Inc. 


Manufacturer's Representatives with estab- 
lished trade among retail lumber companies, 
building supply firms, etc., to represent lead- 
ing manufacturer of interior shutters, louver 
doors, and allied products. State territory. all 
pertinent details. 


DECOR OF GRAND RAPIDS, INC. 


1555 Eastern Ave., SE 
Grand Rapids, Michigan 


COMMISSION SALES REPRESENTATIVES 
WANTED 


for a few choice protected territories to cover 
lumber, building material and hardware trade 
for old established door lock manufacturer. 
Mention territory covered and lines carried. 
Box M-46 American Lumberman, Inc. 


MANUFACTURERS REPRESENTATIVES 
WANTED 


Ten-year-old Michigan concern manufacturing 

1 folding closet doors and patented- 

steel garage doors is seeking represen- 

tation in most states. Direct inquiries to Style 
craft, Inc., Roseville, Michigan. 





BUSINESSES WANTED 





ANY BUSINESS 
Industrial Manufacturing 
Wholesale or Retail 
We have clients interested in bonafide profit- 
able establishments doing large volume busi- 
ness. Must stand rigid investigation. Write or 
Ils 

ms SPECIAL SERVICE DIVISION 

CREDIT CLEARANCE BUREAU 


250 W. 57th St., New York, N. Y. PL 7-3190 
Member U. 8. Chamber of Commerce 





BUSINESSES FOR SALE 





For Sale: Lumber and Building Supply. Hard- 
ware and Paint Business, established 1901. 
Owners retiring. Located on railroad and main 
highway in western Pennsylvania, farming 
and expanding steel industry district, low tax, 
large parking space. Average annual sales 
past 5 years $700,000. Can be increased. Real 
estate and buildings, some new. Six trucks. 
mill machinery. Priced to sell. Terms to re- 
sponsible persons. Address Box M-48 Ameri- 
can Lumberman. Inc. 


FOR SALE 


Yard in eastern Nebraska town, located in 
rich farming c ity. paratively small 
investment will handle. Owner wishes to re- 
tire. Address Box M-47 American Lumberman. 
Inc. 





The most outstanding yard in southwest is for 
sale due to owner's retirement. City of 300,000. 
Established business, mostly wholesale. Sell 
or lease equipment and improvements to re- 
sponsible purchaser. Inventory at market— 
no bonus. Exceptional opportunity. Reply Box 
M-50 American Lumberman, Inc. 


1956, AMERICAN IL.UMBEKMAN AND 








BUSINESSES FOR SALE 





BUSINESSES FOR SALE 





CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest: also see 
our ad in previous issues. 

weer canes wy Licensed lumber yard 
rokers for over . 714 W. 

Bivd., Los Angeles ” is — 


CHICAGO LUMBER YARD FOR SALE 


LOCATION—North Side, Chicago. Street and 
Chicago River frontage. 


AREA—235,000 square feet. 


BUILDING—Brick office and garage. Wood 
sheds for | million feet of lumber. 


PLANING MILL—Brick: electric power: auto- 
matic sprinkler system. 
Equipment—Band saw and 
carriage, Timber sizer, 
Matcher, Planer, Resaw. 
Moulder, C.C. and Rip Saws 
Filing Machinery. 


YARD EQUIPMENT—Delivery trucks, Lift 
trucks, Carriers, Loading 
trucks, Derrick. 


INVENTORY—About | million feet of lumber, 
plus plywood and merchandise. 


REASON FOR SELLING—Liquidating the busi 


For further information address: 


Box M-62 American Lumberman, Inc. 


Retail lumber yard, northern Indiana location 
in good farming, lake resort area. Good build 
ings, railroad siding. Can be purchased with 
or without inventory. Buildings can also be 
used for box or frame assembly plant. Write 
Box M-63 American Lumberman, Inc. 


California lumber and building material yard. 
Thriving community. Attractive store. Exten- 
sive storage. Hiway frontage. Convenient 
spur. Bargain. Closed due owner's health. 
Write 9275 So. Union, Bakersfield, California. 


RETAIL LUMBER AND BUILDING SUPPLY 
BUSINESS. Located in Southern Ohio, on rail 
siding two blocks from center of town. Will 
sell modern store buildings and sheds, fenced 
yard, clean inventory, franchised lines, trucks, 
machinery and good will for $30,000.00. Ideal 
spot for husband and wife or father and son. 
Reason for sale—death in family. Address Box 
M-64 American Lumberman, Inc. 


Retail Hdwe. & Bidg. Supplies business, lo- 
cated in Mts. of Southern New Mexico. Fast 
growing community, ideal climate. Mentioned 
in March 5 issue of this magazine. $60,000.00 
will handle. Excellent business. Health reason 
94 a. Address Bonnell’s, Box 1640, Ruidoso. 


Eastern Metropolitan Area—Commission man 
wants connection with Fir mill on Timbers. 
Rough Green Clears, Framing—steady volume 
—discounting yards only. You can make those 
extra $$$ per car without additional risk 
Address Box N-25 American Lumberman, Inc 


FOR SALE: Retail Hardware and Lumber busi 
ness in Northern Missouri. Doing good volume 
Address Box N-26 American Lumberman, Inc 


Long established. Retail Lumber, Building Ma 
terials. Hardware. Paints, Cement, etc. On 
Main Highway. in suburban, Denver. Sell or 
lease realty. Address Box N-27 American Lum 
berman, Inc. 


BuILDING Propucts MERCHANDISER 


For Sale: Retail and wholesale yard. plan 
ing mill, moulder, cut up plant, Building 
materials, two modern homes, complete ir 
ventory, trucks and land, in the heart of 
Black Hills. Gross sales $180,000.00. Reason 
for selling Il] Health. Price $75,000.00 plus in 
ventory approximately $30,000.00. 29% down 
easy terms. Lorey Anderson, Devils Tower 
Wyoming. 





BUSINESS OPPORTUNITIES 





Managing partner with moderate capital 
needed for wholesale distribution yard located 
western United States fast growing area 
Handle all species and direct shipments 
Inquiries confidential. Address Box M-61 Amer 
ican Lumberman, Inc 


Are you tired of making money for the boss? 
Do you want to make some real dough for 
yourself? Would you like to be a partner ir 
a NEW-real low operating cost lumber and 
building material yard? Golden opportunity 
awaits you in industrial and farming com 
munity of quarter million potential customers 
Competition dying. Plenty of room for active 

aggressive, smart operators. Takes ABC 

ability, brains and cash. If you think that you 
can qualify—write for details to Box N.28 
American Lumberman, Inc 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17. N.Y 
401 Park Bldg., Pittsburgh 22, Pa 
105 Lake Street, Reno, Nevada 


STEEL RAILS 


16%. 20%. 25%. 30%. 35H, 40H and heavier 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information 


THE MINNESOTA SPECIALTY CO 
Minneapolis, Minn 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through !6/4 


Also 


Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly 


Al Clements Lumber Co 


P. O. Box 908 
Eugene, Oregon 


Phone 6-253] TWX EG.049.U 


FOR SALE—Peeled Northern White cedar posts 
and poles. Pine lumber S4S and DET. Will 
deliver by truck if desired. A. M. Rhoda 
Yard, Bemidji, Minnesota. 





LUMBER & DIMENSION 
FOR SALE 





For Sale. one car, 4/4 #1Common, Ash, Ap 
palachian Stock, $28 to standard thickness 

Send us your requirements for all kinds of 
Soft Textured Appalachian Mountain Lumber 
Address Box M-51 American Lumberman, Inc 


4 cars 6 Hardwood stacking sticks 3¢ each 
Gaiennie Lumber, Box 1774, Shreveport, La 





USED MACHINERY FOR SALE 





FOR SALE 


We will be receiving new equipment trom 
Ross and can olfer for sale and immediate 
delivery one Model 10H Ross lift truck at 
$4.175. Hydraulic side shift carriage 66”, Op 
erator's guard, 72” forks can be cut down to 
any desired width. Lilt height 28’. Ross will 
cut down towers if a lower height is required 
for clearance, on the 28 pistons. Also avail 
able: One Ross Model #6 with 16’ tower, fork 
length 42” standard with 60” extension, hy 
draulic steering, operator's guard and heavy 
counterweights. Price $3,650 t.o.b, Chicago 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill 


For Sale Planer 


% inch Fay & Egan No. 156, Three sets of 


knives, 10 Horse Century Motor 


Central City Lumber Company 
139 Otsego Ave 
Jackson, Michigan 


BOOKS FOR SALE 





THE PROPERTIES AND USES OF WOOD 
By A. Koehler. This book presents in non 
technical manner the more important tacts 
concerning the properties of wood and how 
these properties afiect its utilization. Bound 


in cloth, 354 pages. Price §6.75. 


BLUEPRINT READING. By Daisell, McKin 
ney and Ritow A practical book of sell 
instruction on blueprint reading as applied 
to the building trades. The popular question 
and answer method is utilized and two sets 
of plans are included. Price $1.75 


CYCLOPEDIA OF BUILDING TERMS 64 
pages of definitions, Ulustrations, charts and 
tables to assist lumber and building material 
dealers in the operation of their business 
Manual of Fundamentals of light construction 
and building materials for lumber dealers 
Excellent presentation. Price 50c 


LOGGING. By WN. C. Brown. The principles 
and methods of harvestin timber in the 
United States and Canada. This book will help 
the student and operator to gain a better un 
derstanding of logging methods employed 
Price $5.00 


HANDY LUMBER CALCULATOR. A _ usetul 
pocket size manual including a lumber cal 
culator for standard sizes, log rules, esti 
mated weights of lumber and useful miscel 
laneous lumber tabulations Price 50 cents 


SCRIBNER’S LUMBER AND LOG BOOK. Is 
dispensable for lumber merchants. sawmill 
men, etc. Vest pocket size of 1950 pages. 
giving tables on scantling and plank measures 
round timber reduced to inch measure by 
Doyle's Rule, log tally calculations, and other 
valuable information. Price $1.00. 


WOOD STRUCTURAL DESIGN DATA. Com 
iled by National Lumber Manufacturers’ 
ssociation. Information on physical, chem 
ical, and mechanical properties of wood, and 
tables showing how to determine the correct 
size of member, alao on standard sizes, meas 
urements, and trade terms. Price $2.50 


AMERICAN LUMSERMAN, INC 
199 N. Clark St.. Chicago 2. Ml 
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For lasting Beauty and Protection — 


choose e # Kid. e a 


Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 
overhead doors! 


RIDGE DOOR COMPANY 
MONM 4 JUNCTION. N.J 


In ovr complete line, there is a Ridge Door for every home, taste and budget 


Circle No. 108 on Coupon, page 172. 
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CONIFER 
LUMBER SALES 


Distributors of West Coast 
Coniferous Tree Products 


P.O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
TWX $C270 PHONE IVanhoe 9-3651 


Circle No. 107 on Coupon, page 172. 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE sto: 


STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED WATER-CURED 
Rough or Dressed 


Mfrs. of 
Genuine 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 


Established 1842 Member WN.A.W.L. 
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MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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Porter-Cable's Old Tool Contest 


An old-time portable electric saw, sander, drill or 
other portable electric woodworking tool manufac 
tured by Porter-Cable can win one of 75 valuable 
prizes for its owner in Porter-Cable’s Old Tool Con 
test. Entries will be judged on the age of tool, length 
of service and present condition; tool still must 
be in active use to be eligible. Any resident of the 
United States or Canada may enter the contest. 

Top 25 winners will receive the Porter-Cable tool 
which is the modern equivalent of the old tool en 
tered in the contest. Entry blanks and contest rules 
are available at all Porter-Cable dealers. Contest 
closes September 30. 


Yale & Towne Announce a Stock Split 


At the 87th annual meeting of the Yale & Towne 
Manufacturing Company in New York, N. Y., re 
cently, the stockholders voted to split the stock in a 
ratio of 2'% for one by an affirmative vote of 80° 
of the presently outstanding shares. Gilbert W 
Chapman, president, revealed that during the 1956 
first quarter, Yale & Towne obtained new orders 
and also shipped products to customers at a rate of 


30° ahead of last year. 


M and M Gains in Sales and Earnings 


Substantial gains in both after-tax earnings and 
sales are reported by M and M Wood Working Co., 
Portland, Ore., in a pre-audit look at the concern’s 
1955-56 figures and those of its subsidiary, Eureka 
tedwood Lumber Co. As of February 29, 1956, end 
of its fiscal year, M and M showed consolidated sales 
of $42,663,305 and after-tax earnings of $3,357,408, 
or 7.9% of sales. This compares with $38,194,983 in 
sales in the previous 12 months and after-tax earn 
ings of $2,442,716 or 6.4% of sales 

Permanent closure of the Panel Door Division of 
M and M became effective April 13. A company 
spokesman said that “five years ago northwest manu 
factured fir doors represented about 65% of the 
nation’s usage, but the percentage had dropped to 
12% in 1955.” The closure in no way affects the 
Malarkey Flush Door Division, also in Portland. 


SALES AND EXECUTIVE staff of The Perma Products Co 
met in Cleveland, Ohio, recently for a spring sales meeting. 
promotion were geared to both the new home 
market 


Sales and 
and modernizing 
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inches in diameter or the tandem style 
with its exclusive adjustable feature. Wheels glide 
freely and silently without the need of lubrication. 


No. 185 Sliding Door Hanger 
Adjustable 


Circle No. 111 on € oupon, page 172. 


SLIDING DOOR 
HARDWARE 


¢ / / / 
/) . , 7 * 
« CSJNCA CUCCUSIL "C4 i/ yh 4 


“* af san "PTY 9s / 
SMa lCUeIS. 


Saves valuable tloor spat e with by 
passing doors or doors sliding into 
their own recessed pockets. More 
artistic placement of furniture and 
wall decorations are possible too 
with this streamlined modern 
method of door manipulation fo: 
connecting rooms wardrobes and 
closets 

Architects, builders and home own 
ers alike are most enthusiastic about 
the NATIONAL Sliding Door Hard 
ware because both hangers and 
track serve every thickness of door 
Special floor guides, bumpers and 
pulls have been designed to serve 


these new type sliding doors 


Sterling, 
Illinois 





sell the FU N 


and you sell the floor! 





new easy-to-install MATICO 


SQUARE 
SHUFFLEBOARD 
COURT 


Easy to stock 
and easy to sell in both 
Asphalt and Vinyl-Asbestos tile 


Sell your customers the 
tainment offered by MATICO 
board Court ind the floo 
excitement! Quickly 


Square Shuffleboard Court w ntly appeal to every inst 


— . it-yourself fan. Packed in handy 9x9 « n, the MATICO 


(0 Square Shuffleboard i lls tile by tile here's 1 itting in of 

f feature strip or number qu shuffleboard Court, in MATICO 

: Asphalt or Vinyl-Asbe ile, is durable and lor vearing and 
we ; comes in a wide selection of brig! heert if x if 


MATICO 


in home 


A phalt Tile 


Standard Gauge 


LI CORPOK 
NEWERURGH 


MASTIC TILE CORPORATION OF AMERICA 
Houston, Tex. * Joliet, I e | » Beach, Calif. - Newbur ' 





